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Utterly new and attractive dealer news- 
paper advertisements like these are sure to 
bring customers to your store. They feature 
nationally known brides and their selec- 
tions of Gorham Sterling patterns. Im- 
printed with your name, of course. 


Full-page advertisements like these are 
appearing every month in ten of the lead- 
ing “‘class’’ magazines—reaching over 
2,000,000 of the country’s finest prospects 
for sterling silver. Many of these readers 
are in your community. 
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ORHAM is pointing the way to the most profit- 
able season the sterling silver industry has ever 
known . . . by giving to jewelers the most complete 
advertising cooperation in the history of the business. 


Not only is this cooperation complete 


utterly new in many of its phases. . 
jeweler, for the first time, his full share in the profits 


advertising pays. 


And there is ample proof of the soundness of this 
new plan! During 1929 nearly 300 progressive jewelers 
have adopted it . . . have joined the growing drive for 


greater sales of Gorham silver... 


Reproductions on the opposite page show a part of 
the work this new plan is doing for these jewelers . . . 
An unprecedented newspaper campaign for local tie-up 

. backed by national advertising reaching more than 
2,000,000 of the nation’s finest prospects for sterling 


silver! 
; _ This water pitcher, bowl and entree 
Don’t you, too, want to join the growing list of dish belong to one of the most popu- 
progressive jewelers profiting by this new merchandis- lar of Gorham patterns—the Dolly 


ing idea? Then mail the coupon at once for complete 


details on the plan. 


The 
GORHAM COMPANY 


Sales Agents for GORHAM MANUFACTURING CO. 


Gorham-Whiting Division, Providence, R. I. 
Kerr Division, Providence, R. I. Durgin Division, Concord, N. Hé 


“America’s Leading Silversmiths for over 97 Years” 





. bri 









Hollow ware in Etruscan is the 
newest of Gorham patterns— 
and extremely popular. Pieces 
illustrated here make appealing 
and popular holiday gifts. 






























it 1s 


ngs to the 





Madison—unusual for its lines of 
grace and beauty. 










THE GORHAM COMPANY, J.C. 12 


Providence, R. I. 














Gentlemen: Please send me complete information of the 
new Gorham cooperation plan, as soon as possible. 
Name , a 
Address ee ee 

( 
City State ee ee 
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WATCHWORD OF PERFECT TIME AND TASTE 








7 1MES (CHANGE 


O the early man measuring time by burn- 





ing a knotted grass rope, the passing of 


a day was not important. 


To the man of today time is precious. Accu- 
racy and precision in a watch, he must have. 
To this Omega adds style. Omega is the 


watchword he requires. 


official 


watch of Europe’s great railroads—winner of 


Standard timepiece of 87 countries 





hundreds of leading observatory awards— 





Omega is truly the watch of today, a watch of 


Smartly styled in the mode precision—beauty—style 


of today, the diamond watch 
illustrated lends itself ad- 
mirably to the Xmas season ee gers mat 3 


Illustrated is an exclusive 





Omega creation styled to 
please the discriminating 
man of today 





















15 Maiden Lane, New York 7 
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OUTSTANDINGLY SIGNIFICANT 


Swiss Government 
For Presentation to Royalty 
Distineuishes 
Ulysse Nardin 


Chronometer Ulysse Nardin 
Chronograph-Repeater Extra Thin Model 
Presented to 
His Royal Highness King Alphonso XIII 
by the Swiss Government 
May 30, 1929 
On the Occasion of the Opening 
of the International Exposition 
at Barcelona. 


BigatkeE & Eckert Co. 


527 Fifth Ave., New York 


November 28, 1929 


Cronometro ULYSSE NARDIN 
Cronografo-Contador 
extra-plano ofrecido a 
S. M. el REY 
DON ALFONSO XIII 
por el Gobierno Suizo el 30 de 
Mayo de 1929 con motivo de la 
inauguracion de la 
EXPOSICION 
INTERNACIONAL de 
BARCELONA 
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The Baker Line Becomes 
Still More Complete 


Y the purchase of The Interstate Smelting & Refining Co., Herpers 

Brothers, and J. J. Fischer & Meyer Co. we have so rounded out 

our line of products for the manufacturing jeweler that it may be said 

we are ready to furnish him with everything he needs in jewelry parts. 

To list all the things we make would require much more space than we 

have available, but the mention of a few will convey an idea of how 
comprehensive our line has become. Here are some of them: 


350 Varieties of Galleries Ball Joints and Safety Catches 
Emblems Ring Tops—All Shapes and Styles 
Badge and Emblem Material Ring Shanks and Ornaments 
Charms Modern Square Settings 
Alphabets and Numerals in Japanese, Fancy Settings 
Old English, Ionic and_ Block ‘ 
Styles 
Greek Letters 
Ear Screw Wires and Parts 
Ear Screw Wires Assembled 
Round and Oval Beads for Necklaces Platinum and Gold Sheet and Wire 
Scarf Pin Stems and Pin Tongues Solder for Platinum 


Stone Bezels and Boxes 
Flowers, Leaves and Scrolls 
Swivels for Pendants 

Seamless Tubing (hollow wire) 


A specialty of our Interstate Division is the overlaying of old gold 
wedding rings with carved platinum, without marring the inscription. 
Fancy shaped wedding rings such as octagon, tube, heart shape and 
fishtail and other novel styles, as well as emerald guard rings and 
Gypsy mountings are other Interstate products. 


If you do not find just what you want in the catalogues of ours which 
you have, write to us before deciding we cannot supply it. Very prob- 
ably we can. 


BAKER & CO., INC. 


54 Austin St., Newark, N. J. 


30 Church St. 760 Market St. 5 So. Wabash Ave. 


New York San Francisco Chicago 
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REATIONS by Lampl are markedly expres- OW, [¢ : / 

sive of new and advanced tendencies in ‘Ge a r A mp 
costume jewelry design. Distinguished pieces in oT a 
Jade, Lapis, Amethyst, Carnelian and Rose Quartz. 20 WEST FORTY-SEVENTH ST 


“Creators of the Unusual as Usual’ NEW WAP Ie 
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omething more than in- 
trinsic value is embodied in 
watches designed by 


KREISLER. 


c 
~alled ’ -rafts= 
called artistry or craits= 


manship~ 


That something may iS 


Whatever the term—the 


result is evident —unques 


tionable distinction. 
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JACQUES KREISLER & COMPANY 


36 WEST 47th STREET, NEW YORK 
55 EAST WASHINGTON STREET CHICAGO: 











THE JEWELERS’ CIRCULAR November 28, 1929 





er aig 


| 
| 





DICARD ENAMEL 


The exquisite beauty, combined with Picard Advertising now appearing in Vogue, Vanity 
quality make these creations appeal to a Fair, House and Garden and Arts and Decor- 
ation will bring a demand for these artistic sets. 


sophisticated clientele. 


VICTOR A. PICARD & CO., Inc. 7 West 45th St... New York 
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REFINEMENT 
AND PRICE..... 
COMBINED 









HY Bristol Wedding 


Rings? Comparison and 








svepeccsacos seri Bi 


vee 


BRISTOL / 


“. HAND CARVED - 
. ANDCHASED 3 


Ya Lee 





proofs of their greater selling features point towards 
a large amount of sales and profits for Bristol Ring 






dealers. 





=) 





Bristol, as specialists in the field of wedding ring 
manufacture, has maintained standardized prices, 
though constantly improving its rings in quality and 





workmanship. 


The Bristol Wedding Ring line offers a most varied 
selection of styles... astyle to suit every taste. The 
price range of Bristol Rings should be well consid- 
ered by dealers, as all rings are moderately priced, 
permitting greater profit possibilities. 


The Bristol selection is obtainable in both platinum 
and 18k white gold in all widths and weights. 


All Bristol Rings are supplied in 
extra sizes up to Size 12 without 


additional charge. 





A blossom 
wreath design, 
hand carved, 
chased and en- 
graved, that is 
a proven seller. 


The Channeled Wedding 
Ring ... the newest addition 
to the “Contentment Line.” 
It is a diamond-paved ring, 
that bespeaks refinement and 
style. 


SOLD THRU 


WHOLESALERS 


ONLY 





Order a Selection on Memo. 


BRISTOL SEAMLESS 
RING CO. 


Main Office and Factory 
123 LIBERTY STREET, NEW YORK 











REPRESENTATIVES 
New York Representative: 
A. H. Disbrow 
9-11 Maiden Lane 
New York City 
Mid-West Representative: 
Herman R. Holzner 
31 N. State St. 
Chicago, Il. 





Traveling Representative: 
Eastern States 
S. C. Steinmann 

Pacific Coast Representative: 
Alfred H. Bullion Co., Inc. 
717 Market St. 
San Francisco, Calif. 


ge ee et ee ee ee ee ee ee ee ee ee ee ee ee 
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“The House of Hand Carved Wedding Rings”’ 
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These © Fatterns in Alvin 


LONG-LIFE PLATE 
will be 


Holiday Profit Makers for You 


1 i 


































NA GEORGE WASHINGTON LUXOR CLASSIC 


Stock Flatware for Practical Gifts, 
Complete Sets and Fill-ins 


IFT shoppers looking for things exquisitely beautiful and in 
good taste, but not too expensive, will find just what they 
want in Alvin Long-Life Plate. 

The 5 Alvin designs illustrated are Long-Life Plate. Alvin puts 
in that extra heavy layer of sterling silver that gives longer wear 
with lasting beauty. 

All of these patterns will be in demand during the holiday 
season—Dawn, the new modern pattern with its simple, beauti- 
ful lines—graceful, decorative Louisiana—dignified Luxor 
yeti charming Classic, inspired by the Ancients—the aristocratic 
George Washington. 
ite ve a a an asinine = To help you meet the holiday rush demands of customers com 

| ing for full sets and fillins, we have stocked especially large 
services or fill-ins—we have quantities in quantities of all these patterns. Send your orders to us in time so 
tock to fill all your orders that you, in turn, will be able to fill rush demands. 


ALVIN Long-Life Plate 


THE ALVIN CORP., PROVIDENCE, R. I. 


dgecorations from plain to ornate. Neu 
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Sell them a UR DiamondMounted | 
Wedding Ring.and you willbethe | 
chosen jeweler in the years to 


oO) a alone ME RRO 


UNTERMEYER,ROBBI NSECO. | 
20 West 47th St..NY. 
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EXCELLINK 


Expanding Center 


maven ATTACHMENT 


JEWEL ERS’ 
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ERE’S a new LINK 
Watch Attachment that 
FITS. Its ingenious ex- 

panding center prevents both 
binding and looseness. The 
wearer fastens EXCELLINK 
without going into’ contor- 
tions. One end is permanent- 
ly fastened to the watch, with 
the attachment gently wrap- 
ping the wrist, hooking and 














locking securely. 


EXCELLINK is startlingly dif- 
ferent in appearance and 
operation—is supremely com- 
fortable, and is beautifully 
made. Any man who has 
ever worn a Watch Attach- 
A n —— = J creation ment will immediately recog- 

nize the superiority of EX- 

TRADE MARK CELLINK. 





















Patent Pending 








This Masculine attachment offers jewelers a money making oppor- 
tunity. EXCELLINK retails for 
.00 in Chromium Plate. 


25 in Sterling Silver. 
75 in 1/10—14K Gold Filled. 


Other “XL” Crea- (less Keystone disc.) 

tions: The “‘Sweet- 

heart” Chain, Walde- Send in the coupon promptly. We will ship you immediately 
mars, Sautoirs, Neck ? . : 


direct, and bill through your wholesaler. 


EXCELEL 


. MFG. CO. * 


45 RICHMOND ST. PROVIDENCE, R. I. 


Chains in Gold, Ster- 


ling and Plate. 





EXCELL MFG. CO., 45 Richmond St.. Providence, R. I. 


COUPON Please Rush the following assortment of EXCELLINK Attachments: 

Y Bienen doz. Chromium........ doz.  Sterling........doz. Filled [) green C] white. * 

My wholesaler a res a i RI eR ke aE LS hi a as ee ea ees a re emi 
(Signed) 


oF {ddress BATE LCT T eT Le TT TE Ce TT ee Te 
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They are not merely platinum front — 
They are completely encased in platinum ! 


Top—Sides—Underneath—In-between—Everywhere. 
Our entire line of 14K Jewelry is made that way. 


Brooches Pendants 

Bracelets Necklaces 

Bar Pins Scarf Pins 
etc. 
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A CENTURY 
OF FINE 
JEWELRY 


» 








1835 1836 


Just another useful product made with the tradition 





Square Settings for the Curr 


craftsmanship to be in keeping with the finest jewelry with which they are used. 


They are made in different weights and styles. You will find them illustrated in a new booklet. 
May We Send You Catalog A-31? 
, 2 I 1g I 5 5 ; 2 CRT 
8 ] 7 ¢ f §; 4: 4 35 MA 
061 1562 1563 1564 1565 1566 1567 1568 1569 1570 1571 
THE AMERICAN PLATINUM WORKS N, J. R. R. Ave. at Oliver St., Newark, N. J. 


ent Trend of Ring Styles 


1841 1842 1843 


== 


1838 39 1840 


al critical standards of American Platinum tool 





























November 28, 1929 


THE JEWELERS’ CIRCULAR 








A. Ro. PATRICK 
JEWELER 


ELEVEN SIXTEEN TWELFTH STREET 
ALTOONA, PA. 







October 28, 1929 










H. O. Hurlburt & Sons; 
817 Chestnut Street, 
Philadelphia, Pa. 










Gentlemen: 


Won't you please hurry the Katz & Ogush Certified 
platinum mountings to retail at $150. to $300. 






We have been using these mountings almost ex- 
clusively the last year and have had very good success with 
them. We like the designs and workmanship particularly and 
ith at least a part of our in- 









believe we can credit them w 
creased mounting business. 






Yours truly, 
- OP a ae 


ARP3S Cd | G2ta aK 
L4--LK_ ZF i) 

















EELING quit 
F quite free to call upon our jobbers for even that extra margin 


of service... ici ivi i 
unsolicited, giving Certified Platinum its share of credit for 


the increased ick j 
profits... A. R. Patrick is another jeweler who has learned that 


Kat 
atz and Ogush means service and satisfied customers 


This good wi 
o¢ , will means much to Katz and Ogush — it is a voluntary trib 
the principles of craftsmanship nln 





service and qualit ; ; 
Platinum has built its success. quality upon which Certified 


KATZ & OGUSH, INc. 


33 WEST 60th STREET . . NEW YORK 


55 E. WASHINGTON STREET . CHICAGO 
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ILLINOIS 
HOWARD 
WALTHAM 
SUNRITE 
CYMA 
WATCHES 


DIAMONDS 
JEWELERY 
NOVELTIES 


“SAMUEL WEINHAUS Co. 





WHOLESALE JEWELERS 
4] SEND FOR OUR CATALOG [> 


720-722 PENN AVENUE 
PITTSBURGH, PA. 





ROGERS 1847 
COMMUNITY 
UNIVERSAL 
PRODUCTS 
DU PONT 
LUCITE & PYRALIN 
INGERSOLL 
WESTCLOX 
NEW HAVEN 
SESSIONS 




















Watches 
HAMILTON 
ILLINOIS 
HOWARD 


Courtesy 





Penn Ave. and Eighth St. 


Why Not Buy From 


OPTICAL GOODS 
MATERIAL and SUPPLIES 


Reliability 


wot HEEREN BROS. €CO.? 1 


Clocks 
WESTCLOX 
SESSIONS 
WATERBURY 


A MANUFACTURING DEPARTMENT SERVICE 


Quality 


Pittsburgh, Penna. 











The BUYERS’ DIRECTORY 


Price $1.00 


JEWELERS’ CIRCULAR 


















818 Liberty Ave. (2nd Floor) 


ESTABLISHED 1888 


WHOLESALE JEWELERS 


DIAMONDS 


ASSORTMENT AND VALUES 





PITTSBURGH, PA. 


GRAFNER BROS. 
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DUE TO AN INCREASE 




















PRICES OF 4 PRECISION SOLDERS FOR 








PLATINUM BEEN RE DUCED 











GREATLY... 

















ICAL: LOWEST COST- HIGHEST SAVINGS \ | A\ 
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FOR PLATINUM 






A PRODUCT OF 


SIGMUND COHN 


44 Gold St. — New York 


It's 

the 

smooth 

flow 

that 
an ; 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 





in Jewelry of Highest Crade 





——— 





Necklace Clasps and Novelty Jewelry 


MODERN NOVELTY CoO., INC. 
126 South St., Newark, N. J. 


for manufacturers. 


Bead Necklaces, also loose beads 
Various styles and 


Burstow, Kolimar & CO. 


18 Columbia Street 











Stern MG ©) 
o'haeen “2 fg Co, 
a aie a 


RINGS 
And Pendants to Match 


Chrough wholesalers only 
401-7 MULBERRY sTaeet J 











BARRASSO & BLASI 


THE HOUSE OF CAMEOS 


Lady's Stone Rings — Diamond Mountings. 
rrings 


Pendants — Ea 
CAMBO BROOOHES 
Sold through the jobbers only. 


81-38 Governor St., Newark, N. Jd. 








New Jersey Jewelry Mfg. Co., Ine. 


60 Columbia Street 


Manufacturers eof Waldemars, fine geld and platinum 
chains, ewivels and spring rings in geld and platinum. 
Variows kinds ef Fancy Links—Plain or Enameled. 


Phone Mitchell 2569 


HENRY RUFEISEN-IN¢ 


MANUFACTURERS OF 
UALITY 


RINGS OFAAOL 


126-128 South Street 
Ohicago Office, 81 N. State St. 








RIN GS—a specistty with 


Louis Bleiberg 
336 Mulberry Street 


All Sterling and Fine Siivers 


Sterling Fireless Sliver 
Reduces polishing to a minimum and obtains 


lasting brilliance. 
JOHN J. JACKSON 4 CO. 


Relling fer the Trade 








What Ie the 
Jabel Ring Mig. Co. 


putting out now? That is the question 
the ring trade is asking. 401 Mulberry 8t. 


82 Warren &t. 


SEND FOR SAMPLES 


WASHABLE 

T INKLESS 
ALL COLORS 

ARCH CROWN MFG. CO. 


Newark, N. J. 


Originators and Patentees 








WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Tel. Market 7448 91 Oliver Street 


VY, to 2 carat 18K Engagement Ring 
mountings ornamented with small 


diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth 8t. 


Newark, N. J. 





Gold and Platinum Solders— 
“Clinton Alloys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


81-983 East Kinney St. Newark, N. J. 


the HELEN MFG. “_ 


475 WASHINGTON ST, Gs 


Gs & MOUN UNTIN 











Wefferling, Berry, Wallraff Co., Inc. 


Makers of 
FINE EMBLEMATIC JEWELRY 


Eight Rose Street 


. Mitchell 1453 








M. ALEXANDER 


Manufacturer of 


GOLD RINGS 


60 Columbia 8t. 





7 you SELL to schools, eolleges and 
raternities BUY from 


CRESCENT RING CO., Ime. 


355 Mulberry Street 


on of RINGS and PINS 


For Fraternal and Scholastie 
MBLEM HOUSES 


We Specialize in STONE RINGS 


Black Onyx Blue Onyx Rubies 
Sardonyx Green Onyx Amethysts 


“2 RINGS 252 








BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request. 





ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2406 





THE GENERAL ALLOY CO., Inc 


Correct ! White, Green, 
Alloys & Solderse Yellow and Red 


WEDDING RINGS 





Cc. B. W., ING. 


10, 14 and 18K Rings—Jobbere Only 


891 Mulberry Street Tel. Market 8320 
New York Office, 98 Nassau &t. 





L. FRITZSCHE & CO., Inc. 


Manufacturers of 
Platinum and 14Kt. Gold Jeweiry aad 
Flexible Bracelets 
480 Washington Street 





Jewelers’ Settings and Soidera 
Refiners and Smelters 


BAKER & CO., INC. 


Murray and Austin Sta. 
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||| ALMosT A CENTURY OF EXPERIENCE— _ || 


is in back of every Ketcham & Automatic Eyeglass Holders 
McDougall product. Founded illustrated herewith—are no 
in 1832—when we supplied exceptions to our century old 
the trade of the day with standards. Each is a modern 
thimbles—we have always kept design, attractive, novel and 
abreast of the trends and _ ppractical. Perfectly finished in 
styles. And we have 14K White Rolled Gold 
always featured qual- and guaranteed against 
ity, workmanship and defects—these Moderne 
value. Automatic Eyeglass 
Holders are salable, 
profitable merchandise. 


The f our Moderne 





Write for Our Illustrated Price Lists. 


KETCHAM & McDOUGALL, INC. 


15 Maiden Lane Established 1832 New York 





























Genuine | | 
ANTIQUE JEWELRY || 
In Silver and Gold i 

Nothing suits the present vogue of temi- fff 


ninity better than antique jewelry set 
with real stones. 














ur assortment of Necklaces, Lockets | I 
: ° ) 1 77 " 
, and Chains, Bangle Bracelets, Flexibl IH 
Els 1 ) : 1 i |} 
Fi} Bracelets and Costume Pieces is priced HI 
ret As . “7,7. S45 1 oycy it | 
rads ia trom 99.00 up in silver, and $1o.UU up HH 
Ay i in gold i | 
fy in| 
Race 





~ ~s 


| SORT «LEO ELWYN & Co, Iwo. || 
ae en ee 23 West 55th St., New York City I | 


















































*e HOUSE OF JADES’ * 


MORTIMER B. KLING Covastinn,. teatin 


Amethyst, Coral 





Costume Jewelry 


all cua 65 Nassau St., New York 


THE LARGEST CHINESE 


=% JADE NECKLACE § 














w 


ce LINE IN AMERICA 


Carved, Uniform and Graduated 


























THE JEWELERS’ CIRCULAR November 28, 1929 

















ESTABLISHED 1870 


WOU yen 
lanai 


Vy a 
SG=22¢ 
‘ (awey) 
= 2, — 


by \Y 
Zap nina 


S JOHN W. BLOCK 


J 
Yy Manufacturing Jeweler 
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Fancy Cut Diamond Jewelry 
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=f “New Rueckert Cases 
Always Make a Good 


Impression” 
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4%» 400 DAY CLOCKS 


+ 


Just look over the sample equipment of the 
TOP-LINERS—Youw’ll frequently find the 
stamp of RUECKERT MANUFACTURING 
COMPANY 








No. 365A 1714” high, gold 
plated case, guaranteed not 
o tarnish, movement solid 
plate, cut steel pinions easily 
regulated. $14.75 net. 


No. 365 111%,” high, solid 


brass polished ase, 4-incl 
silver metal dial. $11.25 net 
No. 365¢ 1114” high, same 
is ‘ f but with dia 





posts and pendulum it 
enamel! color painting either 


No. 2370 Ring Case 


in Red—Violet—Blue—Green 
$12.50 net. 

This ring case is lined 
Same quality movement fitted with velvet and leather 
in all our 400 day clocks. hich gives it the prope! 
Order at once to. secur t nd durability. 


prompt delivery 





Write at Once for Descriptive Literature 


SOKOL, MONTAG & CO. 


Importers and Manufacturers 
245 Fifth Ave., New York 
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RUECKERT 


MANUFACTURING CO. 
a 162 Clifford St. Providence, R. I. 
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JEWELERS 27 DAYS TILL CHRISTMAS 
WHITH YOUR BUSY SEASON GOING STRONG 


JUST WHAT YOU NEED We Solicit Your Orders 
RDERS FILLED PROMPTLY ae 
| HAVE LARGE STOCKS ON HAND a. W. JOHNSON 
Ni YT EVERY ITEM THAT’S MADE, BUT ILVERWARE 


INCE 1869 
14. Maiden Lane 1 W. 47th St. 


NEW YORK 


SILVERWARE IS OUR SPECIALTY 
ORDER NOW 
No NEED TO WAIT 
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Smart -=.~ Accurate=.~ Modern 


HREE words that appropriately describe these new creations in 
Diamond Wrist Watches by the makers of the internationally 
recognized ZENITH, ‘““The World’s Most Accurate Timepiece.” 


Extensive assortment of diamond cord and ribbon watches on hand ] 
| 7 . 7 . . 

| in all platinum and platinum and gold combinations—produced 
| and styled in the usual ZENITH manner. fl 
| 

| 

| 

| 
































THE ZENITH WATCH COMPANY 


Incor porated 


| 64 West 48th Street, New York, N. Y. 











COLOR - STYLE - QUALITY - POPULAR PRICES 


—a combination that is bringing business to the many stores 
featuring our leaders. Genuine Rose Quartz, Carnelian, 
Chalcedony, Lapis, Topaz, Crystal, Chrysoprase, etc., mounted 
in sterling silver or 14K gold. 


Earrings and bracelets to match. 


LEWY & CO., 321 Fifth Avenue, NEW YORK 


Specialists in { Costume Jewelry Made of Precious Stones at Popular Prices 























BOURDIER - GUIOT - LOVEGROVE 


45 RUE DE CHATEAUDUN 
Phone: Trinite 33.66 


we. 


Purchasing Agents for the 

Jewelry Trade have opened 

their centrally located office in 
Paris. 

Five Large Offices Perfect Light 


American Buyers will be made most 


PEARLS - DIAMONDS welcome 
COLORED STONES 












“Strict commission business done only” 
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NEW YORK ... World Market Place 





... Serving the discriminating, and also the millions . . 


Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
. . . Fashion Center and Focal Point of awhole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, CuHristie & Co 5 Nassau St 


“‘Orienta”’’ Pearls 


BADGES, EMBLEMS, MEDALS 


Dieces & Crust, 15 John St., Medals, Cups, 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CuristTiAn Becker, Inc, 92 Reade St. 
Balances (Diamond and Gold) 


CLOCKS 


NorMAn M. Morris 542 Fifth Ave 
Importer, Boudoir, Traveling Clocks, Watches 


Poote CxLock Div.—Morse Prop., In« 233 
Spring St. America’s Most Accurate Timepiece 
Henry Socuarp, 3 Maiden Lane Importers 
Fine Desk, Boudoir, Traveling Clocks 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co 542 Fifth Ave 
Decorated Crystal and Silver Mounted Crystal 

CHINAWARE 

Mappock & MILLER, IN 1-43 W. 231 St 
“Royal Worcester Cl 


DIAMOND IMPORTERS AND 
CUTTERS 


BauMGoLp Bros., IN West 47th St 
Diamond Cutters 

BiIRNBAUM PRESSEL ( I 2 W. 47th St 
LD Cutters 

Cuas. P. Go_tpsmitH & ¢ 20 W. 36th St. 
I e ( is, Mf Plat D " 

Jr Gem ( I W. 4 S Lay 
iries & | D nds & > 

~ k & { 4 W _ 
) ] Mf I iW. G g 

y. R. W &§$ Maiden Lane 

tte W s 


DIAMOND JEWELRY 


Vv. D ER Co., In W. 45th St 
Plat., I = and J ‘ 
Morse Bi West 48 S 

ia ) D Je eir 








FOUNTAIN PENS AND PENCILS 


Prn-O-Graruic Pen Co. 152 W. 42nd St. 
Mfrs. Combination Pens and Pencils 


NOVELTIES 

Victor E. Leperer 123-125 West 33rd St. 

Adv. Souvenirs for Store Openings, Anivs., etc. 

Max SINGER 9 Maiden Lane 
Specials in Jewelry Jobs and Novelties 


PEARLS 


Papazian Bros., Direct Importers, 2 W. 46 St. 
Undrilled & Seed Pearls, Zircon, Jade, Coral. 


PLATINUM CHAINS AND MESH 
Corsetr & Bertro.oneg, Inc. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 

R. J. BLuMENTHAL 65 Nassau St., 
Jade for Manufacturers 

R. A. BreIDENBACH 48 W. 48th St. 
Diamonds, Precious and Imitation Stones 

Max DurArrourc, Lp. 580 Sth Ave 
Synthetic Calibre, Ring Stone, Importers 


Jures Franxtuin, INc. 452 Sth Ave 
Pearls and Precious Stones 
ALFRED La Frantz & Co 41 Forsyth St 


Jobbing Colored Stones, Cutting, Encrusting 
Max Natuan Co. Estab. 1886. 68 Nassau St 
Pearls, Precious, Imitation Stones. Mail orders. 
Max Stern & Co. 17-23 John St 
Importers of Ringstones of Every Color 
Supreme Stone Imp’r Co. 37 Forsyth St 
Encrusting, Jobbing Stones, Mail Orders Filled 
J. L. Warner Co., Inc. 36 W. 47th St 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 


ArAx Jury. Mrc. Co., Inc. 74 W. 46th St 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic Art Jewerry Co., Inc 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
Boyayran’s Sons Co., Inc. 64 W. 48th St 
Seed Pearls and Art Jewelry Manufacturers 
IA TE ELRY C 75th A Fast Indian, A 
e, Enameled, Gold, Silver, Real Stone J’l’y 
JTacogss & Lene 


vv, 83 Canal St Mar f t ers 
Oriental Cx ; 


KERPEN BROTHERS 353 Fifth Ave 

r Beads & Amber Jewelry 

Mortimer B. KiInc “The House of Jades” 
Necklaces, Costume Jewelry. 65 Nassau St 


REAL STONE GIFTWARE 


Avucust Dincetprin & Son 551 Sth Ave 
Real Stone Ash Trays, Special Order Work 


Genuine Ambe 





PRECIOUS METALS 
Baxer & Co., Inc. 30 Church St 
Jewelers’ Settings and Solders 


JoHNnson, Mattuey & Co., Inc. 233 B’way 
Platinum and Other Precious Metals 


REPAIRS FOR THE TRADE 


SaMuEL BERNARD 22 West 48th St. 
Repairers: Watches, Clocks; Timeology 


S. HELLER & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 


Kino & Co., 40 John St. 
Repairers, Silversmiths, Jewelers 


I. RosENBAUM 36 West 47th St. 
Fine Jewelry Repairing—Special Order Work 


93 Nassau St. 
Repairers; Watches, Dials, Supply Material. 


Factory P. T1rEcHE 


RINGS, RING MOUNTINGS 


DaTTerBpauM & FRIEDMAN 1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 


SEED PEARL JEWELRY 

EASTERN Peart Co. 64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Also Repairs 

SILVERWARE 

Dersy Sitver Co.s 10 Maiden Lane, Werld Re- 
nowned Hollow, Toiletware, Novelties, Pewter 

WATCHES—AMERICAN 


15 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


AtpHEeus L. Brown 


WATCHES—IMPORTED 
Cortesert Watcnu Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 


Lussac Watcn Co. 12 Joba St. 
Importers of Swiss Watches of all prices 
A. SHaprro & Son 48 W. 48th St. 


Specializing in Men’s Platinum Watches 


I. TANNENBAUM Co. 121-123 Canal St. 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 

Kriecer & DrRaAnorFr, 10 W. 47th St. 
Direct Agents for Bulova Watch Material. 

Picxorr Bros., 56 Christie St. Am. & Swiss 
Materials, K.K., G.S. & Standard Crystals. 
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DIAMOND 
JEWELRY 


Precious stones faid in settings of appropriate 
loveliness—our diamond jewelry is consist- 
ently an exquisitely rendered interpretation of 


the supremely and distinctively smart. 


For stores with a quality clientele. 


GOLDSMITH, STERN & CO. 


ESTABLISHED 1868 
136 West 52nd St., New York City 
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NO. 883M, PIECES OF 8 [TRADE MARK REGISTERED] IN RED-AND-SILVER UTILITY TRAY .. . LEGACY PATTERN 
ILLUSTRATED, 34 PIECES, KNIVES WITH MIRROR FINISH STAINLRSS BLADES, $47.15 |RETAIL PRICE) 


it’s on page 330 of EDWARD BOK’S book 


EDWARD BOK, for many years editor of the Ladies’ Home Journal, obviously held a ringside 
seat at the spectacle of the American woman at her shopping. Once he inaugurated an editorial 
campaign to break the Paris domination in matters of style. All this he tells in his well-known 
book, “The Americanization of Edward Bok.” And the results he tells in a few crisp phrases... 
“The Paris germ was deep-rooted in the feminine mind of America.” And . . .““There was no dis- 


guising the fact that the case was hopeless and Bok recognized it and accepted the inevitable” 


Inevitable ... there you have it. And let’s face it, Paris does mean the acme of style to the 
women of America... your market—and ours. If the Paris idea enchants them, if the Paris 
flair sells silverware, why not give it to them? We have. We travelled straight to Paris and 
had two new chests and two new trays designed there by one of the greatest of Parisian 
designers. Red-and-silver and silver-and-gold are their colors ...a brilliant, modern, eye- 
catching background for the ever-lovely 1847 ROGERS BROs. Silverplate. Picture them spar- 
kling in the light of your own showeases and windows! Write for booklet JH to Dept. E, 
International Silver Company, Meriden, Connecticut. Salesrooms: New York, Chicago, San 


Francisco . . . Canada: International Silver Company of Canada, Ltd., Hamilton, Ontario. 


1847 ROGERS BROS. 


Lv = ek FLAT Oe 
INTERNATIONAL SILVER CO. |—<? 
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Ttalys Little [ewelry Shops 


A Tour of Quaint Old World Places 
By Louise 


HE shops of the Old World hold an irresistible 

allure for the traveler from foreign parts, whether 

he belongs to the hurry-up type, here today and 
gone tomorrow, or to the enviable class that leisurely 
wends its way from place to place and is under no necessity 
to take note of passing time. 

Throughout Europe the small shop is the thing. It is 
traditional with the people, economical for the proprietor 
and best suited for the exploitation of stock that varies 
little from season to season and whose turnover depends 
very largely on the generous attention of the stranger 
within the gate. 

There is nothing very original, nothing spectacular, 
nothing that at first would seem particularly worthwhile 
in the effort to attract transient trade. Nothing, that is, 
from the American point of view, accustomed to news- 
paper, trade paper and magazine advertising media. As 
a matter of fact, one may trace trade solicitation, as prac- 
ticed in southern Europe today, to Oriental sources, where 
the merchant stands at his door and invites the passer-by 
(or, more properly speaking, the window gazer) to enter 
and inspect the wares without obligation to buy. And 
there is nothing offensive about this, though seldom the 
“guest” leaves the store with- 
out making a purchase, so 
intriguing is the salesman, 


That Hold the Lure of By-Gone Years 


M. Kellers 


the custom of the place and is taken for granted. 

In America such an archaic and naive method of contact 
between seller and buyer would be looked upon with sus- 
picion if not relegated altogether to mysterious foreign 
quarters of metropolitan centers. The reputable merchant 
would never condescend to be a “puller-in;” not under any 
circumstances. But it is part of the exotic charm of buy- 
ing unusual articles—such, perhaps, as are not to be found 
at home; or finding such unusual shops. 


CJ~ HE personal contact thus casually established between 
merchant and customer is supplemented often by 
publicity literature in the guise of cards, folders and, less 
often, booklets, setting forth more or less artistically and 
succinctly, the kind and variety of wares for sale. Such 
literature is handed to the customer or enclosed with his 
purchase, or is left at his hotel, or scattered about the 
tables of the writing-rooms of the greater travel agencies 
where daily several hundreds of Americans pass in and out. 
To make such publicity of practical moment, maps of 
the locality wherein the shop is located, with red-line 
routes of trams and busses leading thereto, and adjacent 
points of interest are printed on the reverse side of cards 


and folders. This idea 
flourishes particularly in 
Florence, perhaps because 


Florence is so particularly a 





and so attractive the stock. 
This is, of course, the most 
primitive method, substitut- 


CRs, SO give 


city of small shops and, also, 
the residence of many Ameri- 


ing small shop for Eastern cans; but it does not lack 
bazaar and a clean, well- expression in Venice, Rome, 
dressed, mannerly proprietor Naples and other Italian 
for the picturesque soil of the cities. 

And there is still another 


Oriental vender. Should one 
stop to admire jewelry, silver- 
ware, lamps, objects of art, 
the alert shopkeeper emerges 
from the darkened depths (or 
the brighter light) of his 
store and with a cheerful 
“good-day” fairly sweeps one 
with a gracious, hospitable 
gesture into his place of busi- 
ness. It all seems part of 


Nattan 


Photo by R. F. 


Grand Canal in Venice, 





which 
tourists, who are charmed by its Old World witchery 


way of gaining the attention 
and patronage of the shopper 
—and through him that of his 
itinerant countryman—the 10 
per cent reduction from the 
“fixed price.”” Formerly one 
was cautioned to beware of 
the dealer and never to pay 
the first price named. Now 


is always visited by : Ba : 
this condition has been modi- 











Fleur de lis and “marzocco,”’ 

emblematic of the ancient 

City of Flowers, adapted to 
latter-day jewelry 


clean, some of them, but 
decidedly alluring and 
catering, in many in- 
stances, quite frankly to 
the souvenir shopper. 


5K) USINESS is done on 
the most leisurely basis, 
window shopping being the 
prelude to all transactions, 
apparently; the merchant 
accepting the inevitable as 
a compliment to his win- 
dow displays. Throngs 
come and go across the 
narrow bridge. Pedes- 
trians are pushed hither 
and thither, some involun- 
tarily into the middle of 
the narrow road, others 
voluntarily into the shops 
to buy to one’s heart’s con- 
tent or the purse’s limit. 
Above the narrow door- 
way of a characteristic 
Ponte Vecchio shop ap- 
pears an _ inconspicuous 
sign; “H. Mughini al Ben- 
venuto Cellini.” A name to 
conjure with! On enter- 
ing the tiny place one is 
apt to be a little shocked 
at the old—rather than the 
ancient—appearance of the 
interior. Crumbling 
plaster, stained wallpaper; 
a meager counter and show 
case, with shelves on the 
opposite wall holding 
objects of sale — mosaic 
pins, bracelets of gold and 
of silver, earrings of the 
pendant type, mostly—in 


fact the usual assortment. 


fed if not altogether 
changed; and there is the 
“fixed price” actually marked 
on the little ticket found 
somewhere attached to the 
object under consideration, 
but subject to the discount 
if the quality and quantity 
of the purchase seems, in the 
judgment of the dealer, to 
warrant such reduction. 


N atmosphere of the 
historic and the ro- 
mantic clings to the jewelry 
shops of the Ponte Vecchio 

-that long, long ago were 
said to be butcher shops. 
Now they are all glitter and 
beauty and are known the 
wide world over. Mere holes 
in the wall they are even if 
they do claim an altitude of 
two brief stories, and a rear 
room just large enough to 


‘e 


accommodate a little table 
and a chair. Not overly 


undoubtedly picturesque and 


Many jewelry stores line the spacious corridors of the 
nificent arcade in the Galleria Umberto in Naples 
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The proprietor may be 
observed, seated in the rear 
room reading a newspaper. 
A young girl, gracious in 
manner, alert and eager, 
steps forward and expresses 
the wish to serve the new- 
comer. The latter buys 
silver bracelets (very likely) 
set, perhaps, with lapis- 
lazuli, cornelian or jade, a 
lorgnette chain of curious 
design; and then, being no 
longer able to repress the 
question inquires about the 
doorsign. 

“Yes, surely, it was right 
here that he worked.” And 
the signora points proudly 
to a framed placard on 
which is engraved, ‘In this 
very shop worked B. Cellini, 
the most celebrated artist in 
jewelry in all Florence.” 


That was in the sixteenth 
century, she reminds her 
customer, and the present 
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The emblem of the Republic 

of Florence, used as a jewelry 

motif by the modern Floren- 
tine designers 


successor to the business, if not to the name and fame, of 


mag- 





the versatile Cellini, has 
been established since 1866. 
There is a gilded bust of 
the illustrious goldsmith 
glaced on a bracket back of 
the counter and informa- 
tion is vouchsafed that the 
actual workshop of B. 
Cellini was “upstairs’”— 
apparently a mysterious 
place barred to outsiders. 
Just a few feet from this 
romantic and historic spot, 
where a break in the line 
of shops permits a fine view 
of the Arno and the hills 
beyond, there is a fine bust 
of the great artist, by 
Romanelli. 


Mage one would 
» think, should make a 
good point of contact be- 
tween shop and customer— 
in other words a worthy 
publicity link between a 
great name in the annals 
if the gold and silversmiths 
trade and the moderns who 
pour money into the pres- 
ent-day shops of his city. 
And if one stops to 
admire, and inevitably 
possess, chains, rings, 
bracelets and other objects 
of personal adornment, he 
does become aware of the 
influence still exercised by 
this potent figure of more 
than 350 years ago. 

For nearly every piece 
of jewelry incorporates as 

(Continued on page 43) 
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ow The Sherman Law 


A fhects American Busiess 


By Felix H. Levy* 


Note.—In the prior article of this series, the condition of 
Profitless Prosperity, widely existing in practically every 
competitive industry in this country, was pointed out. The 
statement was made that this condition is largely due to the 
Sherman Law, which forbids competitors from making agree- 
ments among themselves for the proper regulation of exces- 
sive production and ruinous price competition. It was also 
pointed out that the Sherman Law was originally intended 
for the purpose of breaking up the great trusts which then 
existed, and that the debates in Congress contained not a 
word to the effect that in ordinary business transactions 
sensible agreements of cooperation should be forbidden; but 
that nevertheless the courts had gradually extended the opera- 
tions of the Sherman Law so as to forbid the making of such 
agreements. 

In the prior article also one phase of excessive competi- 
tion growing out of this situation was discussed, namely, the 
fact that the Sherman Law forbids members of an industry 
to make concerted efforts to confine distribution to the time 
honored course of manufacturer to wholesaler to retailer to 
consumer. It was pointed out that because of this prohibi- 
tion, distributors throughout this country are confronted with 
serious competition which precludes the earning by them of 
adequate profits. 

In this article, price-cutting of trade-marked or nationally 
advertised merchandise will be discussed as constituting an- 
other phase of excessive and uneconomic competition likewise 
resulting in serious business disturbance. 

The above is the second of a series of articles on this sub- 
ject prepared by Mr. Levy for the Official Bulletin of the 
American Supply & Machinery Manufacturers Association, 
and is republished here by permission.—THE EDITOR. 


RIOR to 1911, it was legally permissible, and it 

was a common practice, for manufacturers to re- 

quire agreements from their customers that the 
latter would maintain the established resale prices of 
the manufacturers’ products. In that year the Supreme 
Court decided that the Sherman Law forbids such prac- 
tice and placed its decision upon:the ground that a con- 
tract by which a producer binds a wholesaler or a re- 
tailer to maintain the established selling price of his 
trade-marked product is unlawful, because it prevents 
competition among such wholesalers or such retailers, 
and thereby restrains trade. As a matter of fact, expe- 
rience has shown that this decision has brought about 
the very result which was its declared purpose to avoid, 
for the result of thus permitting price-cutting has 
been to enable chain stores, department mail- 
order houses and other like agencies, by resorting to the 
price-cutting of standard articles, to drive many inde- 
pendent merchants out of existence and to gain an ever 
increasing control upon the retail business of this coun- 
try, with its inevitably bad consequences upon the whole- 
sale business of this country. 


stores, 


The injury resulting from price-cutting is two-fold, 
that is, both to the manufacturer and to the independent 
dealer. As a result of price-cutting, a manufacturer 
who has devoted his lifetime and has expended large 
sums of money in creating and advertising his trade- 
mark and has thereby created a valuable, and perhaps 


General 


As- 
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Manufacturers 


the Attorney General 
Machinery 


Assistant to 


Special 
Supply & 


American 


*Former 
Counsel to the 


sociation, 
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the most valuable, as- 
set of his business, 
must stand helplessly 
and idly by, while cer- 
tain of his customers 
cut the price of his 
product and thereby 
grievously impair and often destroy the further value of 
such trade-mark. For, obviously, if some or many of 
such customers cut the price below that which will yield 
a living profit, other dealers who are not willing or able 
to sell without a profit will cease to handle the article. 

Leading authorities in this country have strongly de- 
nounced price-cutting. Mr. Justice Oliver Wendell 
Holmes, one of the most distinguished jurists of this 
country, said: 





Felix H. Levy 


“T cannot believe that in the long run the public will 
profit by this course, permitting knaves to cut reason- 
able prices for mere ulterior purposes of their own, and 
thus to impair, if not destroy, the production and the 
sale of articles which it is assumed to be desirable that 
people should be able to get.” 


Similarly, Mr. Justice Brandeis, another distinguished 
jurist, said: 


“When a trade-marked article is advertised to be sold 
at less than the standard price, it is generally done to 
attract business to the particular store by the offer of 
an obviously extraordinary bargain. It is a bait— 
called by the dealers a leader; but the cut-price article 
would more appropriately be termed a mis-leader, be- 
cause ordinarily the very purpose of the cut price is to 
create a false impression.” 

Still longer ago, namely, in 1896, President Grover 
Cleveland, in his annual message to Congress, pointed 
out the danger to the public welfare which even then ex- 
isted, in the tendency to crush out individual competition 
which he stated was then arising due to the efforts of 
large business aggregations to gain control of many in- 
dustries. His language is directly applicable to many 
of the results which have since followed from the prac- 
tice of -price-cutting in enabling chain stores, mail-order 
houses and other like agencies, to gain substantial con- 
trol of distribution in many industries with the conse- 
quence that many independent dealers are thereby driven 
out of existence or cast into a state of profitless pros- 
perity. President Cleveland said: 

“It must be remembered that a reduction of prices is 
not one of the real objects of these organizations, nor is 
their tendency necessarily in that direction. If it occurs 
in a particular case it is only because it accords with 
the purposes or interests of those managing the scheme. 

Hise Their tendency is to crush out individual in- 
telligence and to hinder or prevent the full use of human 
faculties and the full development of human character. 
Through them the farmer, the artisan and the small 
trader is in danger of dislodgement from the proud 
position of being his own master, watchful of all that 
touches his country’s prosperity in which he has an 
individual lot, and interested in all that affects the 
advantages of business of which he is a factor, to be 

(Continued on page 90) 
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The Recognized Authority of the Trade 
Buyers Again Crowd Fifth Avenue 

éé UYERS Again Crowd Fifth Avenue.” This 


is the message that is being flashed from the 

Atlantic to the Pacific as encouraging news 
to retailers throughout the country. For buying 
started on Fifth Avenue last week and the crowds 
continued to increase from day to day until the big 
and fine shops on New York’s “Rue de la Paix” again 
assumed their regular holiday appearance. The news 
is not interesting from the standpoint of the buying 
that was done. That interests only the Fifth Avenue 
shopkeeper, particularly the jeweler, for it was in 
the jewelry stores that the most remarkable change 
occurred. But it does interest the people of the coun- 
try as a sign, a symbol—a manifestation that the 
psychological panic which followed the crash in the 
stock market is disappearing from the minds of the 
ordinary buyer, and what is happening on Fifth 
Avenue in New York will happen on the main 
streets of the principal towns and villages of the 
country. 

It is because the cessation of buying on Fifth 
Avenue was apparent the moment the first break in 
the stock market appeared, that the resumption of 
buying in that thoroughfare means so much to indus- 
try at large. It shows that the sudden stoppage of 


purchases which was the subject of comment of the 
newspapers throughout the country, was but tem- 
porary; a condition resulting from a surprised pub- 
lic trying to get 


its breath again before deter- 
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mining what to do. The surprise is over, the public 
has realized what it all means and has resumed the 
ordinary tenor of its ways. The thoughts of the stock 
market are being replaced by those of Santa Claus 
and the demand for the gifts for the Christmas sea- 
son now being bought for every household in the land. 

Yes, “Buyers Again Crowd Fifth Avenue” and all 
other main shopping thoroughfares throughout the 
land. Where this is not already apparent, it will be 
as the influence of the confidence of the people be- 
comes manifest more and more every day. The 
change that came to New York last week will be ap- 
parent in every section before the Thanksgiving din- 
ners are digested. Christmas is here. The Christ- 
mas spirit is in the air and it is now up to the enter- 
prising jeweler to make the most of it. 





This Is the Time to Be Careful 


HIS is the time to be careful. This is the time 

when the sneak thief, the ‘“pennyweighter,” the 

check swindler and other crooks expect to reap 
their harvest in the jewelry trade. It is the time 
when the cleverest criminals in the business feel 
they can operate most successfully and will use every 
effort to separate the jeweler from his merchandise. 
The crook well knows that when the jeweler and his 
clerks have few customers to wait upon, his chances 
of succeeding are small. He waits until the time of 
the crowded store; the time when the salesmen are so 
busy that they are apt “to take a chance” with a cus- 
tomer who does not excite suspicion. The crowded 
season now coming on us affords the opportunity that 
the swindler has been waiting for throughout the 
year. 

The older jewelers know all this. Some of the 
younger merchants and salesmen do not and, there- 
fore, it behooves every jeweler to warn his clerks that 
the that he can least afford to take a 
chance and to particularly remember that the most 
dangerous criminals, men or women, who will come 
to the store, will be those who, in their dress, manner 
and general appearance, have all the indicia of wealth 
and refinement and will give him no cause to suspect 
their ulterior purpose. 

The motto in every store should be “Eternal Vigi- 
lance.”’ It is the only price of safety. 


this is time 





Last Trace of “Jewelers League’ Disappears 


AD news has come to the old members of the 

Jewelers League for the last trace of that or- 

ganization will disappear at midnight, Dec. 3, 
when, according to an order signed by the Supreme 
Court, the Golden Seal Assurance Society (into which 
the League was finally merged), will cease to exist. 
Under a contract which has been signed by the New 
York Superintendent of Insurance and the Metro- 
politan Life Insurance Co., that company will take 
over many of the policies of the Golden Seal, without 
examination, but owing to the impairment of the re- 
serves, the old members will probably pay a slightly 
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higher premium and the greatest loss, of course, fall- 
ing to those jewelers and others against whose poli- 
cies there is a lien for part payment of the insurance. 
The contract of the Metropolitan Insurance Co. goes 
into effect only if 75 per cent and the members of 
the Golden Seal agree, but as non-agreement would 
simply mean that the members would get the small 
amount of reserve that is still left on their policy, it 
is hardly expected that any such contingency will 
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is being written now, means nothing; but to the older 
members of the industry, however, whether or not 
they have been members, the passing of the Jewelers 
League (the name by which it has been known to 
them throughout the various changes) cannot but 
fail to be a matter of regret, at least, from a senti- 
mental standpoint. 





arise. 

So passes one of the 
strongest jewelry associa- 
tions in the country. 
Formed in the 70’s at a 
time when regular life in- 
surance companies were 
not in good standing, the 
old Jewelers League was 
a fraternal organization 
that embraced the leaders 
of the industry and most 
of the active retailers and 
its functions and meetings 
were hailed throughout 
the length and breadth of 
the trade. As its member- 
ship declined, it was de- 
cided to extend its activi- 
ties to other industries 
and the name was changed 
to the Assurance League 
of America. But despite 
this, it went the way of 
most fraternal insurance 
organizations, and it was 
finally merged with the 
Order of the Golden Seal. 
Its members became a 
separate camp of that or- 
ganization known as the 
“Jewelers’ Camp,” it be- 
ing the hope that the 
funds of the old League 
would be kept in contact 


oldest and, at one time, 





No Reason for Pessimism 


AS a result of a confidential investigation among 

our subscribers in all sections of the country, 
and based on the reports to us from leaders of the 
industry as well as answers to a questionnaire by 
retail jewelers, we can positively announce that the 
general reports published in the newspapers and cir- 
culated in some sections of the jewelry trade as to 
the serious effect of the stock market crash on the 
industry, are not true. Where they have not been 
without foundation, they are wild exaggerations of 
incidental instances. 

The result of our questionnaire to retail jewelers 
has shown generally that business in September and 
October, this year was about normal; about as many 
reporting inereases in business as those reporting 
decreases and about half as many reporting no 
change. November opened with business slightly less 
on the whole than November, 1928, but has rapidly 
improved. 

Collections are normal. Inventories are normal, 
(showing the usual increase and decrease in various 
sections). Purchases are normal and price redue- 
tions are not apparent to a degree that would be a 
factor anywhere. 

But most of all, the answers show that Christmas 
business while it slowed down for a time in certain 
quarters, has averaged well and is increasing and the 
prospects for a good Christmas trade are excellent 
in most sections. 

What is equally comforting is the fact that most 
of our jewelers expect good business the early part 
of next year. 

The above is a conservative summary of answers 
from questionnaires sent to over 1000 intelligent re- 
tailers in all parts of the United States who were 
asked for the actual facts—not opinions. It is as 


Diamond Cutting and the Stock Market 


ESPITE the denials 

that the leaders of 

the industry who 
know what they are talk- 
ing about, the silly stories 
that the shut down of dia- 
mond cutting in Antwerp 
and other centers is a re- 
sult of the stock market 
slump over here, continue 
to be circulated by the 
newspapers in dispatches 
from abroad. For some 
strange reasons, the edi- 
tors persist in publishing 
these even though their 
inaccuracy has been ex- 
posed by the authorities 
in the jewelry trade as 
well as by the authentic 
accounts sent to the paper 
by the National Jewel- 
ers Publicity Association. 
Whether such stories will 
do any serious harm to 
the seller of diamonds is 
a question but, in any 
case, the Jeweler should be 
in a position to counter- 
act such effect if he sees 
that they have any in- 
fluence in the minds of his 








for the benefit of this 
camp. The Jewelers’ 
Camp, while active for cular. 
some years, finally became 
dormant and the mem- 





clear and accurate a picture of the conditions of the 

industry as it is possible to obtain and it leaves no As ; f eg 
c ae — ue , ; ; AS 41 Mattel Ol ac 

room for pessimism.—Editor of The Jewelers’ Cir- 7 att Tact, 


customers. 


there has been unemploy- 
ment in Antwerp and 
Amsterdam, but this has 








bership has dwindled from 
year to year as the older jewelers have died off and 
no new ones were taken in. 

The Order of the Golden Seal was finally changed 
to the Golden Seal Assurance Society, doing a gen- 
eral insurance business on a fraternal basis, but 
owing to the frozen condition of its assets which re- 
sulted in an actual impairment of the reserves, the 
Insurance Department of New York stepped in and 
asked for an order of liquidation, finally arranging at 
the same time for the contract with the Metropolitan 
Life Insurance Co., that will protect most of its 
members. 

To the younger members of the trade, the old Jewel- 
ers League is but a name and the final chapter which 


existed for a long time 
and it has existed even while prices in the stock 
market were going to ridiculously high levels. It 
is due to many causes, among which has been the 
uncertainty as to what the American tariff on dia- 
monds is going to be. The paragraph, as recom- 
mended by the Senate Finance Committee, reduces 
the duty on cut stones to 10 per cent and makes 
rough free. The House Bill left the old duties intact. 
Some buyers have hesitated to bring in stones until 
they knew the provisions of the final bill, which will 
be given to President Hoover to sign; and this has 
added to the depressed condition of the European 
diamond cutting centers. 
(Continued on page 90) 
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oA Gross Business of $70,000 with 
Operating Stock Less [han One-Hal 


How a Buffalo Jeweler Appeals to Polish Population 


By R. K. D. 


PERATING a business 95 per cent of which is done 

with customers of Polish extraction, Al Gramza, 

1118 Broadway, Buffalo, N. Y., finds that the trend 
among his large clientele is to pay less for individual 
jewelry items, but to buy more and possess a greater 
variety of jewelry merchandise. He declares that his cus- 
tomers take quality for granted and let appearance and 
style decide whether or not they shall make purchases of 
this or that. 


“Take our watch sales, for instance,”’ 


says Mr. Gramza. 


“Our watch de- 
partment is_ re- 
sponsible for ap- 
proximately 
twenty-five per 
cent of our total 
sales. But are peo- 
ple content with 
one watch, as for- 


merly? Not much! 


While everybody, 
young and _ old, 
seems to own one 
watch, many have 
two, three and 
even four watches. 

“A young lady 
was in the store 
yesterday 
and bought a $25 
watch. While con- 
versing with her, 
I learned that she 


had three pe rfect- 


ly good watches at 


home. I was curi 

ous and asked her 

why she was buy Interior of store of Al 
ing another time 

piece. ' 

* “They're out of style,’ she said. ‘I must wear a watch 
that’s p-to-date and one that matches my clothes. You 
can see that I don’t intend to spend a great amount for a 
watch, for the chances are pretty good that next vear [ll 


buy another watch description. Maybe I'll get it 


some 
from you.’ 

66s HIS voung lady re presented the average watch cus 
We are selling watches for less money than 
ever before average customer pays in the 
neighborhood of $25—but we are selling MORE watches. 
I am sure we are doing a much greater business than if 


+ } . 
comer. 


our watch 


the buying trend was to spend more for timepieces but 
buy less. 











“Here is a condition for the jeweler to seize upon and 
make the most of. The public wants style and will pay a 
reasonable price for this style. In our business, we stress 
this angle, not only in the selling of watches but in other 
lines of merchandise. It pays to point out the beauty of 
an article to a prospective customer. Then when the price 
is asked, it is comparatively easy, due to the actual cost 
and the higher cost that the customer has in mind for 
such a fine article, to make sale after sale.” 

Located in the very heart of Buffalo’s Great East Side, 
which contains the 
greater portion of 
this city’s 218,000 
Polish people. the 
jewelry store of 
Al Gramza is, in- 
deed, a good busi- 
ness “picture.” 
The present 
is but six months 
old, but Al Gramza 
has been in the 
jewelry business 
in the same block 
since 1912. He 
knows jewelry and 
his customers, and 
they know him and 
his jewelry and 
jewelry selling 
methods. 

in 1912, Al 
Gramza started in 
business with a 
$2,500 stock in a 


space 7 by 18 feet 


store 


His present estab 

Gramza, Buffalo, N. } lishment is 65 feet 
long and 28 feet 

wide and is the largest and best equipped jewelry store on 


done, Al 
Western 
something less than 


And as for business 


1e most successful jewelers in 


Buffalo’s “East Sid 
Gramza is on¢ 
New York. 


$35.000. this store 


Operating on a stock of 


does an average business of some $70. 


OOO y early. 


. pm large business is obtained through the proper 
use of newspaper space, direct mailings, novelties, 
having right merchandise and employing 
salespeople and selling methods that are Al. 

Once a week Gramza copy appears in the Polish Every- 
body’s Daily, published exclusively for Buffalo’s Polish 
residents. This copy is of good size, illustrated, and con- 
tains to-the-point text. During the months of November 


windows, the 
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and December, the newspaper copy is run daily. 

A mailing list of 1200 select names is used monthly. 
For the past year attractive blotters were sent on the first 
of the month to this large number of names and the re- 
sults were extremely good. says Gramza. According to this 
proprietor, people can always use and appreciate a blotter 
and advertising constantly “under hand” is bound to 
bring business to the one sending the blotters. 

The sending out of 
blotters is all that 
Gramza does in the di- 
rect mail line. He finds 
them adequate, so does 
not bother with other 
types of literature. 


Y r 
G RAMZA uses nov- 
J elties from time to 


time. These are given 
out in the store to cus- 
tomers at the time of 
making purchases. The 
principal novelty is a 
small mirror, with 
green celluloid back on which is printed Al 
name and address and a list of birthstones. 

“We do not out these novelties promiscuously. 
Only those customers and those prospects that ‘look good’ 
are given novelties. Last year we passed out 4000 mirrors 
alone and have every reason to feel that novelty advertis- 
ing is good advertising. It is our plan to continue this 
type of publicity, for it is inexpensive and highly effective.” 

Jeweler Gramza’s window displays sound a long note in 
the operation of his business. Gramza has two large win- 
dows and these he trims once a week. [In one window he 
displays diamonds, watches and silverware, and in the 
other there are giftwares and allied merchandise. 

“T believe that the display of merchandise in a window 
does more than half sell the articles,” says Gramza. “We 
make it a point to display as much as possible without 
overloading the windows. Too much merchandise in the 
window is bad, and too little, worse! 

“Diamonds, especially, should be window displayed in 
the best possible setting. As the individual diamond has 
the proper setting that best ‘shows it off’ to the wearer, 
so a display of diamonds in a jeweler’s window should 


$2500 worth of stock. 
feet. 


Gramza’s 


pass 


JEWELERS’ 


In 1912 this jeweler started in business with 
His store space was 7 by 18 
The present establishment is 65 feet long 
and 28 feet wide, being the largest and _ best 
equipped jewelry store on Buffalo’s “east side.” 
Operating on a stock of less than $35.000 the 
store does an average yearly business of $70,000. 
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are not out of place in a jewelry shop. No, not by any 
A jeweler can and should sell them. But we be- 


means. 
lieve that the jeweler endeavoring to do anything real 
big in the giftwares line should carry a large and con 
plete stock and give it some special attention. 

“As for ourselves we use giftwares as a ‘lure’ to dia- 


mond and watch trade, and do NOT ‘plug’ it solely for the 
profits that giftwares sales bring us. We take real pains 
to window display and 


display interiorly our 


stock of gifts—we give 
gift wares” real space, 
but only to sell dia- 


monds and watches.’ 


YIXTY per cent of 
S the Gramza _ $70,- 
000 a year business is 
done on a credit basis. 
That he has a simple 
yet effective system of 
granting credit and do- 
ing business on “‘trust”’ 
i in the 
who do 


is to be seen 
fact that Gramza has no problem. Those 
not pay for merchandise represent a very small portion 
of the total Gramza customers. 

How does Gramza handle the credit customer? 

A Polish young man enters the store and asks to be 
shown a watch. He says he can afford to pay around $35 
for this watch. Al Gramza or his clerk shows him a selec- 
tion of watches. The young man wonders if he could pay 
so much down and so much a week for a watch that he 
might select. He is told that the store would only be too 
glad to do everything possible to see that he has the watch 
he wants. 

Right then and there Al Gramza or the clerk 
in earnest a mental examination of the prospective credit 
customer. They note how he is dressed, how he talks, 
how he “looks’”—they make a complete observation of the 
young man. 

Then while the young man is still considering the pur- 
chase of the article, a few simple, disarming 4 
are put to him. 

“Are you working? 

“How long have you worked 


“loss” 


begins 


lestions 


En) 


there? 


have a good and like ‘These are the two 
setting. principal questions we 
ask the prospective 

“LH ™E do a large credit customer,” says 
diamond busi- Once a week the Gramza copy appears in a Gramza. “If | n al- 

ness, total ‘ diamond Polish daily newspaper. Newspaper space is used a estions 
sales amounting to ap- unstintedly and most of the advertisements are satisfactorily, we will 
proximately 60 per illustrated and well written. During the months gladly extend him 
cent of our present of November and December, the copy is run daily. credit and set about to 
volume, and feel that Newspaper advertising is reinforced by specialty fill out the short credit 
the large displays, in- advertising. Last year 4000 mirrors were dis- blank. if th purchase 
terior and window, tributed. is under $50, the cus- 
and the care that we tomer may have the 
exercise with these article right then and 


displays is accountable 
for this nice trade. 
“The principal thing, 
however, is the quality of diamonds. We handle only the 
best of quality and stress this quality in all displays, ad- 
vertising and selling talks. Quality is the big factor, and 
not price in selling diamond merchandise! 
“Giftwares is a type of merchandise that, 
carrying a representative line, is not ‘played up’ very 
much. We feel that our business is jewelry and concen- 
trate upon its selling to a very great extent. Giftwares 


although 


there. But if the ar- 
ticle is $50 or over, we 

explain that a_ little 
dignified investigation will be made. and will he call back 
in a day or two for his purchase? 


66 UR average credit sale is $35, so we do not have to 

bother ourselves with many extended investigations 

After the credit application blank is filled in and the con 

tract signed, all on one sheet, we take up the phone and 
(Continued on page 43) 
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Fig. 1 


"HERE are four standard types of alphabets in use 
by show card writers. These are Full Roman, Old 
English, Script and Egyptian (generally known as 
“Gothic”. From these alphabets many new styles of type 
faces have evolved such as De Vinne, Cheltenham, New 
Caslon and many others too numerous to mention. 

The old style heavy wooden store front is torn down to 
make way for the more modern style of light metal front. 
Today the modernistic style of lettering is in great de- 
mand for up-to-date show cards. The tendency is to fol- 
low the more modified forms. The beginner should exer- 
cise care to keep within certain limits and copy this 
alphabet as true to the letter and instructions as printed 
herewith always keeping in mind that a Roman letter is 
composed of light and heavy elements, while the Egyptian 
or Gothic is composed entirely of uniform width strokes 
throughout. The paramount point to remember is that show 
cards have but one mission to perform and that is to 
exploit the sale of merchandise and enhance and not de- 
tract from the display. Too much color, too many scrolls 
and fancy work only detract rather than attract. This 
article illustrates and explains the elementary process of 
constructing the capital and lower-case letters A, 
B, C, D, E, F, G. The outline of these letters is 
done by the single-stroke method. The one heavy 
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Modern 
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Card Slogans 








(Show Cards by Joseph Bertram Jowitt, 


Slogans by Robert F. Nattan) 






sable brush was used for all the lettering on these show 
cards. 

The idea in making this alphabet is to do it with as 
few strokes as possible. The white line drawn through 
each letter is not absolutely necessary. It merely enhances 
the appearance of the show card. The letters are of the 
thick-and-thin variety, only they are a trifle thicker and 
thinner than the old style of Mongrel Roman. 

This particular Poster type of lettering looks best done 
in black ink on a white or cream background. It can also 
be made attractive if done in colors but it is not advis- 
able to use more than three colors on a card. Always use 
a color in direct relation to the background. Almost any 
color may be used on a light blue background but not 
more than three or four colors on the one card. A dark 
gray card lettered in white or black, is very serviceable 
for stock use. If the white letters do not stand out in 
contrast shade them with black. 

Success to a great extent in learning show card writ- 
ing lies in the proper training of your brush. Keep 
it in good condition at all times, cultivate definite sure- 
ness of action which comes from conscientious practising. 





or shaded part is filled in . The thin white line is 
drawn over the black, using a No. 4 brush. 

This is a very plain letter but also very artistic 
and simple. There are no spurs or fancy serifs to 


make. The capital letter A requires but four 
strokes to outline. The letter B requires five 
strokes. The letter C only three strokes, the letter 


E, five strokes. G requires but three strokes. 
Filling in the shaded or heavy parts may be done 
when the show card is completed. 

The show cards illustrated herewith are one- 
quarter sheets size 11 x 14 inches. The border was 
striped in a light gray color. The fine line inside 
the border was done in light red. The cards fea- : 
turing “Correct Jewelery” and “Useful Gifts” tell . 
the whole story in as few words as possible. The 
letters in “Jewelry” are 1 inch high and 114 inches ; 
wide in the lower-case guide line. In the upper- @ 
case or capital line they are 134 inches high and 





ts tina tothink of 
CHRISTMAS 


G vi } 








1%% inches wide. Ke 
The lettering on the other show cards is well 
within this same proportion. No. 6 and 12 red 


Fig. 2 
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Never place brushes away when finished without se 
rinsing them thoroughly in clean water. Press 
water out with your fingers shaping the brush as 

you do so. Use only the genuine red sable show 

card brushes. Camel’s hair brushes are too soft 
and will not retain their shape when used with . 
water colors. 

The reader’s attention is directed to the card 
“Useful Gifts’”—another method of lay-out. This ™ 
is called “left to right balance” and is about the 
easiest method of all as the dead center of card is 
liscarded entirely. The reading matter is grouped 
on top at the left, and at the bottom of card at the 2 
right. : 

The advantage of this is that while all lines of - 
lettering must start on a line they do not have to 
stop on a line, as in the box formation. wl 

The show ecards illustrated herewith are one- A 
quarter sheets measuring 11 x 14 inches. The 1 
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-ardboard is of eight ply thickness and light blue é 
tint. Lettering is done in regular black show card “a ‘ 
ink, and the borders in gray. Use number 6 brush si 
for the smaller lettering and a number 12 red 

sable brush for large letters. 


EWELERS are fast beginning to realize the impor- 
tant part the show card plays in their displays. More 
cards are appearing in their windows, and inside the 
store. Employees are being urged to learn lettering so 
that an adequate supply of cards may be had at all times. 
The value of the show card lies in its message to the 
onlooker. A beautiful display of merchandise attracts 
attention. It is admired as a whole rather than as indi- 
vidual pieces. By using show cards the jeweler can change 
this condition. He can put emphasis on some particular 
item in the display through a well-directed message on a 
show card. 
The show card can often be made the means of secur- 
ing attention to the display. People habitually glance 


toward the shop window as they pass. If only a mass of 
merchandise is seen it is passed over without further 
thought, but let a show card hit the eye with a timely 
message and the passerby stops to verify the thoughts 
created by the show card. 

The 


show card is a salesman. It puts thoughts and 
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suggestions into the minds of those who pass the store, 
as well as those who stop to admire the displays. A card 
like that in Fig. 2 makes those who read it think of the 
Christmas gifts they have to buy. It concentrates the at- 
tention of the onlooker by suggesting that perhaps here 
he will find the satisfactory and appropriate thing to give 
as a gift. 

“Let us help you select the right gift,” Fig. 4, 
other card that will arrest attention because it 
something really worth while. The selection of the Christ- 
mas gift, or any other gift for that matter, is a difficult 
one for most people. They are bewildered over choosing 
between so many things that pop into their minds. When 
the jeweler suggests that he is willing to help, the pros- 
pective customer is apt to say to himself, “Why not see 
if he can?” 


is an- 


says 


ae Gifts for Fall Weddings,” Fig. 1, and ‘“Cor- 
/ rect Jewelry for the Fall Costume,” Fig. 3, each im- 
press the thought upon those who read them that the 
merchandise shown is of the useful kind and cor- 

rect type for the specific purposes stated. 
The show card is the salesman in the window 


















: ight Gift 








pointing out facts about the goods on display. It 
is rather important that these facts be pointed 
out, for the public would not learn them through a 
mere survey of the merchandise displayed. 

It is very important that the show card deliver 
the right kind of message. There are two classes 
of messages that should be used in conjunction 
with each other. One of these is the “prestige 
builder,” the other the direct “selling message.” 

Among the prestige building cars are found the 
usual slogans used in connection with the jeweler’s 
stock of merchandise. The following will serve to 
illustrate this class: 

The final test of value is in the quality. 

Properly attired means properly jeweled. 

Particular customers will delight in this store’s 
policy of service and quality. 

Gifts that Last. 

Slogan messages of this type will make people 








Fig. 4 








think of the jeweler long after the display has 
been left behind. The phrases are apt to creep into 
(Continued on page 41) 
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Christmas Savings checks are be- 
ing paid every day now. To these 
millions of dollars will be added 
many other millions in bonus and 
premium checks. Santa Claus will 
be liberal—as usual—this year. 


Much of this money will go into 
gifts—and realizing how busy you 
are at this time of the year The 
JEWELERS’ CIRCULAR offers the 
advertisements reproduced here- 
with so that you may provide 
your local newspapers with copy 
and profit by this great Christmas 
Purchasing Power. 


Let's help Santa Claus put overa 
memorable Christmas. 


Ze 


> to be distribute 
this ye ar 

















INVESTING IN 
FUTURES 


s there than value 


What better security! 


unimpaired by time coupled wit! 
beauty that is evel fresh, ever new 
Such is the worth and value of 4 dia 
mond the acme of gifts. Inti insically 
valuable its greater value lies im 1ts 
everlasting ability to charm and pleas¢ 


stable 


lady 


Gentlemen may preter bonds fo 
investments but if there ts 4 
and you are investing in 


concerned 
it your faith im 


tuture security 


a diamond 


(NAME AND ADDRESS HERE) 





WHAT ARE 
NECESSITIES ? 


In most of us there is the continual en- 
counter between Prodigality and Prudence 
—between Pride and Reserve. . . an unself 
ishness of intention hampered by an impres the 
sion of inadequate means. We are Spartans 
or Romans—as the affairs of the moment 


dictate but we do progress 


Yesterday's abundance is merely today’s suf 
ficiency and there is no going backward 
The things that give comfort and pleasure 


today are tomorrow's NECESSITIES . . La 


ing substantially in the future. 


Let us heip you in the selection of personal 
purchases and gifts that bring immediate 
pleasure and continued enjoyment—articles 
that are NECESSITIES in a well rounded 
life Ou 


(NAME AND ADDRESS HERE) 
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investment 


monds and they have no depreciation 


and if we choose them wisely we are invest- were s( 


buy diamonds 


it our store t 


To Give a Diamond 
ls to Give Wisely 


Aside from the great ple 
King of Gems, when other 
depreciate in value 
remains unlessened Diamonds 
appreciated in value 

of a clean diamond ot 


There are no sec 


nerts in the selecti 


1 selection we have 


om $ 


<t vear, over $53,000,000 worth of diamonds 


‘ld in the United States 


We are ex 
yn of diamonds and always 
which have real ‘cash in” value 
today and let us show you the 
made for Christmas 
to$ 
I tC tone € 


asure of possessing 
commodities 
the value of the diamond 
have constantly 

so that the purchase 
good color 1s really an 


ond-hand dia 


HERE) 


PLEASE HER 


WITH A WRIST WATCH 


Come in toda \ e our stock large and let 
« ohe he lat t : 

us show you the latest styles in wrist watches 
- } 1] 
The juality of every watch which we sell 1 

assured since no watch leaves our estab 


lishment without first- having passed the in 


spection of our expert watchmaker 


Here you will find the last word in style. Some 


watches have cases studded with diamonds, 


others with diamonds and sapphires and 





there is a wide selection in plain cases. A watch 
backed by 


bought from a réliable jeweler is 


responsibility 


Visit our store at once and let us show you our 


display of suitable giits for men and women, 





for the boys and girls, and even for his baby 


ship 


We have suitable gifts from $1.00 to $1,000 
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built according to size of window 


Getting More Window Floor Space 


Ingenious Plan Devised by Ontario Jeweler 


SUBSCRIBER, W. W. Davis, Tillsonburg, Ont., 

has kindly submitted some valuable suggestions 

for getting more floor space out of a show win- 
dow. Mr. Davis writes as follows: 

“In your issue of May 23 on page 43, an inquirer asked 
about increasing window display space. 

“The suggestions given for space arrangement cer- 
tainly raises up the display but doesn’t give any more floor 
space. 

“We have experimented along this line, and are in- 
closing a few snaps that may be of interest to your in- 
quirer. These displays can be built according to the size 
of the window. We have twelve, had them made locally of 
oak, and they cost us approximately $2 each. They have 
proved exceptionally helpful in dressing nearly all kinds of 
windows and double the floor space actually covered by the 
table. 


¢ HE Jaffe Jewelry Co., Birmingham, Ala., is conduct- 
ing a most successful sale, which they term “Lay- 
Away-A-Gift Club.” 

The idea is to sell jewelry early for Christmas presents. 
The plan is that a customer makes a purchase of an article 
and pays a small amount down. The article is then laid 
way by the store and a certain amount paid each week. 





“Regarding the making of these tables: I went to a 
planing mill in a neighboring city with my measurements, 
and the mill turned out the finished table tops and legs of 
oak. I undertook to assemble them myself, but found oak 
harder than steel and brass to work, at least for me. I 
finally turned the completion of them over to a local cab- 
inet maker. He also did the finishing of the wood. 

“The floors of our windows are approximately 2 x 9 ft., 
and I figured the table sizes and leg lengths to give the 
greatest number of different stacks in this space. These 
tables would probably not do for a high class city store 
but have been of the greatest help to us, and are in keep- 
ing with our other fixtures. 

“Table sizes are as follows: Two each 8 x 18 x 9 in. 
legs; two each 9 x 19 x 12 in. legs; two each 9 x 22 x 12 


€ 


in. legs; two each 10x 23x83 in. legs; two each 9x 22 x3 


in. legs; two each 10 x 23 x 6 in. legs.” 
> ANY people are taking advantage of purchasing 
¢ their Christmas presents now and not waiting 
until the last minute before Christmas and pay the entire 
amount in cash. 

By this method of selling the Jaffe Jewelry Co. is taking 
no chances of making bad credit accounts. The store has 
some charge accounts, but they are of the highest class. 
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A Most Logical Way to Increase 
b Ve Y G oF ws 
Your Silverware Sales and ‘Profits 
and MARY I! offers a splendid opportunity of increasing your 
Holiday sales and profits. These patterns, already established 

in thousands of well-to-do homes in the flat silver, provide a 
fertile field for the sale of the matching hollow-ware pieces. 
A short line of the popular selling hollow-ware items in your store 
during the Fall and Holiday seasons will prove most valuable. And 
together with the aid of our Portfolios of Photographs of these 
hollow-ware lines, ready to interest your customers, many substantial 
sales will result. Charming and delightful as these patterns are in 
the flatware, they are equally attractive in the many pieces of dinner 
hollow-ware. Each article is made in excellent weight and wrought 


in the very finest craftsmanship. Write today for the Portfolio and 
Price Lists. 


HE wide popularity of the flatware patterns WILLIAM AND MARY 




















‘Creasure 
Solid Silver 





he Mary II 3-piece Tea Set, tliustrated 

t the right, has started many services 

this lovely dinnerware. The Retail 

is but $270.00. The five-piece set 

s $450.00. Beautifully made in generous 

the type of Sterling that adds 
] 


as well as profit to your 


rice 





weight, 


prestige store 











success! They win instant 


course. 
planned selling. 
definite style trend, an e 
American homes are furnis 





can. “TREASURE” patterns 
sound, decorative styles. 


terns have a very definite 
sound builders of business. 


Look over your stock of ‘‘TREASUR 


as the demand for this silver 


Silversmiths Cre 


GREENFIELD, 




















Success—Success—Success ! 
patterns come out they me 


prominent on the sales sheets as the store’s best sellers. 
such popularity so positive? 
But more likely it’s their planned designing or rather 
Each “TREASURE” pattern is created to meet a 


orative styles—Early English, Spanish, Colonial or Early Ameri- 


They fit into the decorative spirit of 
modern homes of good taste. 


selling-life is far beyond the average good pattern. 


ROGERS, LUNT & BOWLEN Co. 


Member of the Sterling Silversmiths Guild of America 


























The William and Mary After-dinner 
Coffee Set, tilustrated above, sells for 
$310.00 Retail, Without the Tray, for 
$210.00. Always a popular set the year 
round, it is especiall lemand at 
Christma 
Qk 
BS On 
BC 
STERLING 925/1000 FINF 





One after another as “TREASURE” 
et with success. More than average 
favor, and very soon find themselves 
Why is 


Originality >—yes.. Beauty ?—of 


stablished public demand. Modern 
hed for the most part in certain dec- 
are produced in these popular, yet 
Such thoughtfully designed pat- 


appeal to smart hostesses, and their 
They are 


E”’ patterns today. 
is now running greate 


Order for your needs early, 


yr than ever before. 


sators of Distinctive Tablewere 
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Modern Poster eA lphabet 


remembrance many times during many months after they 
were first seen. The jeweler is very naturally thought of 
at each recall of the phrase. He and his store come to be 
associated in the mind with the thought of the slogan. 
The selling message type of card is perhaps the one 


that should be used most frequently, 
points out some particular item to the 
prospective customer, or plants a 
thought in connection with the dis- 
play as a whole. Such show cards 
are, in fact, salesmen talking to the 
public for the jeweler. They put 
forth arguments the salesmen often 
use in selling. They point out facts 
and make suggestions that salesmen 
often use in their conversation with 
the customer. 


FEW of the phrases used by 
jewelers on their show cards 
giving facts that are actual selling 
messages are given: 


‘J 


Pearls add charm and distinction to 
a woman’s dress. 

Silverware is a gift of complete 
satisfaction. 

Your lodge emblem—Pin, Charm 
or Ring—is a sign of fraternal good- 
fellowship. 

A Vanity Box is always a welcome 


A man’s watch is a business necessity and a social asset. 

The Bride deserves a perfect diamond. 

To these we add a few messages that suggest action of 
a certain kind by the prospectice customer: 


Give Silver for the New Home. 


Give your boy a watch this Christmas. 
Make Thanksgiving real by giving the wife some silver. 


Don’t forget that the baby wears 
cute little rings for infants. 
Here are some new 

creations in Diamond 


Continued from page 35) 


because it actually 














ITH the showcard playing so important a part in 
the selling routine of the jewelry store, the jeweler 
should have someone in his employ learn the art of show- 
card writing. This is advisable for two reasons, one be- 
cause showcards are expensive when ordered from a 
professional card writer, the other is that sometimes the 


showcard is wanted in a hurry to 
complete a display. Even the delay of 
a day or so in providing the card may 
prove a loss to the jeweler. 

Showcard writing is not a difficult 
art, but one that requires concentra- 
tion and practice. With good brushes 
and colors the work is made easy, 
while with the wrong tools and ma- 
terials it is almost impossible to learn. 
The best brushes and colors are the 
cheapest. A complete outfit can be 
purchased for:a few dollars. 

Showceard writing is best done on 
an inclined surface. This need not 
be very large, but it should be fairly 
firm and steady. A drawing board 
about 22 by 28 inches will serve the 
purpose as well as a desk built for 
the purpose, and it has an advantage 
over the desk because it can be laid 
away when not in use. In order to 


Fig. 5 give the board a tilt forward a couple 
of books or a small box may be placed 
gift. under the board at the top end. The incline should be 


such that the cardwriter can sit or stand in an upright 
position. When a flat table is used the body is strained 
in reaching the upper portions of the showcard, making 
it difficult to secure a free action of the arm. Some card- 


writers have a block of wood firmly attached to the board 


jewelry—here are 


so that they always have the same incline to work on. 
Where a drawing board is used it is also advisable to 
have a flange or projection on the edge of the board 


nearest the cardwriter to prevent cards from slipping off 


the inclined surface. A 
yardstick cut to the 





Jewelry. 

Make your Fall Wed- 
ding Gift — selections 
from our large stocks. 

He'll like a smoking 
set like this. 

Give Gifts that Last. 

The gift problem is 
solved here—let us dem- 
onstrate. 

Here are appropriate 
gifts for anyone and 
everyone. 

Get together and give 
Mother a Chest of Sil- 


Give her that Dia- 
mond Ring she expects. 


ver. 4 . 
Buy Jewelry—the 
Gift that Lasts. W XY 4 | Splat ay 
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right length can easily 
be nailed to the board 
so that it projects about 
an eighth of an inch 
above the surface. It is 
also desirable that the 
showcard be firmly held 
in place on the board. 
For this purpose thumb- 
tacks are used. If the 
card is not to be 
trimmed after the work 
is completed the thumb- 
tacks may be _ inserted 
into the board just out- 
side of the card, so that 
the head will hold the 
card in place. 


Showcard brushes are 
of two kinds, one giving 








She’d love a Wrist 
Watch. 





Fig. 6 


a flat stroke, the other 
a pointed stroke. 
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remembrance many times during many months after they 
were first seen. The jeweler is very naturally thought of 
at each recall of the phrase. He and his store come to be 
associated in the mind with the thought of the slogan. 

The selling message type of card is perhaps the one 
that should be used most frequently, because it actually 
points out some particular item to the 
prospective customer, or plants a 
thought in connection with the dis- 
play as a whole. Such show cards 
are, in fact, salesmen talking to the 
public for the jeweler. They put 
forth arguments the salesmen often 
use in selling. They point out facts 
and make suggestions that salesmen 
often use in their conversation with 
the customer. 


FEW of the phrases used by 

jewelers on their show cards 
giving facts that are actual selling 
messages are given: 


Pearls add charm and distinction to 
a woman’s dress. 


ITH the showcard playing so important a part in 

the selling routine of the jewelry store, the jeweler 
should have someone in his employ learn the art of show- 
card writing. This is advisable for two reasons, one be- 
cause showcards are expensive when ordered from a 
professional card writer, the other is that sometimes the 
showeard is wanted in a hurry to 
complete a display. Even the delay of 





a day or so in providing the card may 
prove a loss to the jeweler. 

Showcard writing is not a difficult 
art, but one that requires concentra- 
tion and practice. With good brushes 
and colors the work is made easy, 
while with the wrong tools and ma- 
terials it is almost impossible to learn. 
The best brushes and colors are the 
cheapest. A complete outfit can be 
purchased for-a few dollars. 

Showcard writing is best done on 
an inclined surface. This need not 
be very large, but it should be fairly 
firm and steady. A drawing board 
about 22 by 28 inches will serve the 
purpose as well as a desk built for 
the purpose, and it has an advantage 








Silverware is a gift of complete 
satisfaction. 
Your lodge emblem—Pin, Charm 


or Ring—is a sign of fraternal good- 
fellowship. 

A Vanity Box is always a welcome gift. 

A man’s watch is a business necessity and a social asset. 

The Bride deserves a perfect diamond. 

To these we add a few messages that suggest action of 
a certain kind by the prospectice customer: 

Give Silver for the New Home. 

Give your boy a watch this Christmas. 

Make Thanksgiving real by giving the wife some silver. 

Don’t forget that the baby wears jewelry—here are 
cute little rings for infants. 

Here are some new 
creations in Diamond 





over the desk because it can be laid 
away when not in use. In order to 
give the board a tilt forward a couple 
of books or a small box may be placed 
under the board at the top end. The incline should be 
such that the cardwriter can sit or stand in an upright 
position. When a flat table is used the body is strained 
in reaching the upper portions of the showcard, making 
it difficult to secure a free action of the arm. Some card- 
writers have a block of wood firmly attached to the board 
so that they always have the same incline to work on. 
Where a drawing board is used it is also advisable to 
have a flange or projection on the edge of the board 
nearest the cardwriter to prevent cards from slipping off 
the inclined surface. A 
yardstick cut to the 





Jewelry. 

Make your Fall Wed- 
ding Gift _ selections 
from our large stocks. 

He'll like a smoking 
set like this. 

Give Gifts that Last. 

The gift problem is 
solved here—let us dem- 
onstrate. 

Here are appropriate 
gifts for anyone and 
everyone. 

Get together and give 
Mother a Chest of Sil- 








Give her that Dia- 





mond Ring she expects. 
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right length can easily 
be nailed to the board 
so that it projects about 
an eighth of an inch 
above the surface. It is 
also desirable that the 
showcard be firmly held 
in place on the board. 
For this purpose thumb- 
tacks are used. If the 
card is not to be 
trimmed after the work 
is completed the thumb- 
tacks may be inserted 
into the board just out- 
side of the card, so that 
the head will hold the 
card in place. 

Showcard brushes are 
of two kinds, one giving 














love a Wrist 


She'd 
Watch. 





Fig. 6 


a flat stroke, the other 
a pointed stroke. 
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remembrance many times during many months after they 
were first seen. The jeweler is very naturally thought of 
at each recall of the phrase. He and his store come to be 
associated in the mind with the thought of the slogan. 

The selling message type of card is perhaps the one 
that should be used most frequently, because it actually 
points out some particular item to the 
prospective customer, or plants a 
thought in connection with the dis- 
play as a whole. Such show cards 
are, in fact, salesmen talking to the 
public for the jeweler. They put 
forth arguments the salesmen often 
use in selling. They point out facts 
and make suggestions that salesmen 
often use in their conversation with 
the customer. 


FEW of the phrases used by 
jewelers on their show cards 
giving facts that are actual selling 
messages are given: 


‘a 


Pearls add charm and distinction to 
a woman’s dress. 


Silverware is a gift of complete 


ITH the showcard playing so important a part in 

the selling routine of the jewelry store, the jeweler 
should have someone in his employ learn the art of show- 
card writing. This is advisable for two reasons, one be- 
cause showcards are expensive when ordered from a 
professional card writer, the other is that sometimes the 
showcard is wanted in a hurry to 
complete a display. Even the delay of 









a day or so in providing the card may 
prove a loss to the jeweler. 

Showeard writing is not a difficult 
art, but one that requires concentra- 
tion and practice. With good brushes 
and colors the work is made easy, 
while with the wrong tools and ma- 
terials it is almost impossible to learn. 
The best brushes and colors are the 
cheapest. A complete outfit can be 
purchased for:a few dollars. 

Showcard writing is best done on 
an inclined surface. This need not 
be very large, but it should be fairly 
firm and steady. A drawing board 
about 22 by 28 inches will serve the 
purpose as well as a desk built for 
the purpose, and it has an advantage 
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satisfaction. 

Your lodge emblem—Pin, Charm 
or Ring—is a sign of fraternal good- 
fellowship. 

A Vanity Box is always a welcome gift. 

A man’s watch is a business necessity and a social asset. 

The Bride deserves a perfect diamond. 

To these we add a few messages that suggest action of 
a certain kind by the prospectice customer: 

Give Silver for the New Home. 

Give your boy a watch this Christmas. 

Make Thanksgiving real by giving the wife some silver. 

Don’t forget that the baby wears jewelry—here are 
cute little rings for infants. 





Fig. 5 


over the desk because it can be laid 
away when not in use. In order to 
give the board a tilt forward a couple 
of books or a small box may be placed 
under the board at the top end. The incline should be 
such that the cardwriter can sit or stand in an upright 
position. When a flat table is used the body is strained 
in reaching the upper portions of the showcard, making 
it difficult to secure a free action of the arm. Some card- 
writers have a block of wood firmly attached to the board 
so that they always have the same incline to work on. 
Where a drawing board is used it is also advisable to 
have a flange or projection on the edge of the board 
nearest the cardwriter to prevent cards from slipping off 
the inclined surface. A 





Here are some new 
creations in Diamond oe yardstick cut to the 
Jewelry. ., See right length can easily 
Make your Fall Wed- MODERNISTIC Se bgt be nailed to the board 
ding Gift selections \— so that it projects about 
from our large stocks. 2 an eighth of an inch 
He'll like a smoking JM I above the surface. It is 
set like this. ’ 4 also desirable that the 
Give Gifts that Last. 7 showcard be firmly held 


The gift problem is 
solved here—let us dem- 
onstrate. 

Here are appropriate 
gifts for anyone and 
everyone. 

Get together and give 
Mother a Chest of Sil- 
ver. 

Buy Jewelry—the 
Gift that Lasts. 

Give her that Dia- 
mond Ring she expects. 
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in place on the board. 
For this purpose thumb- 
tacks are used. If the 
card is not to be 
trimmed after the work 
is completed the thumb- 
tacks may be _ inserted 
into the board just out- 
side of the card, so that 
the head will hold the 
card in place. 

Showcard brushes are 
of two kinds, one giving 











She’d love a Wrist 
Watch. 





Fig. 6 


a flat stroke, the other 
a pointed stroke. 
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A Gross of $70,000 on Less Than Half That Stock 


(Continued from page 33) 


call the place where he works, or last worked. If we re- 
ceive a favorable report as to the young man’s honesty and 
work record, that is all there is to the matter. 

“Polish people are inherently honest. It is a rare day 
indeed when a Polish young man or woman comes into the 
store, asks for credit and is refused. They are all workers 
and pay their bills promptly. We have very little trouble 
whatsoever in this direction. 

“But we do not take too much for granted. At the time 
of signing the contract, we impress upon them the dignity 
of a contract and tell them they must make the payments 
at the proper time. All this is done in a nice way so as 
not to antagonize any customer. 


6667) RACTICALLY all our credit business is done with 

the younger element. All our older and more set- 
tled customers pay cash. Thus it is a problem of selling 
to youth and treating youth the way it wants to be treated. 
Young people are inherently honest and want to do the 
right thing. 

“We started giving credit two years ago for the simple 
reason that the times demanded this action. We find that 
our credit system has not hurt in any manner our regu- 
lar cash business. On the other hand, the fact that we do 
a credit business, has increased both cash and our total 
volume of sales.” 


T might be of interest to look at the portion of the 

Gramza contract that the credit customer has to fill in, 
other than the contract itself. Perhaps it will give an 
idea or two to some other jeweler. Here is.a good portion 
of the upper part of the “blank”: 


1. Boarding or housekeeping...... How long........ 
ng 
3. Present employer...... address...... how long.... 
4. Former employer..... address..... how long...... 
5. Department No..... foreman...... position....... 
6. Home phone or business.....married..... age. ... 
7. Dee PNR oS i kk ec I soc nda exwdes 
IRS Re AEE Si 
9. Other credit accounts..... open..... closed... ..... 
10. Property owner.......... RIN oo Gs ke 50 5 es 
ES Ee ren PHOUPANOE 2.0.56 005. 
I ee ae 


— 
we) 


3. To be presented to 


Gramza customers, cash or credit, pay the same price 
for all articles. And watches and rings constitute 80 per 
cent of his credit business. 


G BAMZA has but two assistants—a clerk and a re- 
J pairer. He tries to meet all the customers he can for 
it is in this personal way of doing business that he has 
become so successful. 

Gramza takes time to read his trade journals for he 
gets not a few ideas from these sources that help him 
“carry on.” Gramza does not believe in “cut prices” on 
nationally-advertised merchandise and hence does no price 
cutting. His is a policy of constantly trading up and 
getting the full price for each and every article. He 
believes in giving his customers dollar for dollar and the 
making of his profession, the selling of jewelry, a digni- 
fied and PROFITABLE ealling! 


[taly’s Little Jewelry Shops 


(Continued from page 28) 


one of its several motifs the Cellini masque—a serio-comic 
face with protruding tongue, a fringed chin and fine, 
snake-like hair. “It is the Cellini masque, or the Cellini 
design,” the salesman points out with pride and enthusi- 
asm; and one buys appreciatively. 

Here it may be pointed out the workers in precious 
metals and jewels are satisfied to use over and over again 
designs more than familiar to the natives generation 
after generation. To the foreigner the old is new; the 
familiar, novel. The names of the great artists that are 
commemorated in the jewelry designs have an allure for 
the stranger, even though he acknowledges ignorance of 
the subject. He is interested in the silver necklaces show- 
ing miniature motifs of the Della Robbia babino, linked 
with the Lily of Florence, to which may be affixed the 
Marzocco or lion attributed to Donatello, or the shield dis- 
playing the coat-of-arms of the Medici—six balls on an 
oval background, designed by no’ one knows whom, back 
in the dark, mysterious beginnings of that eventually 
powerful house. 

The Della Robbia fruits and flowers appear time and 
time again in the bracelet designs, and this is true, also, 
of the Marguerite motif commemorating, perchance, the 
achievements of that royal dame whose name is associated 
with the “Decameron” of the Florentine, Boccaccio, in the 
remote fourteenth century. Again, there is the St. George 
of Donatello, the faun masque of Michael Angelo. besides 
certain heraldic designs that fairly record the history of 


the ‘“‘Who’s Who” of the ancient city. Florence may have 
been, and still is, a great art center; but its silver and 
jewelry shops assuredly occupy a position hardly second 
to its far-famed museums and galleries, in the esteem of 
ail who find themselves within its charmed walls. Even 
Ruskin complained that whereas the average tourist de- 
voted a scant two and a half minutes to a Giotto fresco, 
he spent hours in the shops. 

The shops are frequently as different as are the wares. 
One place on the Borgo S. Jacopo has all the earmarks of 
an old workshop wherein has been installed a sort of 
impromptu counter, showcase and all. The artisans work 
away at a little forge in one corner of the room, quite 


undisturbed by the curious glances of the visitors. The 
salesmen wear linen smocks of a light tan hue. Every- 
thing is quite informal, if not altogether casual. How- 


ever, many shoppers appear to prefer this unique place to 
almost any other. One may shop and learn about the 
great artists; or he may shop and learn nothing except 
that the articles are sold by weight, that the silver is old, 
and that everything he sees about him is, practically, 
hand made. 

He may, even in his selections, vary the native designs 
with those suggesting Oriental origin—in the names, at 
least. There is Fatima’s hand, the Tree of Life, Byantine 
crosses and the like; these are often imbedded with semi- 
precious stones, especially the crosses and kindred pen- 
dants, with correspondingly ornamented chains. 
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Artistic design 
used by Ansen & 
Co., New York, 


in their beautiful 
booklet “The Glo- 
rification of the 
Diamond.” The 
hexagon shown 
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herewith as a 
solitaire drop or 


central unit 
proves its worth 
as an essential 
gem %m_ finest 
jewels. The de- 


sign is by A. 
Grebel, Paris 


Regulating Swiss Watch Exports 





Important Report on Post-War Regulation of the Industry Prepared by Assistant 


WASHINGTON, D. C., Nov. 22.—The 
Department of Commerce is just in re- 
ceipt of an exhaustive report on the post 
war reorganization of the Swiss watch 
industry, prepared by Assistant Trade 


Commissioner, Kenneth M. Hill, at 
Berne, Switzerland. 
“The Swiss watch industry,” says the 


Trade Commissioner, “is the most im- 
portant branch of the Swiss export 
trade. The Swiss production of clocks 
and watches is now claimed to be rough- 
ly one-third of world production while 
approximately 90 to 95 per cent of the 
Swiss production is shipped abroad. Ex- 
ports during 1928 were valued at more 
than 300,000,000 francs, comprising 
more than 14 per cent of total exports. 
The export trade for 1928, furthermore, 
represents just 250 per cent of the cor- 
responding figures for the year 1914.” 

“In direct contravention to the ma- 
jority of Swiss industries,” the report 
continues, “the world war did not have 
an intensely derogatory effect on the 
Swiss watch industry. Immediately fol- 
lowing the war the watch industry had 
had several good years and 1914 com- 
menced under very favorable auspices. 
But the outbreak of the war brought a 
temporary cessation to these good years. 
The scarcity of transport facilities, pro- 
hibitions of all sorts, risks run, and then 
later on the scarcity of raw materials, 
and the diminution in the purchasing 
power of the clientele put the watch in- 
dustry into a very precarious position. 
These temporary conditions were finally 
overcome, however, and even during the 
war exports continued to mount. Thus, 


between 1915 and 1916 exports jumped 
from 137,000,000 francs to 208,000,000 





Trade Commissioner at Berne 


francs, the greater part being bought 
for use in the opposing armies. This 
startling prosperity was held up to some 
degree in the following years by the 
many trade regulations and restrictions 
imposed by the warring factions so that 
in 1917 and 1918 only moderate in- 
creases were registered.” 

The report then goes on to tell in de- 
tail of the serious post war crisis in the 
Swiss watch industry and in this connec- 
tion says in conclusion, “In brief the 
situation became so critical in 1921 that 
the Swiss government came to the aid 
of the industry with a financial grant, 
accorded as a subsidy on production 
costs or to partially compensate for 
losses resulting from the condition of 
foreign exchange. These governmental 
subsidies totaling eleven million francs 
aided the watch industry tremendously 
in traversing the difficult period.” 

Trade Commissionet Hill then goes on 
to discuss the cooperation and reorgani- 
zation within the industry pointing out 
that “although exports practically re- 
turned to normal during 1923, the prob- 
lems of the watch industry were far 
from being solved. Prices remained low 
and competition was tremendous, while 
the constantly increasing export of 
watch parts threatened to expatriate a 
good portion of the industry. To meet 
this situation some firms decreased the 
quality of their product. Finally, to re- 
build and maintain the general reputa- 
tion of the industry the various associa- 
tions took definite action.” 

The report then proceeds to discuss 
and tell in some detail of the holding 
companies organized and of the financ- 
ing companies. In this latter connec- 





tion there is some discussion of the 
“Fidhor.” The purpose of this organi- 
zation, the report states, was “‘to act as 
a permanent liaison between the banks 
and the watch industry, to centralize 
credit engagements and discounts within 
the industry, to assure the correct execu- 
tion of agreements entered into between 
the banks and the watch makers asso- 
ciations or between the associations them- 
selves.” The report then details the 
Berne convention of last year. 

“The agreements signed at Berne on 
Dec. 1, 1928,” says the Swiss Watch 
Chamber of Commerce in its 1928 re- 
port, “will, it is true, restrict to a con- 
siderable extent the individual liberty 
of the manufacturer, but this sacrifice 
will be greatly to the interest of the 
Swiss watch industry.” The most in- 
teresting part of the agreement, the re- 
port states, “is that relative to the regu- 
lation of foreign trade in unassembled 
watch movements and parts. Henceforth, 
this exportation is authorized only to 
Germany, Poland and Japan; the export 
of rough parts is allowed only to France. 
At the same time, exportation is strictly 
apportioned.” 

The report concludes: 

“Thus it is hoped that the question of 
the exportation of watch parts will be 
regulated. The whole industry appears 
to be very enthusiastic over the results 
and believes that this will materially as- 
sist in ending the rapid increase in 
watch assembling plants in foreign coun- 
tries. It is not expected that the evils 
will disappear at once, but it is believed 
that a solution has been found which 
will assure prosperity to the Swiss 
watch industry.” 
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By L. M. Lamm, Washington, D. C. Correspondent 


Business Conference Called 


Jewelry Bodies to Be Represented Among 
Trade That Will Meet 
Dec. 5 Under Auspices of the 
U. S. Chamber of Commerce 


Associations 


WASHINGTON, D. C., Nov. 25—A con- 
ference has been called by the United 
States Chamber of Commerce to be held 
in this city on Dec. 5 “for the purpose 
of considering voluntary and cooperative 
action between various lines of indus- 
try and between business and govern- 
ment agencies in aid of business stabil- 
ization and the preservation of the re- 
cent high level of business activity.” 


Important trade association groups in 
every industry will be _ represented. 
While no complete list is available at 
the time of this writing it is understood 
that both the National Jewelers’ Board 
of Trade and the American National 
Retail Jewelers’ Association will be 
asked to send representatives to the con- 
ference. Representatives of all groups, 
of wholesale, retail and jobbers are to 
attend the conference. It has been called 
by William Butterworth, president of 
the National Chamber, as the result of 
suggestions made by the _ industria! 
groups which conferred last week with 
President Hoover at which both Mr. 
Butterworth and Julius Barnes, chair- 
man of the Board of Directors of the 
National Chamber, were present. 


President Hoover is to open the Dec. 
5 conference and “from it may grow 
some form of business council for con- 
tinuing action.” 

At the semi-weekly newspaper con- 
ference held with President Hoover he 
expressed himself as very much pleased 
and encouraged as the result of last 
week’s conferences which included rail- 
roads, industrials, labor and construction 


industries. He has not yet conferred 
with representatives of the _ public 
utilities and the farmers, and dates for 
these conferences have not yet been an- 
nounced. 

Many statements were issued during 
the past week by leaders of the various 
groups, all indicating the backing which 
their groups are giving to the President 
in his effort to keep business going as 
usual. The only official statements, how- 
ever, came from the White House. 

Following the industrial conference 
the White House statement said that 
“industrial and business leaders warmly 
endorsed the President’s statement as to 
steps to be taken in the progress of 
business and the maintenance of em- 
ployment.” 


“The general situation was thoroughly 
canvassed,” continues the statement, 
“and it was the unanimous opinion of 
the conference that there was no reason 
why business should not be carried on 
as usual; that construction work should 
be expanded in every prudent direction, 
both public and private, so as to cover 
any slack of unemployment.” 

The White House statement continues: 

“The meeting considered it was de- 
sirable that some definite organization 
should be established under a committee 
representing the different industries and 
sections of the business community, 
which would undertake to follow up the 
President’s program in different indus- 
tries. 


“It was considered that the develop- 
ment of cooperative spirit and responsi- 
bility in the American business world 
was such that the business of the coun- 
try itself could and should assume the 
responsibility for the mobilization of the 
industrial and commercial agencies to 
these ends, and to cooperate with the 
government agencies.” 


Tariff Bill “In the Air” 


Congress Adjourns Without Passing Meas- 
ure Which Will Have to Be Acted on 
at the Next Session— Outcome of 
Legislation Said to Be 


Doubtful 


WASHINGTON, D. C., Nov. 23-—The 
first session of the 7lst Congress ad- 
journed here sine die on last Friday, 
without having done the thing for which 
it was called, namely pass the Tariff 
Bill. 


The second session of the 71st Con- 
gress convenes on next Monday (Dec. 
2). The House will proceed with is 
routine, taking up first the regular ap- 
propriation bills on which hearings are 
now being held. 


There is an agreement in the Senate 
to take up on Dec. 3 the Vare election 
case. It is generally believed that this 
can be disposed of in about a week, and 
it is then expected that the Senate will 
go back on the Tariff Bill although it 
will not be the unfinished business of 
that body. 


All kinds of rumors are current here 
relative to the passage of the Tariff Bill. 
It is generally conceded, however, by 
most people in close touch with the situa- 
tion, that the Senate will pass the Tariff 
Bill and it will be sent to conference. 
Opinion differs, however, greatly, as to 
just what will take place then. Some 
are of the opinion that the bill will be 
“killed” in conference and that it will 
never be submitted to the President for 
signature, while others believe that a 
bill will be worked out in conference, 
which can be submitted to the President 
with reasonable assurance that it will 
be signed, and which will take care of 
considerable increase in the agricultural 
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rates with protection for some of the 
industrials which most need it. 

In connection with the clock and 
watch paragraphs which were so dras- 
tically changed by the Senate over the 
way in which the bill passed the House 
and over the way in which the Senate 
Finance Committee had rewritten the 
paragraphs, there is still a chance that 
the domestic industry may not be in 
such bad shape as it now feels. 

These sections might very well be 
almost entirely rewritten in conference 
in such a manner as to provide con- 
siderable protection to the domestic in- 
dustry. In fact, most of those who have 
been following tariff legislation for 
many years are hopeful that the con- 
ferences are going to make the bill a 
success, or if not that, certainly, far 
better than it is at present. 

In addition to the conference, it has 
also to be taken into consideration that 
the clock and watch paragraphs are still 
open to “floor” or individual amend- 
ments. 

While it is true that these paragraphs 
have been passed by the Senate it is 
also a fact that on none of the schedules 
on which the Senate has passed up to 
this time, has anything been disposed 
of other than the Finance Committee 
amendments. On the other hand, it is 
not supposed likely that very many 
changes will be made as the result of 
further amendments, although, of course, 
it is a possibility. 

* * * 


New Questionnaire on Resale 
Price Maintenance 


WASHINGTON, D. C., Nov. 22.—In con- 
nection with its investigation into resale 
price maintenance, the Federal Trade 
Commission, it is just announced, has 
sent out a new questionnaire to indi- 
viduals and companies concerned. 

It is desired to make a comparison of 
the prices for price maintained and non 
price maintained goods and to compare 
the results of price cutting and price 
maintenance. Upon receipt of returns 
to this schedule progress will have been 
made toward completion of the second 
volume of the report, according to offi- 
cials of the Commission. The first vol- 
ume was issued last spring. 

The chain store investigation is now 
in full swing at the Commission. Appro- 
priate schedules have been devised to ob- 
tain the necessary information and have 
been sent to a large number of whole- 
salers, retailers, and manufacturers and 
chain store operators. At the present 
time a large force of examiners from 
the Commission are in the field making 
a study of prices. The general trend of 
the inquiry is to ascertain and report to 
the Senate (1) whether consolidations 
of stores have been effected in violation 
of the anti-trust laws (2) whether such 
consolidations or combinations of such 
organizations are susceptible to regula- 
tion under the Federal Trade Commis- 
sion Act or the anti-trust laws (3) what 
legislation, if any, should be enacted for 
the purpose of regulating and controll- 
ing chain store distribution. 
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PICTURE FRAME MADE BY 
DAVID C. DAVIS 


New Method for Determining 
Ruthenium 


WASHINGTON, D. C., Nov. 23—The 
Bureau of Standards has recently de- 
veloped an accurate analytical method 
for the determination of ruthenium, the 
rarest of the platinum group of metals. 
The method is a vast improvement on 
those previously used. The essential 
feature is the recovery of the ruthenium 
by precipitation as a hydrated oxide 
when a very faintly acid solution is 
boiled for a few minutes. So complete 
is the precipitation that delicate tests, 
sensitive to one part in 100,000 fail to 
detect any ruthenium in the filtrate. 

One of these tests, developed during 
the investigation, consists in the pro- 
duction of a green or bluish green color 
by reaction with thiourea. The im- 
portance of the method is that it greatly 
simplifies the analytical determination 
of this precious metal. 

* * * 


Large Exports of Watches from Basel 
Due to Tariff Agitation 


WASHINGTON, D. C., Nov. 25—As in 
the June quarter of this year, exports 
of watches and watch movements to the 
United States from Basel, Switzerland, 
during the September quarter were 
larger in value than usual, due to 
heavier purchases made, it is stated by 
the Swiss trade, in anticipation of in- 
creases in the United States tariff, ac- 
cording to a report to the Department of 
Commerce from Vice Consul Albert W. 
Scott at Basel. 

The value of exports of complete 
watches to the United States in the Sep- 
tember quarter just past was $139,579 
compared with $79,389 for the same 
quarter of last year. While exports of 
movements were valued at $197,219 for 
the September quarter of this year 
compared with $86,765 for the same 
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quarter of last year. The value of 
exports of complete watches in the June 
quarter of this year was $152,286 and of 
movements $183,266. 

The trade of watch manufacturers in 
this district, says the Consul, with most 
countries other than the United States 
continues about as satisfactory as last 
year. Efforts made through the watch- 
making trust to control sales of move- 
ments, which had teided to increase at 
the expense of the sales of complete 
watches, are reported to have resulted 
in some success for the benefit of the 
industry as a whole. 

It is understood that there is prac- 
tically no unemployment in watch 
making: centers of this district and of 
other parts of Switzerland, and that the 
number of persons employed in the in- 
dustry is considerably larger than a few 
years ago. 








An Unusual Picture Frame 


MESSAGE against the horrors of 

war is strikingly portrayed in an 
unusual picture frame wrought in gold 
and chromium plate by David C. Davis, 
silversmith and manufacturing jeweler 
at 236 Ludlow Ave., Cincinnati. The 
frame represents five months of tedious, 
exacting labor and it was inspired by a 
five months’ tour around the world by 
its creator. 

Several messages are interwoven in 
the conception with the top carrying a 
bit of philosophy, reading, “No Religion 
Is Higher Than the True Kind Heart.” 
At the top of the picture, which is that 
of Davis’ daughter, is the inscription “In 
Peace We Live” and surrounding it “In 
War We Die—For What?” Then at the 
bottom—“That Is the Question.” 

Although the frame now is being used 
for the daughter’s picture, Davis as- 
serted that it would never be inherited 
as he intends to present it to a museum 
in Washington, D. C. If this isn’t done 
before his death the mission will be 
carried out after he has passed on. 








Gifts, Art Wares and Novelties Asso- 
ciation Elects Officers 


The Gifts, Art Wares and Novelties 
Association recently held a meeting at 
which officers were elected for the en- 
suing year. Just now the organization 
is preparing for its approaching shows, 
the winter event from Feb. 3 to 8 and 
the summer show from Aug. 4 to 9 in 
the Hotel Stevens, Chicago. 

The officers chosen include: President, 
E. W. Steinbeck; first vice-president, 
Benjamin Marcuse; second vice-presi- 
dent, Walter Larsen; third vice-presi- 
dent, Mrs. E. D. Leavitt; treasurer, 
Malvin Flesham, and secretary, Ralph 
B. Kraetsch. The directors are: John 
F. Bowman, L. B. Reitman, E. W. Stein- 
beck and Mrs. E. D. Leavitt. Mr. Stein- 
beck succeeds himself as president. 

Those desiring information about the 
shows should write to the office of the 
organization at 58 E. Washington St., 
Chicago. 
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Old “Jewelers League” Now a Memory 


Golden Seal Assurance Society into Which Its Remaining 
Members Were Taken, to Be Wound Up by Insurance 
Department of New York—Metrcpolitan Life 
Insurance Co. May Take Over Policies 


BINGHAMTON, N. Y., Nov. 21.— 
Supreme Court Justice Leon C. Rhodes, 
sitting Nov. 16 at Special Term for the 
Sixth Judicial District, permitted and 
directed Albert Conway, State Superin- 
tendent of Insurance, to take possession 
of the business and affairs of the Golden 
Seal Assurance Society of Roxbury and 
authorized Mr. Conway to make, with 
the Metropolitan Life Insurance Co., a 
mutual life insurance company organized 
under the laws of the State of New 
York and having surplus assets exceed- 
ing $160,000,000, a contract by which the 
Metropolitan company will substitute its 
policies in place of the certificates pay- 
able from the mortuary, new mortuary, 
endowment and assurance league funds 
for such sums as their respective dis- 
tributive shares in several of the funds 
of the Golden Seal Assurance Society 
will purchase, provided 75 per cent of 
the members of the Golden Seal mem- 
bers holding certificates accept the Met- 
ropolitan contract and authorize Super- 
intendent Conway to turn over to the 
Metropolitan their respective distribu- 
tive shares in the funds of the Golden 
Seal. 

This action was taken with the ap- 
proval of the officers and directors of 
the Society, who appeared in Court by 
attorneys and consented to the making 
and entry of the order, and stated to 
the Court that, in their opinion, the 
members of the Society will be greatly 
benefited by accepting the offer of the 
Metropolitan Life. 

Hamilton Ward, Attorney-General of 
the State of New York, appeared before 
Justice Rhodes as attorney for State 
Superintendent of Insurance Conway 
and through Clarence C. Fowler, his 
counsel, stated that the liquidation of 
the Golden Seal Assurance Society and 
the continuance of the life insurance 
of the members with a solvent life com- 
pany such as the Metropolitan Life In- 
surance Co. was in accordance with the 
usual course of the State Department 
of Insurance when it finds an insurance 
company in a hazardous condition. The 
court order was made on the motion of 
Attorney-General Ward. 

It was learned upon the argument in 
court today for the first time that Super- 
intendent Conway has been negotiating 
for more than a month in an effort to 
save the life insurance protection for 
the members of the Golden Seal Assur- 
ance Society. Chief Examiner John E. 
Diefendorf and examiners Edwin Mc- 
Laughlin and Clarence G. Baker of the 
State Department of Insurance have 
been at the home office of the company 





at Roxbury, N. Y., for some time and 
made an examination of the company as 
of Oct. 31, 1929. 


As soon as the report of the examiners 
was completed, Superintendent Conway 
was in a position to close the contract 
with the Metropolitan company, which 
action on his part with the approval of 
Justice Rhodes will prevent the loss of 
the life insurance protection to living 
members holding certificates of several 
of the insurance funds established by 
the Society which are not wholly in- 
solvent. 


Under the terms of the contract and 
the court order, all life insurance pro- 
tection of the Golden Seal Assurance 
Society will cease at midnight, Dec. 3, 
Eastern standard time, at Roxbury, 
N. Y., and each member who desires to 
surrender his distributive share of the 
assets of the Golden Seal Assurance 
Society to the Metropolitan Life Insur- 
ance Co., will receive a _ life in- 
surance policy written by the Metro- 
politan company, at Metropolitan rates 
and without medical examination. The 
members holding accident and health 
certificates payable from the _ benefit 
fund, in which fund there are no assets, 
will not receive any distributive shares 
and by the court order are not per- 
mitted to participate in the special in- 
surance funds set up for other groups 
of members, but negotiations are pend- 
ing for the re-insurance in, or transfer 
to, another insurance organization. 


The Golden Seal Assurance Society 
was a fraternal benefit society organized 
under Article VII of the New York in- 
surance laws and commenced business 
on March 11, 1902, under the name of 
Order of the Golden Seal. It changed its 
name as it is at present on Nov. 15, 
1919. The total amount of its insurance 
in force on Dec. 31, 1923, was approxi- 
mately $13,000,000 and it has 10,000 
members. It did business in New York. 
Rhode Island, New Jersey, Pennsylvania, 
Maryland, Virginia, North Carolina, 
Georgia and Illinois. 

The report of the official examiner 
shows that on Oct. 31, 1929, the Society 
had total assets of $1,215,896.17 and 
liabilities of $1,237,236.65 and a deficit 
of $79,070.95. 


The report of the dissolution of the 
Golden Seal Assurance Society will be 
received with regret not only by the few 
hundred members of the old Jewelers’ 
League, who are now policyholders of 
that company but by the thousands of 
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other former members of the League, 
who still have a sentimental interest in 
the old organization as well as by those 
firms who hold policies as security 01 
collateral. Time was when the old 
Jewelers’ League founded in the 70’s, 
was one of the most active and virile 
organizations in the jewelry trade. Its 
annual meetings in New York used to 
crowd Masonic Hall with jewelers from 
all over the country and its proceedings 
were not only followed with interest by 
the thousands of members but also by 
the trade at large. It numbered on its 
roster, leaders in every branch of the 
jewelry industry as well as retailers in 
nearly every section of the Union. 

The League, unfortunately, had 
started on a basis of equal assessment 
for all members but in the early 90’s had 
to make changes of rates and gradually 
go on a life insurance basis. As its 
membership dwindled, it sought to take 
in those outside of the jewelry trade and 
to this end changed the name to the As- 
surance League of America. Conditions, 
however, grew from bad to worse until 
it was seen that the organization could 
not continue along successfully. The 
New York Insurance Department, then, 
sought to have the policies taken over 
by the Metropolitan Life Insurance Co., 
but this plan was opposed by the ad- 
ministration then in power, which acting 
on a referendum of members, arranged 
for an amalgamation with another fra- 
ternal association, the Order of the 
Golden Seal. 


In this amalgamation, the old mem- 
bers of the Jewelers’ League became the 
Jewelers Manhattan Camp of the Golden 
Seal, which, though dormant, has been 
continued formally as an organization 
until the present, Leo Wormser being 
the titular commander. The member- 
ship of the camp has dwindled year by 
year as old jewelers have died off and 
dropped out and no new members have 
been elected until now it is but a shadow 
of the old League. 


A notice to the members explaining 
what the Metropolitan Life Insurance 
Co., will do on their present policies, will 
be sent out in a few days and repre- 
sentatives of that company will probably 
call on most of the members and take 
the subject up in detail. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Nov. 23, 1929. 

The U. S. Assay Office reports: 


Gold bars exchanged for gold 


a ee ee he a eee $904,514.62 
Gold bars paid depositors.... 47,078.81 
EON a winiin Sete ere eer} bd $951,593.43 


Of this gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 





Now. 26...«. $627,805.18 
“% | 32 eh ae ee ore 76,812.38 
SED vistas PS aid welds : 71,983.53 

8 re 57,012.95 

- 2 gaa. ae ; _— 55,726.56 

, eee ; : 15,174.02 

Total $904,514.62 
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Retail Trade Questionnaire 





President Frasier of A. N. R. J. A. Appoints 
Committee to W ork with Depart- 
ment of Commerce 


President William G. Frasier of the 
American National Retail Jewelers’ 
Association has been at work on the 
questionnaire study of the retail jewelry 
trade which is to be conducted in as- 
sociation with the Department of Com- 
merce of the Bureau of Foreign and 
Domestic Commerce and is now ready to 
announce the appointment of the follow- 
ing committee to represent his associa- 
tion: 

H. R. Avery, president, Webb C. Ball 

Co., Cleveland, Ohio; 
Norman E. Hascall, president, J. J. 
Freeman Co., Toledo, Ohio; 

Charles Hammarstrom, general man- 

ager, Marcus & Co., New York; 

Louis Hausmann of Hausmann, Inc., 

New Orleans, La.; 

Edward F. Herschede, Frank Her- 

schede Co., Cincinnati, Ohio; 

Walter M. Jaccard, chairman of the 

board Jaccard Jewelry Corpora- 
tion, Kansas City, Mo.; 

James Kingman, vice-president, Smith- 

Patterson Co., Boston, Mass.; 
Simon Linz, Linz Bros., Dallas, Tex.; 
Percy K. Loud, secretary-treasurer, 

Wright, Kay & Co., Detroit, Mich.; 
Emil J. Scheer, Rochester, N. Y.; 
Arthur J. Sundlun, president, Kahn 

& Co., Inc., Washington, D. C.; 

William G. Thurber, secretary-treas- 

urer, Tilden-Thurber Corporation, 

Providence, R. I. 

Officers of the Department of Com- 
merce are taking much interest in the 
work and it is reported that in addition 
to the questionnaire survey it is expected 
to conduct special surveys of typical 
stores in various parts of the country. 
These surveys will be made wherein the 
costs of all the various operations in- 
cident to running a jewelry store will be 
analyzed and classified. 

The committee above mentioned will 
formulate the questionnaire which will 
be submitted by a special sub-committee 
to the Department of Commerce for 
analysis and final decision. The ques- 
tionnaire will be sent to the retail jew- 
elry trade from the Department of Com- 
mere, and returns will be made to it in 
government franked envelopes. 








Fox River Valley Jewelers’ Club 
Elects Officers 


Fonp pu LAc, WIs., Nov. 22—Otto H. 
Fischer, Appleton, was elected president 
of the Fox River Valley Jewelers’ Club 
at a zone meeting of that organization 
held at the Elks’ Club in this city Nov. 
13. Other officers elected include: J. F 
Krumrich, Oshkosh, vice-president; Irv- 
ing Krail, Fond du Lac, vice-president; 
F. J. Ansorge, Green Bay, treasurer, and 
Louis Start, Chilton, secretary. 

Sixteen jewelers attended the meet- 
ing to hear the officers of the state as- 
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sociation give their annual reports and 
to hold the annual election. Otto 
Fischer presided as chairman in the 
absence of J. R. Chapman, who was ill 
and unable to attend. Mr. Chapman 
had not missed a meeting of the Fox 
River Valley Jewelers’ Club in 21 years. 








Jack L. Keenan to Become Sales 
Manager of the Illinois Watch 
Company, December 1 


Jack L. Keenan, well known in watch 
circles in this country, left New York 
last Sunday by automobile for Spring- 
field, Ill., where on Dec. 1 he will assume 





JACK L. 


KEENAN, NEW SALES- 
MANAGER OF ILLINOIS WATCH CO. 


the duties of sales manager of the 
Illinois Watch Co. Mr. Keenan succeeds 
J. W. Armbruster in his new position. 

Since July, 1926, Mr. Keenan has 
represented the Illinois concern and 
maintained an office in New York. He 
covered the territory East of Pittsburgh, 
Cleveland and Hamilton, Canada. After 
Dec. 1 he will reside permanently in 
Springfield. 

Before becoming associated with the 
Illinois Watch Co., Mr. Keenan was 
manager of the New York office of the 
Keystone Watch Case Co., and previous 


to that time managed the Howard 
Watch Works at Waltham, Mass. Pre- 
ceding these connections, Mr. Keenan 


was in charge of the Boston office of 
the Crescent Watch Case Co. 





Oliver M. Artes Appointed Manager 
of Howard Distributors, Inc. 


CHICAGO, Nov. 22.—Oliver M. Artes 
has been appointed manager of Howard 
Distributors, Inc., with offices in Room 
1340 Pure Oil building, 35 E. Wacker 
Drive. Mr. Artes will handle all sales 
of Howard watches in the entire United 
States. Howard watches, which are 
manufactured by the Keystone Watch 
Case Co., will no longer be marketed 
by this concern. The company will con- 





tinue its manufacture but will make dis- 


“writer 
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tribution through Howard Distributors, 
Ine. 

For years Mr. Artes has been as- 
sociated with the Chicago office of the 
Keystone Watch Case Co. He resigned 
his position with the company about six 
weeks ago to accept a position with the 
Norris, Alister-Ball-Bridges Co. He was 
to make his headquarters in Kansas 
City and handle the Sangamo clock 
products. When the Howard propusi- 
tion presented itself he decided he pre- 
ferred to continue in the watch line. 








Harold J. Lance Becomes Vice-Presi- 
dent of National Publicity Service 


Harold J. Lance, for the past six 
years advertising manager of the Gor- 
ham Co., is now associated with the 
National Publicity Service, 285 Madison 
Ave., New York, as vice-president. 

Mr. Lance, although still in his thir- 
ties, has had much experience in this 
field. Upon graduating from the Uni- 
versity of Michigan he joined the Army 
and saw two years of service in France. 
The following two years were spent in 
the sales department of the B. F. Good- 
rich Co. Mr. Lance then became adver- 
tising manager of the Noiseless Type- 
Co. and after its consolidation 
with the Remington acted in a similar 
capacity for the Remington Noiseless 
Typewriter Co. He remained at that 
post for two years and in 1924 assumed 
the position of advertising manager of 
the Gorham Co., retaining that connec- 
tion until his recent change. 

A. Bernasconi, president of the Na- 
tional Publicity Service, with whom Mr. 
Lance is now associated, has been a close 
friend of the latter for over 10 years. 
He is head of the Publicity Art Service, 
a commercial art agency which he 
founded and which now becomes a part 
of National Publicity Service. The 
concern has done the direct mail and 
art work during recent years for Gor- 
ham, Longines watches, Remington type- 
writers, Singer sewing machines and 
other national advertisers and agencies. 








Rally Held in Milwaukee Attracts 
350 Jewelers from All Sections 
of the State 


MILWAUKEE, WIs., Nov. 22—About 
350 retail jewelers from all parts of 
Wisconsin attended an_ inspirational 


rally sponsored by the Milwaukee Dis- 
trict Jewelers’ Club at the New Hotel 
Pfister last Tuesday. 

Joe L. Long, Chicago, spoke on “Mind- 
ing Everybody’s Business.” 

The wives and friends of the jewelers 
attended the inspirational lecture, which 
was preceded by a dinner. Arrange- 
ments for the event had been made by 
Adolph Possin of the Bozhardt-Possin 
Co., chairman; Arthur Bachman, presi- 
dent of the Milwaukee District Jewelers’ 
Club; Louis Bunde, Bunde & Upmeyer; 
Ervin Fuchs, and Henry Jung. 








THE 














JEWELERS’ CIRCULAR November 28, 1929 



























































| Established 1860 
Se 
Cutters and Importers of 
DIAMONDS 
155-157 Summit Street 511 Fifth Avenue 
| NEWARK, N. J. NEW YORK | 
= i 
fim. S. Hedges & En. 
IMPORTERS OF 
DIAMONDS 
FRANK JEANNE, President 20 West 47th Street 
c. L. BLEECKER, Vice-President 
WM. ©. GRUNER, Treasurer NEW YORK INCORPORATED i011 




















e 



















CUTTING WORKS: 551 Fifth Avenue 
155-157 Summit Street 


ESTABLISHED 1888 


Jacobson Brothers 


CUTTERS OF 


“PROPERLY MADE” DIAMONDS 

















Newark, N. J. NEW YORK 









































November 28, 1929 


To Quit Wholesaling 


Smith Patterson Co., Boston, to Retire from 
Wholesale Business Jan 1, but Will 


' , + 
Continue to Manufacture and 


Retail 
Boston, Mass., Nov. 23—The Smith 
Patterson Co. is about to retire from 
the wholesale jewelry business, after 


maintaining such a department for up- 
wards of 50 years. Relinquishment will 
take effect Jan. 1. 

Just what disposition will be made of 
the wholesale business has not yet been 
determined. There is a possibility that 
it will be carried on as a separate con- 
cern by some member of the Smith Pat- 
terson Co., who will be given an oppor- 
tunity to acquire the business, and 
operate it under his own name. 

Almost half a century ago the whole- 
sale business was founded by M. N. 
Smith, president of the Smith Patterson 
Co. Since that time, under his direction 
for years, it grew to be one of the 
largest and most important wholesale 
establishments in the country, covering 
the whole of New England and farthe1 
afield and reaching out to Canada, where 
the company maintains a large retail 
establishment. In later years the whole- 
sale department was in charge of Cari 
D. Smith, who passed away some years 
ago. During his management he was 
ably assisted by J. Aubrey Gilmore, 
Victor Day and others and during the 
last three or four years it has been in 
the hands of H. A. Martin as manager 
Mr. Martin has been in the department 
for 30 years. 

The firm established a policy many 
years ago to the effect that it would con- 
fine itself entirely to wholesale transac- 
tions and not in any way engage in 
retail business. That policy was one 
which the concern cherished and main- 
tained with the most rigid exactness. 

The manufacturing end of the busi- 
ness will continue as in the past. The 
retail business will also go on as usual. 





aan | 


Diamonds Were 
the Pond 





Thrown in 


When 


An interesting anecdote of the days 
when the identity of diamonds was un- 
known at the farm on which they were 
first discovered in South Africa is told 
in a recent issue of the Belgian Diamond 
Industry. In telling of the death last 
April at Christiana of Gert De Beer the 
last of the two surviving sons of J. N. 
De Beer it recalls that the father was 
one time owner of the farm Voorwitzicht 
now owned by the De Beers Consolidated 
Mines, Ltd., Kimberly, and says of the 
son who just died: 

“Mr. De Beer at an early age lived or 
the spot which was to become famous 
throughout the world as the greatest 
diamond field that has ever existed. He 
would often relate how he and his broth- 
ers as small boys would schabble in 
Meerkat burrows in search of blink- 
klippe, as the shining stones were called 
These were used for various games, and 
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the larger were saved for throwing in 
the dam on the farm, the 
splash they made quite out of proportion 
to their size. 

“After a time Vooruitzicht was sold. 
The story of the diamonds must have 
got abroad, for one day a man, ostensibly 
in search of a suitable farm, arrived, 
and made Mr. De Beer, the father, an 
offer for the place. Not wishing to sell, 
the owner rejected an offer of £2,000 
and demanded what he considered the 
prohibitive price of £6,000, and got it.” 


because of 








Officers Re-elected 


Members of Boston Jewelers’ Club Choose 


Officers and Plan for Annual Banquet 

Boston, MAss., Nov. 22—At the an- 
nual meeting of the Boston Jewelers’ 
Club held recently officers for the year 





STONE 
PRESIDENT 


WILLIAM UL. 
RE-ELECTED 


were elected. Those chosen include: 
President, William L. Stone; vice-presi- 
dent, Carl F. Lawton; _ secretary- 
treasurer, Albert R. Kerr. The direc- 
tors are as follows: A. Bigelow, Edward 
D. Cole, Frank T. Cram, James King- 
man, James H. Parks, J. Charles Stever. 

The following committees were named 
for the annual banquet at the Copley 


Plaza, Feb. 5: Entertainment, Edward 
D. Cole, James H. Parks; souvenir, 
Albert R. Kerr, Frank T. Cram, E. A. 


Bigelow; minister, James H. Parks, 
James Kingman; flowers and cigars, J 
Charles Stever, James Kingman; badges, 
Edward D. Cole; guests, Albert R. Kerr: 
reception, E. F. Lilley, chairman. 








Stock and fixtures of the Bernard 
Brink jewelry store, 627 Hampshire St., 
Quincy, Ill., suffered $2,000 loss in a fire 
one night recently, believed to have 
been due to a short circuit in the light 
fixtures or demagnetizer used in the 
repair department. Several watches in 


the repair department and valuable tools 
were destroyed. 
insurance. 


The loss is covered by 





Creditors of Kloville Bros... New 
York, Win $46,000 Award from 
Insurance Company 


A novel manner of obtaining a quick 
settlement of a claim against an insurance 


company ended successfully last week 
when arbitrators awarded creditors of 
Kloville Bros., New York, the sum of 


$46,000, which has already been paid by 
the Commercial Union Assurance Co. 
The committee active in having this dis- 
puted claim placed before three arbitra- 
consisted of Emil Tas, Louis White- 
law, Stephane Marchand, Max Mire, and 
Emil Koenig. 

About two years ago Kloville Bros. 
turned their property over to their 
creditors, after Jack Kloville’s trunk was 
switched and rifled in Toledo, Ohio. 
Among the assets was a claim against 
the Commercial Union Assurance Co. 
The above mentioned committee retained 
S. Howard Imbrey, of Moos, Nathan, 
Imbrey & Levine, 110 William St. 
He was unsuccessful in his attempts to 
collect the claim and thereupon started 
litigation in the Supreme Court. 

On the eve of the trial the insurance 
company’s attorney, William Otis Badg- 
er, agreed to arbitrate the matter, each 
side appointing one arbitrator and the 
two arbitrators agreeing upon the third. 
After several hearings before the arbi- 
trators, which were conducted by Alfred 
B. Nathan, an award was made in the 
sum of $46,000 in favor of the Credit- 
ors’ Committee and against the insur- 
ance company. By reason of the fact 
that the claim was tried before a board 
of arbitrators there can be no appeal. 
Distribution of the final dividend will be 
made in the course of a few days. 
Creditors have already received two divi- 
dends of six and seven and one half per 
cent and it is expected that they will 
now receive an additional dividend in 
excess of 12 per cent. 


tors, 





Business Records 





George L. Wilke, Big Spring, Tex.., 
has filed a voluntary petition in bank- 
ruptey. 

An involuntary petition in bankruptcy 
has been filed against Blanton’s, Lexing- 


ton, Ky. 
Jeanette Price (Mrs. Chas.) Boston, 
Mass., is offering a settlement of 15 


cents on the dollar. 

John W. Wehrly, Portland, Ind.. is 
in bankruptcy and is reported to have 
assets of $9,756 and liabilities totalling 
$11,933. 

A voluntary petition in 
has been filed by Henry J. Dafner, 
Rochester, N. Y. Assets are given as 
$502 and liabilities $1,400. 

Chase B. Seatterday, Akron, Ohio, has 
filed a voluntary petition in bankruptcy 
The assets are estimated at $800 and lia- 
bilities $7,783. 

A voluntary petition in bankruptcy 
has been filed by Lothair Rich, Atlantic 
City, N. J. Assets are listed at $11,500 
and liabilities at $22,107. 


bankruptcy 
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Hopes to Pay in Full 





Receiver of Richter & Phillips Co., Cincin- 
nati, Issues Encouraging Statement as 
to Continuation of the Business 

CINCINNATI, Nov. 23—“‘We can pay 
dollar for dollar and continue to do busi- 
ness at the old stand if the company is 
not hampered by creditors in its present 
difficulty,” declared C. E. Richter, who, 
as reported in THE JEWELERS’ CIRCULAR 
last week, was appointed receiver for 
the Richter & Phillips Co. last Monday. 
Mr. Richter, who formerly was a part- 
ner of the concern, was named by Judge 
Stanley Struble in Common Pleas Court 
of Hamilton County, to take charge 
under bond of $200,000. 

It is the receiver’s plan to continue the 
company as it has been constituted until 
the end of the present year and then 
effect a reorganization. It is likely that 
renewed life will be put into the com- 
pany’s veins through the transfusion of 
added capital which will increase the 
present capitalization of $257,000. 

A suit asking for a receiver was sub- 
mitted by officers of the concern when 
it had been determined that an agree- 
ment could not be reached by them and 
the Adjustment Committee of the Na- 
tional Jewelers Board of Trade. The 
difference of opinion embraced the pos- 
sibility of collecting some of the accounts 
on the books of the concern which Mr. 
Richter insists, can be done. The ac- 
counts run upwards of $400,000 and 
with this money, or at least some of it, 
the company can pay all the money it 
owes and leave a balance on the right 
side of the ledger. 

This wholesale jewelry house has been 
in business in Cincinnati for 30 odd 
years. It started in a small way on Race 
St., near Fourth St., moved to Fourth 
and Vine Sts., then to Fifth and Vine 
Sts., but spent the major part of its 
existence at 124 W. Sixth St. For the 
past three years the firm has occupied 
the entire second floor of the Temple Bar 
building at Court and Main Sts. “We 
enlarged our business every time we 
moved, in fact, it was found necessary 
to obtain larger headquarters to carry 
on our work,” said Sam R. Young, 
president of the company. 

The officers include Mr. Young, presi- 
dent; J. Harvey Phillips, vice-president; 
Lawrence Fledderman, secretary, and 
Maurice Phillips, treasurer. Mr. Rich- 
ter, who was named receiver, assisted 
in organizing the company with the 
father of Harvey, Maurice and Jesse 
Phillips, and was a partner in the com- 
pany until he sold his interests to the 
sons. Mr. Richter remained in charge 
of the diamond department. At the 
time he sold his part of the company it 
was a complete financial transaction and 
Mr. Richter did not take any notes, but 
was paid in full for his stock. There 
had been rumors here that he had taken 
notes in the deal, but that is not true. 

A meeting of the creditors of the 
Richter & Phillips Co., was held at the 
National Jewelers Board of Trade, 
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Thursday, at 4 p. m., and was attended 
by creditors holding or representing the 
bulk of the indebtedness of the concern. 
Nearly every large creditor was either 
present or represented. It was decided 
to appoint a committee of three to go 
to Cincinnati to determine exactly what 
the situation is and report back with 
recommendations as to what is best for 
the creditors to do. 

The meeting had been called by the 
Adjustment Committee of the Board, 
into whose hands the affairs of the 
Richter & Phillips Co. had been placed 
some time ago, and who had been mak- 
ing a careful investigation. Joseph L. 
Herzog, chairman of the Adjustment 
Committee, called the meeting to order, 
explained what the committee had done 
saying that a careful investigation had 
been made and that they were about to 
make a recommendation when they were 
notified of the appointment of a receiver 
by the State courts which came like a 
“bolt from the blue.” Under the circum- 


stances, the work of the Adjustment 
Committee was over and he simply 


wanted to report to the creditors briefly, 
outlining the condition as they had 
found it and why the committee could 
no longer function. 

The balance sheets of the firm as of 
Oct. 25, made up by the accountants for 
the committee, showed total current 
assets of about $444,185 to which might 
be added debts from officers, furniture, 
fixtures and other things which would 
bring the assets up to about $450,432. 
Of this amount, the committee found 
cash of but $420, good mail order 
accounts of $51,242 and good accounts 
receivable from jewelers, $97,647, or a 
total of $148,891. The merchandise 
inventory at cost was given as aboul 
$281,068. 

Against this, the concern had liabili- 
ties to creditors and banks, employes, 
ete., of about $537,857 unsecured in- 
debtedness. 

Telegrams to various creditors were 
read from some of the largest creditors 
in Cincinnati and members of the firm, 
urging that they take no action to dis- 
turb the State court proceedings which 
were found necessary in order to protect 
the estate. 

After the usual discussion, it was 
decided that no definite action could be 
taken in the absence of definite know]l- 


edge of the situation in Cincinnati. 
Arthur Lorsch, who had been elected 
chairman at the meeting, was em- 


powered to appoint a committee of three 
to make an investigation and report back 
recommendations to creditors. 








Use of the Term “Onyx” 


Federal Trade Commission Issues Com- 
plaints Against Companies Who 


Embodied This Word in Trade 


Names for Glass Products 


WASHINGTON, D. C., Nov. 21.—On June 
29, 1929, the Federal Trade Commission 
issued its complaint against the L. J. 
Houze Convex Glass Co., of Point Mar- 


57 


ion, Pa. The company has been en- 
gaged in the sale and distribution of 
various articles of merchandise fashioned 
into lamps, lamp bases and breaks, gear 
shift balls for automobiles and other 
products. Pertinent paragraphs in the 
complaint are reproduced as follows: 

“Paragraph Five. In the course 
and conduct of its business during 
the times herein mentioned respon- 
dent has advertised, offered for 
sale and sold lamps, lamp bases and 
breaks under the label, designation 
and description ‘Onxglass’ and/or 
‘On-X-Glass’ and has advertised, of- 
fered for sale and sold its said gear 
shift balls for automobiles under 
the label, designation and descrip- 
tion ‘Marblex Onyx.’ 

“Paragraph Six. The use by re- 
spondent of the words ‘Onxglass,’ 
‘On-X-Glass’ and ‘Marblex Onyx’ 
to designate and describe said prod- 
ucts in advertising and upon the 
packages containing said articles 
has the tendency and capacity to 
mislead and deceive the immediate 
and ultimate purchasers of said 
articles into the belief that they 
are composed of onyx and to cause 
them to purchase said articles in 
that belief.” 

On July 15, 1929, the Federal Trade 
Commission issued its complaint against 
the Marietta Mfg. Co., of Indianapolis, 
Ind. According to the commission, the 
firm is engaged in the manufacture and 
sale of a product designed as and used 


as a substitute for marble, which it 
simulates in appearance. The complaint 
continues: 


“Paragraph Two. The respon- 
dent solicits its business by adver- 
tising in newspapers and period- 
icals of national circulation and by 
the circulation among the trade and 
general public of catalogues, circu- 
lars, leaflets and other like litera- 
ture. In all of its advertising cat- 
alogues, circulars, leaflets and other 
like literature above mentioned, re- 
spondent describes and designates 
its product as ‘Sanionyx’ and as 
‘vitreous marble,’ whereas in truth 
and in fact said product is neither 
onyx nor marble but is a manufac- 
tured product the chief component 
of which is silica sand. 

“Paragrah Three. The descrip- 
tion and designation by the re- 
spondent of its said product as al- 
leged in paragraph two hereof is 
false and misleading and has the 
tendency and capacity to deceive 
the purchasers of said product into 
the belief that respondent’s said 
product is marble or onyx, and to 
cause said purchasers to purchase 
said product in that belief.” 








M. M. Munn, retail jeweler, Saranac 
Lake, N. Y., is notifying the trade that 
William G. Scheefer, who for the past 
10 years has been in Mr. Munn’s employ, 
has acquired an interest in the business 
which will hereafter be conducted under 
the style of M. M. Munn & Co. 
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Alleged Thieves Arrested 


Pair Suspected of Stealing Tray of Bracelets 
from Washington, D. C., Store Caught 
in Another Jewelry Establishment 


WASHINGTON, D. C., Nov. 22—In what 
is said to have been a second attempt to 
rob local jewelers, the men who are 
thought to have robbed the Franc Jew- 
elry Co. last week have been caught. 

Two men visited the store of Milton 
Baer, 809 17th St., N. W., on two days 
in succession, asking to see diamond 
bracelets. Following the robbery of the 
Franc concern, from which about $5,000 
worth of jewelry was taken, the police 
department broadcast descriptions of the 
men. Mr. Baer became suspicious when 
the men called, and summoned the police. 

The men caught described themselves 
as Fred Carl Sampson, 23 years old, and 
James Preserio, 24 years old. 

Three employes of the Franc concern 
viewed the pair in the police line up and, 
according to the detectives handling the 
case, identified them as having been seen 
in the store immediately preceding the 
discovery of the loss of a tray contain- 
ing $5,000 worth of jewelry. Neither 
has yet made any statement. 








Burglars Visit Los Angeles Store and 
Carry Off Jewelry and Clocks 


Los ANGELES, CAL., Nov. 21—Juan 
Gutierrez, 319 Temple St., reported to 
the police that his store had been burg- 
larized and about $4,000 in miscellaneous 
jewelry, rings and clocks stolen. The 
haul was made some time during the 





night and was discovered when Mr. 
Gutierrez opened the store yesterday 
morning. 

The burglars were industrious for 


they had ripped off a rear door, hinges 
and bolts. There must have been con- 
siderable noise, police say, but no one 
could be found who had heard anything 
unusual that night. 

It is believed that an automobile was 
used by the burglars as the loot could 
not have been carried off in several 
men’s arms. Among the stolen articles 
were 150 watches, more than 150 rings, 
25 alarm clocks, several chains, brace- 
lets and necklaces. Fingerprints were 
secured by the police. 








Alleged Window Smashers Caught 
After Robbery at Philadelphia 
Jewelry Store 


PHILADELPHIA, Nov. 25 Window 
smashers and cutters, who have been 
making sporadic raids on Barr’s jewelry 
store, 1018 Chestnut St., came to grief 
last Saturday morning when two men, 
claiming New York as their home, were 
captured after a chase. The pair, it is 
charged, had cut a piece out of a display 
window with a diamond tool and had 
reached in and taken several watches, 


when a policeman saw them standing in 
front 


of the window. His suspicions 
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aroused and he them, 
drawing his revolver. 

One of the men, who gave the name of 
Antoni Haji, ran, but George Maraketis 
was caught before he had a chance to 
flee. The cutting of the window had 
caused a burglar alarm to sound in a 
protective agency office and operatives 
from it hastened to the store and cap- 
tured Haji before he had gone far. 

Both prisoners denied attempting to 
hob the window, but several watches, the 
police say they had thrown away, were 
picked up along the course of Haji’s 
flight. The same window was smashed 
a few weeks ago and watches valued 
at more than $300 were stolen. 


were ran up to 








Beaten and Robbed 
Bronx, N. Y., Jeweler Victim of Thieves 
Who Loot Safe and Escape 

Joseph Del Greco, a jeweler at 691 E. 
187th street, Bronx, New York, was so 
badly beaten by two thugs who entered 
his store last Monday, that he is now 
confined to his home where he will likely 
have to remain for several days. The 
thieves rifled the jeweler’s safe, leaving 
behind only a few articles of merchan- 
dise. The safe held between $15,000 and 
$18,000 worth of jewelry, but just what 
the loss will amount to is not definitely 
known at this time. The loss was not 
covered by insurance. 

Mr. Del Greco was alone in his store 
when two men entered and one produced 
a watch which he asked to have repaired. 
As the jeweler sat down at his bench to 
inspect the timepiece the visitors pro- 
duced revolvers and ordered Mr. Del 
Greco to put up his hands. 

He was then fastened to a chair in 
the center of the room by means of a 
pair of handcuffs and a heavy piece of 
adhesive plaster was placed over his 
mouth to prevent him from shouting. 
As though the robbers did not believe 
him sufficiently helpless in this position, 


one of them struck him over the head 
with the butt of his revolver and the 
second hit him a heavy blow in the 


stomach. 

Working rapidly then and completing 
their work in the space of five minutes, 
the two bandits, who were apparently 
familiar with the layout of the place, 
scooped up diamonds from several trays, 
tossed lockets, rings and other bits of 
gold jewelry of undetermined value into 
a black bag, took cash from Mr. Del 
Greco’s pockets and fled from the store. 

As the bandits left the store the jew- 
eler heard a motor starting and a few 
moments later an automobile drew away 
from in front of the place. 

About 15 minutes after the thieves 
had left Mr. Del Greco was found by a 


milkman who immediately notified the 
police. After the jeweler was given 
medical attention he was sent to his 


home to recover from his wounds. 








The Halcyon Jewelry & Novelty Co., 
Miami, Fla., has changed its firm name 
to Barrish & Co., Inc. 
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Robbers Make Big Haul 


Masked 
Terra Haute, Ind., Jewelry Store and 
Escape with Loot Worth $42.000 

EVANSVILLE, IND., Nov. 23—Two 
masked robbers ransacked the Mason 
jewelry store at Terre Haute, Ind., tak- 
ing $42,000 worth of jewelry, practically 
the entire stock, after forcing Clay All- 
berry, manager, to open the store’s two 
vaults. The robbery occurred last 
Saturday night and the thieves escaped. 

When Mr. Allberry visited the store in 
the evening to take valuable jewelry out 
of the windows and place it in the 
vaults, the robbers stepped from behind 
a partition, confronted him with re- 
volvers and ordered him to open the 
vaults. Mr. Allberry started to open 
one of the vaults with which he was 
unfamiliar, it being the custom for 
another employe to open it. The thieves 
put him at work on the other vault, 
which he opened at once, then returned 
him to the first one, which he finally 
opened. 

Opening boxes and strewing watch 
cases and other articles of slight value 
about, the bandits worked swiftly and 
efficiently. They sent the manager to 
take the diamonds and other valuables 
out of the window and to bring the 
articles back to them. 

After he had opened the vaults, Mr. 
Allberry was tied to a high stool with 
rope and telephone cord. On leaving the 
store, the robbers warned him not to 
give an alarm for one hour and a half, 
but he wriggled sufficiently free to ob- 
tain his pocket knife and cut the ropes 
within 10 minutes. The bandits’ work 
had taken from 9 until 11 p. m. 


Thieves Overpower Manager of 








Window Smasher Gets Rings in 
Green Bay Wis., Jewelry 
Store Robbery 


GREEN Bay, WIs., Nov. 22—The store 
of J. Vander Zanden, retail jeweler here, 
was robbed of $575 worth of rings when 
a burglar broke the glass display win- 
dow and scooped up the jewelry dis- 
played there. A check up made by the 
jeweler following the robbery, which was 
discovered by a passing policeman, re- 
vealed that seven rings set with small 
diamonds varying in value from $50 to 
$125 and three gold wedding rings 
valued at $15 each had been taken. 

The entire loss was covered by insur- 
ance, according to Mr. Vander Zanden. 








Aaron Samuels, who conducted a 
jewelry and pawnbroking business at 
111 Orchard St., Elmira, N. Y., for 60 
years, and died Oct. 31, left an estate 
which may net $300,000 it was estimated 
when letters of administration were re- 


cently issued in Surrogate’s Court to 
one of his sons-in-law. Mr. Samuels, 


who was 88 years old at the time of his 
demise, is survived by four married 
daughters, and his business is being con- 
ducted for the present by a son-in-law, 
Nate Samuels. 
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Butglar Caught 





Alarm Attached to Safe Set Off When In- 
truder Attempts to Open Strong Box 
in Milwaukee Store 


MILWAUKEE, WIs., Nov. 23—A burglar 
alarm, attached to the safe of the Louis 
Esser Co., jeweler, 111 E. Wisconsin 
Ave., caused the capture of a burglar at 
5 o’clock last Monday morning. A 
wagon load of police, two detectives and 
four motorcycle officers, who responded 
to the alarm, found a man crouching in 
a corner of the store. Concealed in a 
package in his clothes were gems valued 
at about $260. 

When questioned, the man said he 
came to Milwaukee from Detroit. His 
landlady told police that he had been 
sleeping days and working nights, which 
led police to believe that he might be 
responsible for other robberies. 

He broke into the jewelry store, the 
police say, through a rear door by re- 
moving a pane of glass above the door- 
knob. The burglar alarm is connected 
only with the safe and had the man left 
the safe alone he probably would not 
have been captured. Not satisfied with 
the loot of stones he had scooped up, he 
was looking for more valuable gems and 
began to tamper with the combination 
of the safe. The first effort to open the 
door set off the burglar alarm and A. 
D. T. employes called police head- 
quarters. 








Plead Guilty 





Two Canadians Are Held for Sentence After 
They Admit Smuggling Watches into 
This 


Maurice and Joseph Julian, both of 
Quebec, whose attempts to sell watches 
smuggled over the border from Canada 
were frustrated by the speedy work of 
Federal agents acting on a tip from a 
prospective purchaser, pleaded guilty 
when arraigned before Judge Coxe in 
New York Monday morning. On mo- 
tion of the defendants’ counsel, who re- 
quested a delay until affidavits arrived 
from Quebec, sentence was deferred 
until Dec. 3. 

According to Assistant United States 
Attorney Alvin McK. Sylvester, the 
Julians admitted fully the plot in which 
they carried 1000 Swiss watches in 
specially-designed vests to evade the 
duty and sell them in New York at ex- 
ceedingly low prices. Had the plan 
worked it is believed they would have 
expanded their activities and operated 
on a larger scale. No evidence of pre- 
vious smuggling attempts or connections 
with illicit rings was found by the Fed- 
eral authorities. Maurice Julian and his 
uncle, Joseph Julian, were engaged in 
the mail order and garage business 
respectively in Quebec, and it is thought 
that they attempted watch smuggling 
operations because of the lure of the 
low duty on such merchandise in Canada. 


Country 
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Mr. Sylvester was before the Grand 
Jury again this week presenting data 
in the Federal Mail Order and Superfine 
Watch Corp. cases and he predicted that 
further developments would be forth- 
coming before the week is over. 








Platinum Metals in 1928 





Annual Report of the Bureau of Mines 
Made Public by the Department 
of Commerce 


The annual report on the production 
of Platinum and Allied Metals for the 
year 1928, has just been completed for 
the Bureau of Mines by V. C. Heikes 
and will form pages 7 to 20 of the first 
volume of Part I of the Mineral Re- 
sources of the United States 1928 when 
this is completed. 

This report made public annually by 
the Department of Commerce is of gen- 
eral interest to the platinum trade, 
though the report this year has no par- 
ticularly new features. Incidentally, it 
shows that 150 Troy ounces of crude 
platinum came from Alaska; 357 ounces 
from California; 21 ounces from Oregon 
or a total of 528 from the United States 
in 1928 which so far is in excess of the 
previous year. 

The statistics of imports indicate that 
we brought in 135,233 ounces of plati- 
num in 1928 valued at $9,357,737, which 
was considerably less than in 1927 and 
though ahead of any year prior to 1927 
in the number our examples was less 
in value than any year since 1922, owing 
to the decrease in the price of metal. 

Stocks of platinum metal in the hands 
of refiners on Dec. 31, 1928 amounted to 
78,270 ounces, a decrease of 23 per cent 
as compared with the stocks at the be- 
ginning of the year. 

During 1928, the jewelry trade used 
102,508 ounces out of a total of 187,287 
ounces consumed in all industries in the 
country or about 55 per cent of the 
total. During the year, we used 93,468 
ounces of pure platinum out of a total 
of 149,674; 4965 ounces of palladium out 
of a total of 9773 and 3260 ounces of 
iridium out of a total of 6028 ounces. 
Both the dental and electrical industries 
used much more palladium than did the 
jewelry trade, 12,270 ounces being con- 
sumed by the former and 9150 by the 
latter. 

During the year, 1928, the official price 
for fine platinum started at $72 an ounce 
at the beginning of the year increasing 
to $85 about the middle of January, 
dropping to about $80, in March and 
again dropping to about $78 in May. 
Another drop occurred in November and 
on Dec. 8, it decreased to $74, the clos- 
ing price of 1928. 

The report gives some _ interesting 
notes on the production by countries 
touching on the production of the United 
States, Australia, Canada, Colombia, 
Chile, Ethiopia (Abyssinia), Russia and 
the Union of South Africa, some of 
which may be referred to in greater 
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detail in a later issue of THE JEWELERS’ 
CIRCULAR. Shipments of platinum from 
South Africa in 1928 totalled 17,828 
ounces as compared with 10,431 ounces 
in 1927. 

As to South Africa, the report shows 
that recent discoveries in the treatment 
of platinum ores in that section have put 
into use a successful process that may 
make possible an increased yield of the 
platinum metals, but it quotes the opin- 
ion of the Editor of the South African 
Mining & Engineering Journal to the 
effect that English participation in the 
platinum market is still a matter re- 
quiring an agreement with Russian 
producers, saying it is a foregone con- 
clusion that Russian producers of plati- 
num can probably continue for many 
years to produce the cheapest platinum 
from placers. 








Caught After Chase 


Man Who Robbed New York Jeweler Shot 
by Policeman While Attempting 
to Escape 


Edward Ludorf, an unemployed and 
desperate waiter who according to the 
police had previously served three prison 
terms, was shot and caught in New York 
Monday after he had seized $2,000 worth 
of diamond rings from Jacob Schnur, a 
retailer with a shop at 1547 First Ave. 

Ludorf entered the shop in the after- 
noon and asked to look at some rings. 
When Mr. Schnur complied with the 
request, Ludorf placed his hand at his 
hip and pretending to have a revolver 
ordered the jeweler to hold up his hands. 
When the latter obeyed, the thief 
grabbed the rings and fled, going to the 
hallway of the building and continuing 
to the rear yard. Mr. Schnur dashed 
after him and his excited shouts at- 
tracted the attention of Patrolman Hugh 
Downey who joined in the chase after 
the speeding crook. They were joined 
by Sergt. William Coulter and Patrol- 
man Henry Rinschlerk who hurried to 
the scene in a police car from the E. 87th 
St. station. After a wild chase through 
back yards and alleys, with housewives 
aiding the pursuers by _ revealing 
Ludorf’s whereabouts when he at- 
tempted to hide, Downey brought his 
man down with a well-directed bullet 
which hit the man in the left shoulder. 
Ludorf fell and then resumed his flight 
finally dashing up the stairs of the 
north-bound station of the Second Ave. 
“El” at 80th St., where Downey overtook 
and overpowered him after a struggle. 

Taken to Bellevue Hospital charged 
with grand larceny, Ludorf’s wound was 
termed not serious. No weapon was 
found on him and the rings were found 
in his pockets and along the route of the 
chase. Ludorf, it is said, told the police 
that being out of work made him attempt 
the hold-up. He admitted serving terms 
in Sing Sing, Rochester, and Rahway, 
N. J., having been released from the first 
place two months ago after serving two 
and a half years on a robbery charge. 











THE JEWELERS’ CIRCULAR November 28, 1929 


RUDOLPH OBLATT 


580 FIFTH AVENUE ---- NEW YORK 


Emeralds 
=> ERY = 
BEADS - LEAVES 








RRM IRR 






































Large Selection of 


EMERALD CUT DIAMONDS 


JACK SILBERFELD 


48 West 48th Street, New York 





Telephone : Bryant 5654 
14 Rue Lafayette 


PARIS 









































CUTTERS OF 
DIAMONDS 


A Life-Time Experience 
Here and Abroad 


BEST VALUES 
consistent with 


HIGH GRADE WORKMANSHIP 
SOL VAN WEZEL. Ixc. 

















SOL ROSEMAN SOL VAN WEZEL ALBERT J. SEQUEIRA 
Offices and Factory 
74 W. 46TH Sr. NEW YORK 


Section of the polishing department 




















November 28, 1929 


THE JEWELERS’ CIRCULAR 


Scarcity of Diamonds Expected 


Report That Syndicate Has Suspended Offering Rough to Cutters 
Causes Prediction ‘That Fine Stones Will Soon Be Out of 
the Market—Scarcity Already Existing Here Due to 
Small Importations That Followed Tariff Agitation 


As THE JEWELERS’ CIRCULAR goes 
to press, it is reported that the Wall 
Street 
which 


Journal has received a cable 
announces: 
“The London Diamond Syn- 
dicate, due to present condi- 
tions in the diamond trade, has 
suspend, for the 
time the offering of 
rough diamonds to the trade.” 
The above caused _ considerable 
comment among diamond importers 
and cutters owing to the fact that for 
some time past there has been a dis- 
tinct scarcity of fine large goods, and 
recently there has been an absolute 
scarcity of fine white small stones, 
not only in this country but abroad. 
Among some of the principal im- 
porters who were interviewed by tele- 
phone, several stated that if the cable 
be true as to the action of the Syndi- 
cate, the scarcity of fine goods would 
soon result in a practical “famine,” 
and as soon as the American dealers 
had absorbed in their Christmas trade 
the good stones on the market, there 
would be no more offerings here of 


decided to 
being, 


any kind. 

As a result of the reported cable, a 
number of diamond importers and 
cutters were interviewed by a repre- 
sentative of the Federal Reserve 
Board to find out what the situation 
was, and it is reported that the 
opinion expressed was unanimous to 
the effect that they believed after the 
atmosphere in the business world had 
been cleared, as a result of the action 
of the Syndicate, diamonds 
stand other 
modities for their stability of value. 

Whatever may be the conditions in 
Europe in the diamond trade, it is 
well known that the demand in this 
country has been exceeding the sup- 
ply because of the curtailment of im- 
portations due to the uncertainty as 
to the tariff. It is a matter of com- 


would 


alone against all com- 


mon knowledge that our importers 


and cutters have not brought in all 
that they needed on the chance that 
the new tariff bill would be passed 
and that this would contain a reduc- 
tion of 10 per cent in the duty of the 
diamonds. This, coupled with the 
searcity of fine white stones, large 
and small, in the European market, 
has produced a condition in the trade 
that was annoying, to say the least. 

If the cable report as to the action 
of the Syndicate is true, this will 
practically cut off the supply of stones 
from our own cutters as well as the 
supply of stones to the European cut- 
ters who sell the American market, 
with the result that a scramble for 
goods is predicted. 

Diamonds, it is pointed out, are in 
the unique position today of being 
the one commodity in this country in 
which the demand will exceed the 
supply. 








Aid to the Seller Writer 


“How to Write a Business Letter,” by 
M. G. Fottler, Research Assistant, 
College of Business Administration, Bos- 
ton University, and formerly assistant 
professor of Secretarial Training, South- 
ern Methodist University, has just been 
issued by the Ronald Press, New York. 
It is a book of 283 pages that will be 
appreciated by business men everywhere. 

Recognizing the importance of im- 
proving the quality of their letters, 
many of the country’s largest and most 
successful corporations employ experts 
to supervise their correspondence as a 
means of increasing the effectiveness of 
their letters. Specific suggestions and 
guidance such as these experts give to 
the letter writers of their organizations 
are now offered to the reader of Pro- 
fessor Fottler’s very practical and useful 
new book. 

There are 21 chapters supplying a 
well-organized presentation of the entire 
subject of writing more effective letters. 
The book’s pages are filled with ex- 
amples of productive letters drawn from 
the correspondence of scores of leading 
firms. It contains hundreds of concrete 
illustrations pointing out common errors 

and showing how to correct them. 

The book opens with a discussion of 
the reasons why letters fail, which will 
prove illuminating to anyone who wishes 





63 
to determine why his letters are not 
getting the results they should. Many 


suggestions are offered on ways to effect 
an immediate improvement. 








Sterling Silver Business Good 


Another constructive sign that 
business of the country is being little 
affected by the actions of the stock mar- 
ket is found in the announcement of the 
Sterling Silversmiths Guild, represent- 
ing the principal manufacturers of 
solid silver, that their business has not 
appreciably slowed down. Sales have 
been generally maintained at the level 
of last year and, with the coming of the 
Christmas season, are expected to in- 
crease measurably. 

Silverware is bought not only for 
utility and beauty but also makes a most 
impressive showing for the money in- 
volved. Historically, there have been 
many instances when the sales of ster- 
ling have held up remarkably under 
adverse business conditions. 


basic 








Kansas City 


C. E. Carlstrom, formerly a traveling 
salesman for the Holmes & Edwards Co., 
has bought the jewelry store of J. W. 
Brown at Marshall, Mo. 

George L. Goldman and Fred Gold- 
man, of the Goldman Jewelry Co., went 
to Tulsa, Okla., for the formal opening 
of the new shop by Jewelers of America, 
Ine., on Nov. 23. This shop is at 417 S. 
Main St. Ira Gastman, formerly of the 
Kansas City shop of the Goldman com- 
pany, is manager. 

Among the recent visitors in the city 
were: Earl Morrison, Excelsior Springs, 
Mo.; Gene Webber, Lexington, Mo.; A. 
G. Madtson, Ottawa, Kan.; Ralph Tillot- 
son, Columbia, Mo.; Al Williams, Pitts- 
burg, Kan.; Mr. and Mrs. Frank Reed, 
Trenton, Mo.; George Sutter, Pawhuska, 
Okla.; S. B. Rigsby, Cushing, Okla.; N. 
R. Daugherty, Newton, Kan.; W. F. 
Parker, Phillipsburg, Kan.; P. E. Hut- 
chinson, Natoma, Kan.; H. L. Raines, 
Maryville, Mo.; Otto Graves, Garden 
City, Mo.; Bert Lederman, Washington, 
Kan.; and H. C. Hansen, St. Marys, Kan. 

L. J. Ryer, of the Mace-Ryer Jewelry 
Co., left Nov. 21 for Hackensack, Minn., 
to attend the funeral of his nephew, 
Alfred Wendover. The young man had 
been ill for some time following injuries 
received in a motor car accident several 
months ago. Alfred Wendover was the 
son of Alfred Wendover, Sr., who was 
in the jewelry business in St. Joseph, 
Mo., about 30 years before his retire- 
ment in 1911. The father has since died 
and Mrs. Wendover and her son had 
made their home in Hackensack, Minn., 
for several years. Mrs. Wendover, who 
is a sister of Mr. Ryer, survives. 








The Borreson Jewelry Shop, Haugh- 
ton, Mich., has moved from the Field 
building, Quincy St., to its new quarters 
in the Siller building, Quincy and Tez- 
cuco Sts. 
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WHATEVER 
Your type of STONE 


HOWEVER 
Speedy your NEED— 





Your order will 
be filled 
IMMEDIATELY! 


Complete collections of synthetic and 
precious stones—constantly replenished 







from our foreign headquarters—an as- 
surance of all inclusive stocks and the 






speediest possible service. 
S. NATHAN & CO., Ine. 


AY % 
ASX DIAMONDS, PEARLS, PRECIOUS STONES 
“a : " ‘ - 
g 71-73 Nassau Street New York 






























J. L. WARNER CO. 


~ a n INC, Star Sapphires 
Sapphires Finest CALIBRE 
: W and 
Rubies SINGLE STONES 
“Quality and Service” 
Your requirements for calibre may be filled from our compre- 
hensive stocks or cut in our own lapidary shop. 
Importers and Cutters of Precious Stones 


36 West 47th Street _~ New York 




















| STAR SAPPHIRES, STAR RUBIES, CATSEYES, AQUAMARINES, 
CHINESE JADE, FANCY GEMS, MOONSTONES, AMETHYST, TOPAZ, 
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GARNETS, TOURMALINES, STONE NECKLACES, NOVELTIES, | 


in carefully selected qualities. 














| Established 1906 
PEARLS, PRECIOUS and SEMI-PRECIOUS STONES 


15 West 47th Street New York City | 
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Fighting Wholesalers Who Retail 





Better Business Bureau of St. Louis Advertises Warning to the 
Public Against Promises That Customer Can Get 


*““W holesale’’ 


St. Louis, Mo., Nov. 23—The Better 
Business Bureau of St. Louis has come 
to the assistance of the St. Louis retail 
jewelers in combating the propaganda 
and advertising being disseminated by 


Rates 
first “A A” which appears today is 
shown below. 

The bureau expects to make test cases 
wherein merchandise will be purchased 
and prices compared. In some instances 





Those Cards That Promise— 


JEWELRY AT WHOLESALE 


itP 


of goods in bulk,” 





- a 


The appearances of 
this advertisement 
in these columne is 
evidence that this 
newspaper sub- 
scribes whole-heart- 
edly to the princi- 
ples of The Better 
Business Bureau and 
co-operates with The 
ureau in proteet- 
ing you, eveg to the 
extent of refasing to 
accept the copy of 
firms whose — 
aor: tising and eales 
feles gre prove 
The Bureau to 2 
contrary to the pub- 
lie interest. 

















A number of wholesale companies are mailing cards 
entitling the holder to buy jewelry at wholesale. Many 
are asking the Better Business Bureau—“Do they do 


Just what is the meaning of “wholesaleP”—“The sale 
says Webster. “Retail” means pre- 
cisely the opposite—the Selling of single items of mer- 
chandise in small quantities. 


Merchandising transactions—wholesale or retail— 
must show a profit or the seller fails in business. When 
a wholesaler sells to a retailer he deals in quantities 
and the selling cost for eagh separate item is small, 


When he deals with the public, still calling himself a 
wholesaler, he becomes in fact a retailer. No way has 
yet been found to avoid the extra cost of selling single 
items of merchandise in small quantities. 


The Federal Trade Commission has just announced a 
principle approved by the Jewelry Industry—It reads: 


“Misrepresentation of the character of a business 
for the purpose of deceiving sellers or purchasers, 
i. e., deliberately posing-as a manufacturer, whole 
saler or importer when one is not engaged in the 
manufacturing, wholesale or importing business 
is an unfair trade practice.” 


If you are offered a chance to buy at “wholesale” 
“INVESTIGATE—BEFORE YOU BUY” 


@he BETTER BUSINESS BUREAU 
of SAINT LOUIS. Inc. 


413-417 COMMERCIAL BUILDING 
Southeast Corner Sixth and Olive Streets, St. Louis, Mo. Cf£ntral 2835 
we Somes tm che ernten end poten word 
by St. Louis institutions who 
have cothing to 


eee 





to its 
soll and ¢haree eothine fer eur services 








wholesale jewelry firms who are mailing 
catalogues and issuing cards entitling 
the holder to buy jewelry at wholesale 
These catalogues have been sent gen- 
erally to business firms informing them 
their employes could buy at a discount. 

The series of advertisements being 


run point out the folly of statements 
and claims made by the so-called whole- 
sale houses, 
great savings to 


retail at a 
customer. The 


who claim to 
the 





it has been shown that certain articles 
could be purchased cheaper in reputable 
retail establishments. 








The city commission in Huntington, 
W. Va., has forbidden the auction of 
jewelry or other personal property after 
six o’clock in the evening. The new 
ordinance provides that no person, firm 
or corporation may auction jewelry be- 
tween 6 p. m. and 6 a. m. 
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A Movement That Fights Crime 
But Not the Criminal 


JEWELERS’ CIRCULAR: 
New York, Nov. 21. 

Crime is costing business too much 
money. It is estimated that the yearly 
crime bill of America is between thirteen 
and fourteen billions of dollars. This is 
three times as much as it costs all the 
nations of the world to maintain their 
armies and navies. The whole world is 
staggering under the heavy expense of 
armament, but what would become of it 
if it had three times as much indebted- 
ness to meet? 

We all pay for this bill in the long 
run. The members of the jewelry trade 
pay their share in actual loss by theft, 
and also in indirect loss by taxation. The 
reason that crime in America has gotten 
out of hand is because no one has ever 
tackled it from the common sense, busi- 
ness point of view. 

The Marshall Stillman Movement is 
managed by men of long business ex- 
perience, who are in close personal touch 
with the leading men of the underworld. 
A definite program has been established 
which will industrialize the criminal 
mobs of the underworld and take care 
of all men and women coming out of 
prison. 

The underworld suffers from crime 
even more than business, only it doesn’t 
realize it. It is not at all difficult to get 
the criminal to fight crime in cooper- 
ation with society just as soon as he 
sees that he is depriving himself of the 
real satisfaction in life. 

The people must fight crime, and not 
the criminal. But we must get the 
criminal to fight crime, and then give 
him a chance to make a decent living, 
and to help his suffering pals, and re- 
lieve the misery in his neighborhood. 

This may sound utopian and senti- 
mental, but, on the contrary, it is 
eminently practical and the most busi- 
ness-like way to meet this alarming con- 
weg of affairs. It is now being done 
by the Marshall Stillman Movement in 
a small way, which can be indefinitely 
enlarged as soon as sufficient funds are 
derived from the five million dollar issue 
of common stock that is now being dis- 
tributed. 

This is a new and effective way to 
fight crime, and it gets very satisfactory 
results. 


Editor of 


(Signed) ALPHEUS GEER, 
Founder of the Marshall Stillman 
Movement, Inc. 








Allowing a man to take a $575 engage- 
ment ring outside to “show to his 
fiancee” recently proved costly for 
Joseph Alpert, 802 S. Townsend St., 
Syracuse, N. Y., for the “customer” 
never returned. Mr. Alpert said after- 
wards that the stranger impressed him 
favorably and he could not help but trust 
him. Later it was found that the man 
had attempted to pawn the ring at a 
second-hand store. 
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MARQUISE 





EMERALD CUT 
“The House of Quality and Values” 
Not words..... but facts! 


ing standard of quality turn to us with 
confidence in the fact that quality and 
values given here are the best obtain- 


able. 





An authentic statement of policy to 
which is directly traceable the steady 
growth of our business. Jewelers 
knowing from experience our exact- 


MARCUS FELDMAN FANCIES 


BAGUETTES 
1501 Broadway, Paramount Bldg., New York 
Chickering 6690 
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Recent Publications 


Consumption, By Paul H. 


Economics of 


Nystrom, Professor of Marketing, Colum- 
bia University 586 pages, 29" plates, 71 
tables. Published by The Ronald Press 
Co., New York. Price $5.00. 

HE emergence of the consumer in 


economic study and in the formulation 
of practical business policies and methods 
is a noteworthy development of recent 
years. What to produce, how much, and 
how to secure the most effective and 
economical distribution for what is pro- 
duced are today the major problems of 
industry. 

There is a rapidly growing recogni- 
tion that the solutions for these prob- 
lems are to be found in a more exact 
knowledge of the character, extent ana 
trends of consumption. The wastes of 
making and trying to sell unwanted 
goods of all kinds, whether due to over- 
production or to failure to produce the 
kinds of goods desired, run annually into 
billions of dollars. It is unquestionably 
industry’s greatest This waste, 
clearly, can only be reduced by a more 
accurate predetermination of consumer 
demand. Both farsighted producers and 
distributors are seeking how best to 
meet this practical need. 


loss. 


Prof. Nystrom’s “Economics of Con- 
sumption” approaches these problems 
by presenting a comprehensive, well- 
organized, interesting, and clearly writ- 
ten outline of the subject of consumption. 
The nature of consumer demand and 
the factors which affect it are carefully 
considered. The numerous _ individual 
and detailed studies made by others 
during past years are reviewed for 
their essential facts and the study of 
consumption as a science brought up 
to date. 

Special attention is devoted to the 
major trends in consumption resulting 
from changes in population due to de- 
clining birth and death rates, declining 
illness and accident rates, increasing 
wealth and income, and growing leisure. 
Each is shown to have far reaching, even 
revolutionary, effects in the common 
ways of living as for example in hous. 
ing and home furnishings, in automobiles 
and radio, as well as in food and clothing. 
Ample evidence is presented to show not 
only that consumer demand is constantly 
moving, but that its trends are the result 
of definite causes and that these trends 
are generally’ specific, orderly and 
measurable both as to extent and direc- 
tions. 


The analysis and discussion of the 
standards of living presented in this 
work mark a distinct advance in prac- 


tical economic thought. This analysis is 
simple, reasonable, and in accord with 
evelyday experience. Differences in in- 
come, in size of family, and in other 
factors such as education, occupation, 
and social surroundings result in dis- 
tinct cleavages in standards or planes 
of living which have definite effects on 
the purchase and use of all classes of 


commodities. Thus the standard of liv- 
ing maintained by any family or group of 
families determines their consumption 
of individual commodities in common use. 

Chapters follow on the more important 
groups of commodities including food, 
clothing, housing, and home furnishings. 
Each of these subjects is presented so 
as to show the present extent, the varia- 
tions due to differences in standards of 
living, and the trends of consumer de- 
mard pointing toward tire future. 
There is an interesting chapter showing 
the relation of health and health main- 
tenance to the consumption of goods. 
The declining mortality and_ sickness 
rates among the masses of consumers 
are shown to be both cause and effect of 
the rapid increases in the purchase of 
automobiles, radios and other goods used 
in leisure and personal advancement. 
There is another on leisure and its uses, 
showing that the increasing degree of 
leisure enjoyed by consumers is having 
the effect both of creating new industries 
and breaking old ones. A chapter on 
savings develops the illuminating ex- 
planation that provision for the future is 
a part of the standard of living. 

The volume closes with a chapter on 
measures and indexes of consumer de- 
mand which should be of special interest 
to all classes of business men. 

This new work will appeal to the 
manufacturer struggling with products 
for which there is a variable and un- 
certain consumer demand and to whole- 
and retailers who aim _ to 
merchandise with current trends of 
consumption. It will be found a distinct 
and necessary contribution to economic 
theory by students of political economy 
and of business administration. The 
general reader interested in learning 
more about human beings as consumers, 
what they want, the changes going on 
in their wants, and the reasons therefor 
will find this a most interesting book. 
Homemakers, club women, and home 
economists will find this book an il- 
luminating account of the essential 
nature of consumption and consumer 
demand and how it actually works. 

Prof. Nystrom it may be recalled is 
one of the board of consulting economists 
of the American National Retail Jew- 
elers’ Association, and his latest volume 
mentioned above, together with his 
“Economics of Fashion,” published last 
year, constitute a complete account of 
the consumer as a customer for all 
classes of goods and services. It should 
take its place as a fundamental text 
book on economics and sociology as weli 
as on business. 


salers 








Charters of incorporation were recent- 


ly granted in New York State to the 
Deauville Jewelers, Jamestown, author- 
ized capitalization, $100,000, and the 


Elmira-Henry Jewelry Corp., Syracuse, 
$25,000. 
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An Interesting Brochure on Birth 


Stones 


MOST interesting addition to the 

jeweler’s library on gems is the 
pamphlet “Birth Stones” arranged by 
“W. A. S.,” recently issued by The 
Watchmaker, Jeweler, Silversmith and 
Optician, of London, at the price of 2 
shillings in that country. It is a 20 
page paper bound booklet containing be- 
tween its covers most of the information 
about gems and their association with 
natal days that the ordinary jeweler 
may desire to have handy. 

The author, or compiler, W. Augustus 
Steward, who is the Editor of The 
Watchmaker, Jeweler, Silversmith and 
Optician, and head of the School of 
Gold and Silversmithing, L. C. C. Cen- 
tral School of Arts and Crafts, London, 
calls attention to the fact that thousands 
of years of magic, mystery and symbol- 
ism lie behind the beautiful stones 
handled by jewelers and this book is de- 
signed to give an epitome of the sym- 
bolism and lore which has grown up 
during the ages and to assist in arrang- 
ing attractive publicity for gems. 

It begins by giving the various tables 
on birth stones of the Jews, Romans, 
Austrians, Poles, Russians, Italians and 
others that was arranged some years 
ago by Dr. George F. Kunz and then 
takes up each month separately giving 
its talismanic gem, the zodiacal sign and 
its meaning, special apostle, flower, etc., 
with quotations from the poets and a 
brief history of the gem and the esteem 
in which it was held by ancient races. 

To the American jeweler who follows 
the accepted list by the American Na- 
tional Retail Jewelers Association, there 
will be some surprises inasmuch as the 
author takes the stones in the order as 


accepted in England and not in this 
country. For instance, the April stone 
instead of the diamond (as accepted 


here) is given as sapphire which, accord- 
ing to the American list, is the gem for 
September, and the June stone referred 
to is turquoise which, in the American 
list, is the stone of December. For July, 
this list gives onyx instead of ruby; for 
August carnelian instead of sardonyx; 
for September, chrysolite instead of sap- 
phire; for October, aquamarine instead 
of opal and December, ruby instead of 
turquoise as we have it. 

But the American jeweler can use the 
matter given for the stone itself  ir- 
respective of the place it is given in the 
English list. There follow a brief table 
for the gem stones for the days of the 
week. Many acrostics expressing senti- 
ments in gem stones, emblems of the 12 
apostles and an illustration showing the 
various shapes of the new cuts in dia- 
monds of the present day are also shown. 

-articularly interesting is the table 
showing the composition and structure 
of the principal gems with their specific 
gravity, hardness, system of crystalliza- 
tion, etc., a table of the twin colors of 
gems as seen in the dichroscope (ar- 
ranged by W. J. Abett) and a 
glossary of gem terms with which the 
pamphlet concludes. 


Lewis 
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BARAD & I TT. . Practical Course in 


CELLIST BLDG. 48 W. 48" STREET 


IMPORTERS OF STONES Adjusting 


a review of the laws governing the motion of the bal- 
ance and balance spring in watches and chronometers, 
and application of the principles deduced there- 
from in the correction of variations of rate 
arising from want of isochronism, change 
of position and variation of 
temperature. 


Elucidated and Demonstrated 


by original experimental researches in the actual problem, 
showing the causes that are operative in the variation 
of rate, and leading to correct remedies. To 
which have been added chapters on 


HOW TO MAKE A BALANCE ARBOR 


WITH MODERN APPLIANCES; HOW 
M MARQUISTS f TO CLEAN A WATCH PROPERLY; 


AND, THE LEVER ESCAPEMENT— 
4 SQUARES SOME CURRENT DEFECTS IN IT AND 
HOW TO REMEDY THEM. 
+ 
By THEO. GRIBI 
“FINE CALIBRE : , 
2"' DIAMONDS 


BRYANT 
5464 + 5405 


i TNCUMAI 


Price $1.50 


Jewelers Publishing Corp. 
239 W. 39th St.. New York 
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Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
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LONDON—205 Regent St., 
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Illustrated Booklet on application 


Q 



































November 28, 1929 


Death of William H. Ingraham 


RocHester, N. Y., Nov. 25.—Funeral 
services were conducted at Naples, N. Y., 
last week for William H. Ingraham, re- 
tail jeweler, who died a few dgys before 
in LaFayette, Ohio, where he had served 
as mayor and conducted a retail jewelry 
store for a number of years. 

A native of Naples, Mr. Ingraham 
left there a number of years ago, trans- 
ferring his business to the Ohio city. 
He served as clerk of the Town of 
Franklin as well as mayor of LaFayette. 

Deceased is survived by a number of 
nieces and nephews. 


John F. Foley 


ATTLEBORO, Mass., Nov. 23.—Word 
was received here the past week of the 
sudden death in the hospital of the Con- 
klin Pen Co., at Toledo, Ohio, of John 
F. Foley for many years a resident and 
business man of this city. According 
to the information received by his family, 
Mr. Foley was stricken suddenly with a 
heart attack while at his work and died 
within a short time. 

Mr. Foley was 63 years of age and 
was associated with the manufacturing 
jewelry interests of the Attleboros for 
nearly two score years as workman, 
salesman and proprietor. After learn- 
ing the jewelry business he traveled 
through the Middle West as a salesman 
for Attleboro jewelry firms until he 
started in the jewelry finishing business 
for himself as an engine turner and 
engraver, doing these lines of work for 
a number of local establishments. He 
was one of the first Exalted Rulers of 
Attleboro Lodge of Elks. His family 
resided at 3B Merritt Place. Mr. Foley 
had lived in Attleboro until about 10 
days previous to his death when he went 
to Toledo to accept a position with the 
Conklin Pen Co. 

Deceased is survived by two sons and 
three daughters. His body was brought 
here for the services and burial which 
were conducted yesterday. 





August Goertz 


NEWARK, N. J., Nov. 25—August 
Goertz, president and founder of August 
Goertz & Co., died last Thursday after 
a month’s illness at his home, 793 High 
St. He was 84 years of age and had 
founded the company in 1881, of which 
he was head at the time of his death. 
This concern manufactures metal special- 
ties, such as ornaments, bric-a-brac and 
novelties. 

Mr. Goertz was born at Ohligs, Ger- 
many, and migrated to America when 
he was 21 years old. He had held many 
positions of prominence in the city in 
which he resided. 


Funeral services were held at his 


home last Sunday with the Rev. Dr. 
Oscar E. Braune, pastor of St. John’s 
First German, English Lutheran Church, 
officiating. The remains were placed in 
the Fairmount Mausoleum on Monday. 

Surviving are his widow, two daugh- 
ters and three sons. 
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Thomas W. Lundy 


SAN FRANCISCO, CAL. Nov. 23.— 
Thomas W. Lundy, 82 years old and 
one of the pioneer jewelers of this city, 
passed away several days ago at his 
home, 294 Ocean Ave. 

Mr. Lundy, who was born in Ireland, 
came to San Francisco in 1863. Two 
years later, at the age of 18, he started 
in the jewelry business for himself and 
remained a leading member of the trade 
for 55 years. He retired in 1920, when 
he sold out his business. 

Thomas W. Lundy married Miss 
Katherine H. Evatt, who bore him 20 
children, most of whom still survive. 


J. Neely Rose 


BIRMINGHAM, ALA., Nov. 21—Funeral 
services for J. Neely Rose, head of the 
Jobe-Rose Jewelry Co., and prominent 
business man of this city who died re- 
cently in a local hospital, were held at 
his residence, 4326 10th St. Rev. J. M. 
Broady of the Sixth Ave. Presbyterian 
Church officiated. Burial was in Elm- 
wood Cemetery. 

Mr. Rose came to Birmingham in 1902, 
and in 1906, when his partner, Mr. Jobe, 
died, he acquired entire control of the 
business. Mr. Rose was a member of the 
Rotary Club. 

Deceased is survived by his widow, 
one brother and a sister. 
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Austin Miner Bond 


HARTFORD, CONN., Nov. 21—Austin 
Miner Bond, vice-president of Lux, Bond 
& Lux, jewelers, 70 Pratt St., died last 
Thursday night at his home in Windsor. 
Mr. Bond had been confined to his home 
almost continually since last September. 

Austin Miner Bond was born in Shef- 
field, Conn., on Dec. 15, 1864, and had 
lived in Windsor for more than 50 years. 
He entered the employ of Clayton H. 
Case, jeweler of Hartford, on Nov. 1, 
1881. The firm of Lux, Bond & Lux was 
formed and incorporated by Harry E. 
Lux, Mr. Bond and George L. Lux in 
March, 1908. Mr. Bond was elected vice- 
president, which office he held until his 
death. 








Exports of Platinum During 
September 

WASHINGTON, D. C., Nov. 25.— 
Figures just released by the Department 
of Commerce reveal that during the 
month of September platinum valued at 
$7,924 was exported from this country. 
Canada received the entire amount of 
ingots, sheets, wire, alloys and scrap, 
and also led in the amount of manufac- 
tures except jewelry taken with 22 troy 
ounces worth $1,879. Brazil received 
manufactures except jewelry totaling 
$2,050. 

The figures showing the amount and 
the countries to which the metal was sent 
follow: 





Ingots, Manufactures 
Sheets, of Platinum 

Wire, Alloys Except 

and Scrap Jewelry 

Imports of Platinum During “Oz. ~ On. 

S b Countries Troy Value Troy Value 
September Canada ....... 47 $3,995 22 $1,879 
po rene ep aiden 10 2,050 
WasHIncTon, D. C., Nov. 25.— Total quantity. 47 me 32 ee 
Figures compiled by the Department of Total value.... $3,995 $3,929 


Commerce, showing the imports of plati- 
num and allied metals during the month 
of September, indicate that the value 
of grain, nuggets, sponge or scrap was 
$356,533; ingots, bars, sheets, plates, not 
less than one-eighth of an inch thick, 
$55,194; osmium and osmiridium, $37,- 
160; and palladium, $42,827. France, 
the United Kingdom, Colombia and 
Japan were the countries sending the 
platinum and allied metals to the United 
States. 

The figures showing the imports by 
countries follow: 








A New Device for Installing 


Watch Crystals 


A new and interesting device for in- 
stalling unbreakable watch crystals has 
just been completed in the “Kant Krak 
Krystal” laboratories, 6068 Springvale 
Drive, Los Angeles, Cal., by Hugh 
Benjamin Lindsey, designer and inven- 
tor. 

The device is a midget in size and 
weight, but a giant in efficiency. It takes 
the ordinary flat blank as is commonly 








Ingots, Bars, 


Grain, Nuggets, Sheets or Plate 


Sponge Not Less Osmium and 
or Scrap, 1% In. Thick, Osmiridium, Palladium, 
Countries Oz. Troy Oz. Troy Oz. Troy Oz. Troy 
MRI aa atai nce 6930: <raier4: Ce 2 Per 
United Kingdom......... 1,325 601 2,074 
COIOMDIA 2. ccscccccssess 4,570 eae beeen ae 
PONE Secs Secw wens ss wes a 900 ee oe 
Total quantity....... 5,895 900 603 2,074 
TOtRL WEIN. cio ¢.06:00:0 $356,533 $55,194 $37,160 $42,827 





An overturned can of gasoline which 
burst into a blaze from the open flames 
of a stove fire recently caused slight 
damage to the jewelry store of Robert 
O. Edwards, Sheridan, Wyo. Prompt 
action by the fire department averted a 
serious fire, as the shop is in a frame 
building. 





used on all machines today and trans- 
forms it into the “Beautiful Chevee” 
with no bevel showing at the edge. 
Greater clinching powers lessens the 
danger of the crystal popping out, and 
greater strength at danger point saves 
center jewels. But crystals may be 
pushed from center if desired. 
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J.&L. HARTZBERG 
48 West 48th Street. New York 


Manufacturers of 
PLATINUM DIAMOND JEWELRY 


IMPORTERS of DIAMONDS 








There is an apparent discrepanc 


The pages are either missing or 


The filming is recorded as the b 

















vcy at this point. 


ir the pagination is incorrect. 


book is found in the collections. 
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Putting the GIFT SEC TIO 





be distributed to 9,000,000 members of the Christmas 
Club between now and the beginning of the holidays, 
the sum of $228,000,000 or 38 per cent will go to purchase 


/ T has been estimated that of a total of $600,000,000 to 


Christmas gifts. 

How much of that huge sum will be spent in your gift 
rooms—Mr. Jeweler? That depends on how well you 
choose and display your merchandise, how you advertise 
it and how much thought and care you give to making 
your store the headquarters for holiday gift purchasers. 

From Dec. 1 to Christmas Day there are exactly 20 shop- 
ping days. If an average of 100 people enter your store 
each day you will have 2000 opportunities to place your gift 
merchandise on the family Christmas tree. 

You can be very helpful to Santa Claus by suggesting 
appropriate gifts from your stock to those who are un- 
decided as to just what will please relatives or friends. 
A fine table or floor lamp in the modernistic style, perhaps, 
will surely be welcome in the up-to-date home. It will give 
pleasure to the whole family as well as serve a practical 
use. A delicate piece of glassware or fine china, or per- 
haps a set, if the purse of the prospective purchaser is well 
filled, will be welcomed in the family cabinet. Perfumes 
and dainty compacts for the miss and the matron, bridge- 
prizes and accessories, bronze and leather goods, and many 
other appropriate offerings—the list is long, the time is 
short. 

Why not get out advertising copy which can be sent to 
a selected list calling attention to your gift department ? 
Make the public realize that you have a distinctive and 
attractive line of gifts all acceptable for Christmas giving 
and at prices which will appeal to everyone. 

This advertising can be in the form of a neat booklet 
carrying a list of the items to be seen in the gift section, 
together with a few illustrations. Prices should also be 
mentioned, just by way of convincing the public that you 
sell inexpensive gifts for all occasions. Make it plain that 
your store is the gift store and the ideal place to do Christ- 
mas shopping. 

Make the 


public feel that it is welcome to visit your store, if only to 


Give Santa Claus every assistance possible. 


“look around If you have the proper merchandise on 


display, the urge to buy will soon be aroused. 


There are so many ways of attracting the public to your 
gift section, particularly at this time of the year, that every 


jeweler should exert himself. The possibilities for mak- 





Test your ingenuity this 

year by making a special 

effort to have your Gift 

Section reflect the Chnist- 
mas Spirit 
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on the CHRISTMAS TREE 


Will You Get Your Share of the Big Sum Santa Claus 
Has to Spend This Year? 


Gifts for the Whole Family 


For Men For Women For Young Folk 
Cigarette Lighter Boudoir Lamp Atomizer 
Wallet Novelty Bag Book Ends 
Leather Desk Set Sewing Set Perfume 
Pipe and Case Jewel Case Leather Book Cover 
Reading Lamp Purse Bridge Set 
Humidor Compact Cigarette Case 
Card Case Writing Case Cosmetics 
Bridge Set Powder Jar Desk Accessories 
Ash Trays Handbag Engagement Book 
Pen and Pencil Set Bridge Set Manicure Set 
Cigarette Box Picture Frame Perfume Bottle 


ing especially attractive displays around the holidays are 
numerous and many unique merchandising plans could be 
utilized to bring people into the store. 


HE Christmas Club idea is a plan of convenient sav- 
a iw It has grown steadily in popularity until today the 
Christmas Club has come to be looked upon as an important 
factor in stabilizing the prosperity of the country through 
maintenance of buying power during the holiday season. 
Prepare now to make a hard drive for business and you 
will be surprised at the results. Call your gift section 
clerks together and acquaint them with your plans. The 
chart shown herewith is a very incomplete summary of the 
many gifts you can offer your customers. They will un- 
doubtedly suggest many additions. 
Remember that part of the millions of dollars to be dis- 
tributed within the next few days should be spent in your 
store. Go after your share! 
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AND IMPORTERS 


EXHIBIT 


PALMER HOUSE 
CHICAGO 
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Help Santa Claus Select Gifts 


;," ANTA CLAUS is hard at work again this year and 


will be here as usual on schedule time. 


who has his gift section ready to welcome him will be the 


one to get the business. 








£252 


This is the Ryrie-Birks store, 

Toronto, Can. It will be ready 

for Santa Claus again this year 
as usual. 


3usiness is what every jeweler must have if he expects 
to keep his gift section clicking in tune with these fast 
moving times. In order to do this he must have a con- 
stant flow of new goods to his shelves and from them to 
his customers. The question of course is how will he 
accomplish this result. 

It is high time to give this question serious consideration 
if the gift department is to be made to show the profit that 
it should on the holiday business this year, and there is no 
reason why it cannot be done if a little careful thought is 
given to plans which will carry out fundamental merchan- 
dising rules which have been found both practical and 
profitable by other jewelers. 

There are many suggestions which are valuable, by which 
the jeweler can help old Santa Claus to make other people 
happy. High on the list is the necessity of keeping the 
stock fresh and up-to-date. 
return to the store where they have been from time to time 
and have seen nothing that appeals to their artistic taste 
and loosens their purse strings. 

In merchandising articles that fall in the catagory of 


People nowadays do not often 


The jeweler 


so-called art and giftwares, the jeweler finds his problems 
many, and different in many ways from those that con- 
In the first 
place jewelry, silverware, clocks, watches, etc., do not 


front him in merchandising his regular stock. 


change in style quickly, and only as the demand for some- 
thing new is insistent from the purchasing public, although 
the jeweler must of course follow the style trend in all of 
his merchandise if he expects to be successful. 

Once the shelves of a gift section get clogged up with 
old out of date stock the attention of the public is lost 


£222 


and the department drifts into a decline which invariably 
results in failure unless steps are taken to clear away this 
accumulation and replace it with merchandise which has 
the power of appeal. 
.. jeweler who has a successful gift department 
said that the reason why some gift sections are dead 
is because the stock is dead. He has the right idea and 
puts it into practice by clearing his stock of slow selling 
merchandise even if he has to sacrifice some of it at a loss. 
Price tables have been used in a number ot successtul 
stores in moving this merchandise. Some jewelers have 
taken advantage of dollar days as a means of clearing 
shelves. Other stores have found that it pays to have price 
tables attractively arranged and easily accessible so that 
prospective purchasers can browse about and easily select 
articles which may appeal to them. If a certain article of 
merchandise does not sell readily at $5 it can be moved 
to a table where articles are sold at $3, and then changed 
to the $2 table or even to the $1 table if it is still a 
“sticker.” A number of jewelers have volunteered the 
(Continued on page 90) 
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Add Prestige and Profit to Your Gift Department 
Be prepared to supply the great Christmas 
demand for the universally f 


Mon Bijou 


(My Jewel) 


A fragrance of striking quality 
—a bottl r of unique cut—a 
package of glowing beauty—an 
asset to your gift department. 





ORDER 
From Your 
Wholesaler 

NOW 








Ecstacy 


-a gracefully curved bottle 
an ideal gift 


A fragrance of floral delicacy 
—a richly 


colored Gothic shaped box— 


JEWELERS’ 
INTRODUCTORY 
DEAL 


Consumer value—$151.00 


1 & 1/12 doz. 


Ecstacy Purse Package 


1/4 doz. Ecstacy Purse Package 
2,/3 doz. Ecstacy DeLuxe Model ] 
1/4 doz. Ecstacy DeLuxe Model 2 
1/4 doz. Mon Bijou Purse Size 

1/4 doz. Mon Bijou DeLuxe Model.1 
1/12 doz. Mon Bijou DeLuxe Model.2 
1/12 doz. Midnight Hour DeLuxe 2 


/4 


(All prices quoted are consumer prices) 


Large amounts of 


valuable 


and 


oz. $1.00 
OZ. 2.00 
OZ. 5.00 
Oz. 8.50 
Oz. 2.00 
Oz. 8.50 
oz. 15.00 
oz. 20.00 
attractive 


Free Advertising and Sales Promotion Material 
supplied with each Jewelers’ Introductory Deal 


PRODUCT OF 


Division of 


L. HELLER & SON, Inc. 


8 West Thirtieth Street, New York 


HELLER-DELTAH CO., Inc. 





ine gift 


L’Heure de Minuit 


(Midnight Hour) 


A fragrance of exotic quality— 
a bottle like a sparkling dia- 
mond—in handsome satin lined 
velvet and leather boxes—-a de- 
luxe gift. 


Be Prepared 

for a Great 
Christmas 
Demand 
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“We attribute the 
success of this 
department main- 
ly to the fact that 
we carry a great 


deal of inexpen- 


an A\n Upstairs 


NY jeweler who has already installed a 

gift section in his store or who has plans 

for establishing such a department can 
learn a valuable lesson from the experiences of one 
concern which has scored a real success with a gift 
shop. George T. Brodnax, Inc., Memphis, Tenn., 
has one of the finest gift sections in the country 
located on the second floor of the building in which 
the business is conducted. 

In the first place the Brodnax concern handles no 
jewelry in its gift section, this branch of the busi- 
ness being confined to the main floor store. Taking 
advantage of the power of suggestion the gift de- 
partment has been so advertised that people are sold 
on the idea of visiting this delightful room one flight 
up, to see the attractive articles on display. 

Featured in the gift section are glassware, china 
lamps and novelties of all descriptions, 
many of which are inexpensive. The 
present day craze for bridge playing has 
led. the concern to stock a large and 
attractive assortment of prizes and 
favors suitable for such occasions. In 
so doing, the concern has succeeded in 
educating people to come to the Brodnax 
store for their purchases, no matter how 
inexpensive they might be. 


No experienced gift shop buyer is em- 
ployed for this department, the firm 
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sive merchandise,” 
says S. H. Cayce, 
who answers the 
capt 1on of this 
article by saying 
“yes.” 


it Section Pay? 


feeling that the use of good common “horse sense” 
in buying for this section is more necessary and 
essential. The concern has found from experience 
that the so-called “gift buyer’ frequently wants to 
go in for imported merchandise which it has been 
found as a rule is far over the heads of the average 
purchaser who is searching for an inexpensive gift, 
says Mr. Cayce. 

The careful selection of the merchandise going 
into this department, the attractive manner in which 
it is displayed, the excellent advertising and the 
low price tags which the items carry have all con- 
tributed to the success of this section of the 
Brodnax concern. 


E illustration above shows only a part of the 
| pane concern’s attractive gift section. The 
tables, floor cases and wall cases give the 
customer a complete picture of what 
merchandise this section has to offer. 
China and pottery is shown extensively, 
together with a beautiful array of lamps. 
The table at the front of the room 
shows the proper form for setting a 
luncheon table. All the items shown 
on the table are offered in the gift sec- 
tion. The care with which this depart- 
ment has been planned and arranged 
indicates that a great deal of thought 
was given to this upstairs gift section. 
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Grand Prize— 
Paris) 


T.G 


New York Office 
542 Fifth Avemue 





Du Barry Goblet 24091 


OYAL gatherings those days brought forth the finest of napery, 
silver, china, and glassware. None but the best would do for 


Du Barry and her gay companions. 


Retaining all the luxury and beauty of that period, the Du Barry 
Goblet, so named for its source of inspiration, belongs in fashionable 
homes where only the choicest is acceptable. 


The Du Barry Goblet, #4091, is made of Hawkes Rock Crystal, and 
costs $600 a doz. net. Other goblets from $14.50 up per doz. net, 
provide a wide selection for every type of clientele. ” 


HAWKES 











JTAWKES @ CO. CORNING, N. Y. 


Makers of Rock Crystal Glassware for Over Half a Century p.cise coast Office 
140 Geary St. 
San Francisco 
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A combination cigarette and match box. At 


tractive prints in colors are shown on the 


covers. 





attractive gifts 


JME hox 1s made ot 


This attractive bonbonniere 

is made of ruby-red Czecho- for the Bakelite in mottled 
Slovakian glass. A delicate brown. It m a 
design is etched in frosted ptabl parti 


tiched in holidays 














hinged cover and a con 

venient front drop piece, 

making it handy for th 
homie or offic A 


A large utility boa made 
of dark antiqued wood 
and decorated with a 
charming Old World 


print. This box has a 








These candlesticks and bowl are copies of old This charming set, consisting of tra 
f . . . - 
“WWercury Glass” and are exceptionally light in pitcher and goblet, is made of pewt 
weight. and makes an a eptable Jivt 
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TRIUMBRA 


TABLE GLASSWARE 


This exquisite glassware, edged in 
pure burnished gold and decorated 
with decalcomania in_ natural 
colors, attracts immediate atten- 
tion and makes an excellent gift 
suggestion. Its appeal combines 
the major selling qualities of 
beauty and utility. 


Call and see the entire line. It 
will be time well spent. 





Price per dozen $6.50, f. 0. b. 

factory, regular package charge. A sample shipment of 3 dozen assorted pieces, 
dozen each of 12 items, will amaze you with the 
rapidity with which it will sell. 


IMDPFRIAL GLASS COMPANY 


BELLAIRE. OHIO 
i™ EW YORE m™ CHICAGC 


Cox & CO... 120 5TH AVE. EFARL W. NEWTORS, 310 W. RANDOLDH ST. 























Unexcelled In Quality 
The Last Word in Style 
Of Exceptional Value 


This Applies to Our Ex- 

gy tensive Line of Place 
P T. Plates, Dessert or Salad 
Plates—Short Lines and 


BAVARIA “<7 
TIRSCHENREUTH Open Stock Dinner Ware. 


Stocked in New York for 
Immediate Delivery 





Inquiries Solicited 


PAUL A. STRAUB & CO. 


105-107 FIFTH AVENUE 
AT 18th STREET NEW YORK 
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Sifts possessing 
eharm and 
Honey jar made to resemble a beauty 





beehive. It is shown in ame- Thi er oa ae 
thyst, blue amber or iridescent all —— sine per 
rainbow colored glass makes an unusual gift. 

: It is made in antique or 

bright brass or in red, 


green, yellow and blue 
finishes. 





A charming tca set of saucers. This set pos- 
Karlsbad China, consist- sesses a beautiful design 
and makes an acceptable 

gift. 


ing of sugar and creamer, 
cake plate, pot, cups and 






































This graceful nude L__ 

figure im _ metal ve . 

comes in bronze This vase possesses all the elegance This attractive plant 

finishes and ts a of French glass with an artistic de- stand of wrought 
sign in relief. It 1s made in many iron 1s available in a 

: variety of finishes. 


beautiful and use- 
ful ash recetver. colors. 
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DRESDEN DECORATIONS 


CIRCULAR 























Dresden Decorations, selected for their feminine appeal, have been the charac- Pavar7z, 


teristic Schumann motif for almost fifty years. 





Choice designs in floral clusters are expressed in natural, delicate tones, and 
every dish bears the Schumann stamp. 


SCHUMANN CHINA CORPORATION 


61 West 23rd St., New York City 














Manufacturers 


of 
Pewter, 
Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 
Fancy Colored 
Blown Glass 











Pe 
[me 


IRISH-TEA SET 
Capacity of Pot—4 Half Pints 


Che Pairpoint Corporation | 


( P 333—Tea 


PEWTER P 333—Sugar 9 pin x 
P 333-—Cream Hrewg Bedford, Mass. 
QUADRUPLE ( B 333—Tea 43-47 West 23rd St nid . . » New York City 


) 22 “ ro) +" 
B 333 “Suga 228 Coristine Building, St. Nicholas St. . Montreal, Can. 


PLATE — [_ R333. 





Cream 126 Post St : . . San Francisco 
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Art-in- | rade Show 


Exhibit to be held in New York, Feb. 24 to 28 


will attract buyers from all Sections 


SSURANCES given by many trade groups and 

buyers indicate that the Art-in-Trade Show to be 

held in the beautiful new hotel New Yorker from 
Feb. 24 to 28 will be a marked success. Plans for the 
approaching event are well under way and each day reserva- 
tions for space at the show are being received by George 
F. Little, exhibit manager. 

The Art-in-Trade Show will be the first of its kind ever 
staged in New York according to Manager Little, who is 
organizing the exhibit after receiving many requests from 
Mr. Little also manages 
Exhibit at 


firms interested in such a project. 
the Eastern Manufacturers 
Chicago, the Chicago Lamp Show and the Show of the 
Associated Eastern Exhibitor of Boston. The New Yorker 
Hotel is located on Eighth Avenue, and extends from 
Thirty-fourth to Thirty-fifth Streets, and when opened 
one of the finest hostelries in the 


and Importers 


next month will be 
country. 

The Art-in-Trade Show is of unusual importance, and 
has been so widely commended by manufacturers and im- 
porters that it promises to become a semi-annual affair. 
Over 300 manufacturers and importers, the majority of 
them leaders in their line, will display products which wil! 
be offered to the trade for the first time. 

At the proposed show will be exhibited china and glass- 
ware, jewelry and clocks, lamps, art and giftwares, leather 
goods and other items of particular interest to oift depart- 
The present day demand of the retail buver 


ment buyers. 
shown by the 


is for markets where merchandise will be 
country’s leading manufacturers and importers under one 
roof. Buyers realize that such an arrangement saves time 
and is a great convenience. 


Conducting a Gilt Section 


Robert M. Shipley, well known both in the retail jewelry 
and decorative arts trades, will contribute to this magazine 
a series of articles to be published in the four ensuing issues 
of this section. Mr. Shipley, a retail merchant, was a 
pioneer in America in the operation of gift (or art) shops 


in connection with the jewelry store, and this series in 
which he discusses the problem, “Will a gift (or art) de- 
partment be profitable?” will be alike of live interest to the 
jeweler who contemplates the installation of a gift section, 
and to the merchant already operating such a section. 
The sub-titles of this series indicate their valuable nature 
to the jeweler. They will be as follows: 
1. What profit you may expect, and will a gift (or 
art) department hurt the prestige of my store? 
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2. Where shall it be located or arranged, and who will 
arrange it? 

3. What will it cost? 

CEC. 


Fixtures, advertising, salaries, 


4. Methods you might use in merchandising, buying 
and selling. 


N. R. 


J. A., has recently been active in art centers in Europe, and 


Mr. Shipley, a former vice-president of the A. 
is now an art adviser and lecturer. By nature a pioneer, 
his energy led him to experiment with many lines in con- 
nection with his jewelry business. His experiments proved 
of statistical value to the trade and we are fortunate in 
being able to give to our readers the value of his knowl- 


edge of art merchandise. 


National Gift and Art Association Plans for 
New York Show at Hotel Pennsylvania 


By changing the location for its next New York show 
to the Hotel Pennsylvania, the National Gift and Art Asso- 
stimulated considerable interest in this 
held Feb. 24 to 28. Although the 


announcement of this change was only made a few davs 


ciation has event 


which will be from 
ago more than half of the rooms available for exhibition 
purposes have been reserved. 

Like all shows conducted by this organization, this one 
will be exclusively a gift ware exhibit. Manufacturers 
and importers will show their newest merchandise, some 
articles being shown for the first time. 

In announcing plans for the New York show the asso- 
ciation also let it be known that all available rooms for 
exhibition purposes at the Philadelphia show to be held in 
the Hotel Adelphia, March 3 to 7 have been taken. The 
Boston show to be staged from March 10 to 14 is also 


creating lively interest in the trade. 
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MANUFACTURED, IMPORTED AND STOCKED 
BY 


F.PAVEL & UO. 


15 West 37th Street 
NEW YORK 








When you drink as far as the 
camel you are still quite dry, 
then as you get along to the 
donkey you get a kick out of it, 
and afterwards you have 
reached the hog stage. As you 
have nearly drained the glass 
you are cocky and full of pep, 
vim and vigor. At the very 
bottom of the glass is a monkey 
which indicates that you have 
made a monkey of yourself 
when the glass is fully drained. 
Call them 


Happy Hour Highballs 


a ee 


Own Glass Works 
Bor Haida 


Czechoslovakia 


Telephone 
Wisc. 
8791 





REPRESENTATIVE 


MARY RYAN 


225—S5th Ave. 
g New York City 
t 








CHICAGO 








SEND FOR 
ILLUSTRATED LEAFLETS 


a 





hadiges Gold 
on Crystal 


Goblet 
“Faun” 


GLAS SWARE 


NOTHING digni- 
4 ° 

fies and enriches 
the appearance of a 
table setting more 
than a_ service of 


Good Gold on Good 


plate etching. 


bowls. 





17 No. Wabash Ave. 








Well designed table glassware. 


Stems and feet green or old rose, with pure crystal glass 
A most salable line. 





These attractive glass Turkeys 
can be had in two colors, Rose 
and Crystal. They are just the 
thing for use as individual salt 
or nut dishes. This is just the 


season for 


The Gobblers 


PSDP DOD DDODOODDDN OOOO ODDLY 


SPECIAL VALUE 


Refined decoration in deep 


Crystal. 
UR “Faun” 
tion in antique fin- 
these 
Stemware, 


decora- 
ish on unusual 
pieces of 
with 
stems, possess quality 
and charm beyond de- 
scription and illustra- 
tion. 
S UPPLIED in all the 
requisite articles. 
Goblets $15.00 per 
items 


hand - twisted 


dozen and other 
in proportion. 


Our representatives cover 
the country. 


Morgantown Glass Works 
(Formerly Economy Glass Co.) 


Morgantown, W. Va. 


/ CHICAGO 








Goblets, sherbets, wines and cocktails ; fruit salad and finger bowls; 
footed tumblers, 12 0z., 10 0z., 234 oz. Very attractively priced at 


$3 5 0 DOZEN 


CENTRAL GLASS WORKS 
WHEELING, WEST VIRGINIA 
Home Office covering Ohio, W. Va. and 
Pennsylvania—Robert L. Hutchinson 
NEW YORK CITY 
A. P. Doctor, 1107 Broadway 


PHILADELPHIA 


Byrnes— 9th and Chestnut 


Wm. C 


MIDWEST 


Tames Hutchinson 
NEW ENGLAND 


75 Hancock Street, Boston 
L. A. Bennett 


Ghe O1d 
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This Rock Crystal 
“Florentine” Wine Set 


is a most seasonable item. The ‘“Steuben”’ design 
engraved upon it is alluring and will appeal to 
your customers, who know the vogue and appre- 
ciate superior craftsmanship. 


Set of Decanter and 6 glasses, $18.75. 8 glasses, $23.00. 


SUSQUEHANNA CUT GLASS CO. 
Columbia, Pa. 
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The Ideal Christmas Gift 
Hand Tooled Leather with Bronze Plaque in 
crushed calf, pastel shades of Pink, Blue, Tan, 
Green, Grey, Brown and Purple: also in Genuine 
Morocco and the very popular Florentine Leather 
in various hues. 

Send for Illustrated Catalogue. 
Write Dept. J 


FLORENTINE CRAFT CO. 


54 West 2Ist Street New York 

















Do you buy, sell or use gems 
and gem materials? 


This new book should be in the hands of everyone who 
has an interest in gems and gem materials. 

It describes practically every important gem and gem 
material, classifies the materials according to various prop- 
erties, includes tables of comparative gem material charac- 
teristics and gives the latest available information on manu- 
factured stones. 


Kraus and Holden’s 


Gems and Gem Materials 


By Epwarp Henry Kraus, Professor of peg pd and 
Sinssdions and Director of the Mineralogical boratory, 
University of Michigan, and Epwarp F. Hoxrpen, Late 
Instructor in Mineralogy, University of Michigan. 
222 pages, 6x9, 256 illustrations, $3.00. 
Postage Additional. 

The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems 
such as crystal forms, physical, optical and chemical prop- 
erties, formation, occurrence, cutting, polishing and naming 
of gems. 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con 
veniently classified, handy for ready reference. 


Six Features of the New Gem Book 


1. Valuable statistics on production and occurrence. 

2. Full discussion of cutting and polishing of gems. 

3. Full treatment of manufactured stones, incl detailed dis- 
cussions of artificial rubies and sapphires, s imitations, 
bakelite, etc. 

4. Numerous tables of gems arranged according to various 

properties. 

Map showing world occurrence of gem minerals. 

Summary Table for ready reference. 


Order your copy to-day from 


Jewelers Publishing Corporation 
239 W. 39th St., New York City 


ne 





WELL CUT STEM WARE 


American Beauty 
decoration with 
green stems and 
feet. Beautiful de- 
signs in goblets, 
champagnes, wines, 
cocktails and sher- 
bets of grace and 
distinction. 


$4.75 per dozen. 
EBENEZER CUT GLASS CO. 


Ebenezer New York 




















‘Es JEWELERS’ CIRCULAR Is a wel- 
come visitor to more than 10,000 
readers each week. Its counsel, in- 
spiration, and suggestions have 
been the means of bringing success 
and profit to thousands who gladly 
acknowledge the value and help The 
Jewelers’ Circular means to them. 
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However, this is a day when every abnormal situa- 
tion is blamed on the stock market slump and perhaps 
we can excuse the European correspondents to our 
newspapers for using this to feature an old condi- 
tion as news. But the well informed jeweler knows 
better and also knows that irrespective of unemploy- 
ment in the cutting industry of Europe and South 
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Diamond Cutting and the Stock Market 


(Continued from page 31) 
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Africa, the price of diamonds is more stable and on 
a firmer basis today than it has been in years. The 
finer qualities are growing scarcer and scarcer and 
the only change that he can look for in the value of 
his stock (if any there be) will be in an upward di- 
rection. If as reported elsewhere the Syndicate has 
stopped selling we can look for a temporary famine 
in diamonds. 


Flelp Santa Claus Select Gifts 


(Continued from page 79) 


opinion that such tactics are absolutely necessary if the 
department is to be a success. 

Even if the stock is fresh and attractive it will not sell 
itself unless it is properly displayed and advertised, but 
once the jeweler gets the public to look at his store as a 
place where up-to-date gifts are to be purchased, the wheel 
begins to turn, and he finds himself in a position to keep 
his stock moving. It is an old business axiom that an 
article is only worth what it will bring, and that the cost 
has nothing to do with the selling price. 

One jeweler has for some time made it a practice to 
feature his gift department merchandise in his window dis- 
play, and has always been careful not to display all of his 
new stock at one time. Changing windows by placing new 
merchandise in them every week or ten davs holds public 


interest and is sure to attract attention. Mrs. Jones is 
quick to tell Mrs. Smith about the new things she has seen 
in Brown’s window display, and this word of mouth adver- 
tising 1s the best kind. New customers are attracted in 
this way, and the interest of old customers is held. 

Many jewelers have said that one real reason for a gift 
department in a jewelry store is that it has a strong ten- 
dency to attract trade which otherwise is inclined to pass 
the jewelry store because of the unfounded belief that the 
articles offered for sale are always too high in price. The 
gift section therefore offers an appeal to the masses and 
often articles of jewelry are sold while visitors are in the 
store to select inexpensive merchandise from the gift 
departmen*. A well selected stock, well displayed, is sure to 
attract proper attention from the public. 


How the Sherman Law A ffects American Business 


(Continued from page 29) 


relegated to the level of a mere appurtenance to a great 
machine, with little free will, with no duty but that 
of passive obedience, and with little hope or opportunity 
of rising in the scale of responsible and helpful citizen- 
ship. * * * Whatever may be their economic advan- 
tages, their general effect upon personal character, 
prospects and usefulness cannot be otherwise than in- 
jurious.” 


These words, uttered by a great statesman, are quoted 
here because of their direct application to the favorite 
argument of the chain store advocate, that if an inde- 
pendent dealer is driven out of business because of the 
chain store system, he can become an employe of the 
chain store and fare better than he did before. The 
words quoted from President Cleveland show the basic 
and fundamental fallacy of such argument. 

The Sherman Law, being what it is, and lawful citi- 
zens being obliged to obey it, the question arises how the 
serious question of price-cutting can be lawfully han- 
dled.. The Capper-Kelly Bill, now before ongress, un- 
dertakes to legalize contracts between manufacturers 
and distributors, which would compel the latter to ob- 
serve the former’s suggested resale prices. In the mean- 
time, however, under later decisions of the Supreme 
Court, some headway has been made in correcting this 
bad practice by a manufacturer announcing his sug- 
gested resale prices and further announcing that he 
will refuse to make further sales to anyone who disre- 
gards such suggested resale prices. The Court decisions 
show that this privilege and right must be exercised with 


great caution, because it does not permit any coopera- 
tion between the manufacturer and a distributor in the 
carrying out of this method of procedure, nor does it 
permit the manufacturer to accept any promises or as- 
surances from the distributor that he will observe the 
suggested resale prices. Nevertheless, many leading cor- 
porations, with full precautions against these legal pro- 
hibitions, have put this procedure into effect with high- 
ly favorable results. 

In all other countries than our own, the law takes a 
different view of this subject by permitting manufactur- 
ers to control rigidly the resale prices of their products, 
and it seems to be a clear defect in our laws which has 
brought about the existing situation in this country. 

Briefly summarizing the situation, the Sherman Law 
forbids agreements controlling resale prices, but it does 
permit a manufacturer to refuse to sell to a price-cutter, 
provided this is not accompanied by any coercive agree- 
ments or cooperative understandings. 

The practical experience of a number of leading cor- 
porations has shown that this legal permission, with 
proper but entirely feasible safeguards, has proved ef- 
fective to the extent of largely, if not entirely, correct- 
ing their price-cutting conditions. 

Inasmuch as price-cutting has no defenders except the 
price-cutters themselves, it seems clear that every lawful 
and proper method by which the evil practice of price- 
cutting can be curbed should be resolutely adopted and 
vigorously enforced. 
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New York Notes 


Stanton Pilcher, Richmond, Va., was 
among the out of town callers at the 
offices of THE JEWELERS CIRCULAR during 
the past week. 

The Evkob Watch Co., 49 Maiden 
Lane, has announced that William Roths- 
child will represent the concern in the 
southern territory commencing Jan. 1. 

Charged with stealing 152 watches 
valued at $2,200 and a bank containing 
$850, from a Brooklyn jeweler’s living 
quarters, a man was arraigned Nov. 21 
in Jamaica Court before Magistrate 
Lawrence Gresser and waived exami- 
nation. 

The Jewelers Square Club will hold 
its regular monthly meeting next Mon- 
day night at the Piccadilly Hotel, 45th 
street, West of Broadway. Nominations 
for officers will be received, after which 
the elections will be held. At the con- 
clusion of the business meeting the mem- 
bers will enjoy an entertainment pro- 
gram. 

The Jewelers Security Alliance, 15 
Maiden Lane, sent out during the past 
week a broadside explaining the pur- 
poses of this organization and what it 
offers to its members. The circular ex- 
plains how Alliance protection blankets 
the nation and gives a few typical ex- 
amples of how this organization pursues 
and prosecutes thieves who operate 
against members. 

It has been announced that the credi- 
tors of Hyman Greenberg, 154 Park 
Row, will receive 25 cents on the dollar. 
Payments are to be made over a year’s 
time, 15 per cent in cash and the remain- 
ing 10 per cent in three even payments 
on notes maturing in four, eight and 12 
months. It is understood that the assets 
to be drawn from are merchandise with 
a value of $14,500 and $5,000 due from 
an insurance concern for a fire loss 
suffered last month. The liabilities are 
estimated at $48,000. 

John St., between Broadway and Nas- 
sau St., was cut off entirely to traffic 
for a while Wednesday afternoon of last 
week owing to a series of explosions in 
the electric connections under the light 
in front of 14 John St. The first ex- 
plosion and flickering of the light caused 
a great crowd to gather in the street for 
a while, and the police, learning of the 
danger of further explosions, cleared the 


METROPOL: 


THE JEWELERS’ CIRCULAR 









street and permitted no traffic from 
Nassau St. to Broadway. The fact that 
a cordon of police surrounded this part 
of the jewelry district gave rise to 
numerous rumors of robberies, hold-ups, 
etc., which, fortunately were without 
foundation. 

Philip Smit, dealer in jewelry, 65 
Nassau St., who was arrested last week 
shortly after his father, Daniel Smit 
was taken into custody on charges of 
grand larceny, was arraigned last week 
before Judge Koenig in the Court of 
General Sessions and after pleading not 
guilty was released in $3,500 bail. The 
elder Smit was also brought before the 
same judge and after entering a plea of 
not guilty was released in $6,500 bail. 
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Both defendants have been _ indicted, 
Philip being charged with obtaining 
diamonds on memorandum for which it 
is charged he paid with worthless checks. 
The father is accused of having acted in 
concert with the son. 

A feature of the monthly meeting of 
the Jewelers’ 24 Karat Club was the 
report of the chairman of the banquet 
committee, ex-president G. H. Niemeyer. 
The meeting, which was held at the 
rooms of the association, 15 Maiden 
Lane, was well attended, with President 
P. J. Coffey in the chair. Chairman 
Niemeyer’s report after telling of the 
fact that it had been decided to hold 
the banquet on Jan. 21, at the Hotel 
Plaza, stated that every indication 
at present showed that it would be one 
of the most interesting as well as one 
of the finest banquets the association has 
ever staged. But the important part of 
Mr. Niemeyer’s report lay in the fact 
that owing to the limited size of the 
Hotel Plaza ballroom, seats for the ban- 
quet would have to be cut down by about 
150 with the result that all the members 
must expect to have a smaller allotment 
this year than last. Even with the old 
allotment for the Hotel Waldorf there 
were generally about 150 to 200 appii- 
cants for tickets that could not be 
received. He therefore asked the 
members to understand the situation and 
to know why the invitations would be 
less this year than formerly and prepare 
for the disappointments that must come. 
Treasurer Reichman made a_ very 
elaborate report on the finances of the 
club and Secretary Ward read a number 
of communications, among which was 
one resignation from Milton L. Ernst, 
who is no longer in the jewelry business. 
President Coffey announced with sorrow 
the death of Jules Franklin and ar- 
rangements were made to send an ap- 
propriate letter of sympathy and floral 
offerings. It was found that the annual 
meeting would fall on Saturday, Dec. 28, 
and it was decided to suspend the rule to 
make this come on Friday, Dec. 27, in- 
stead. After routine business, the meet- 
ing adjourned. 

The jewelry trade was vitally inter- 
ested in a conference held in this city 
last Friday between representatives of 
the Department of Commerce and busi- 
ness men of New York to discuss the 
forthcoming business census which will 
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— Over One Hundred Years the Jewelers’ Bank 
CHATHAN 


pHENIx A Bank’s Best Friend 
ei Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 





ooeoooes 
We Welcome New Business 


Main Offce—149 Broadway 
Branchee—Battery to the Bronx 


Nationa pant 
TRust company 





Capital, Surplus and 
Undivided Profits over 


T -fi aa 
teens tatters Resources Over a Quarter of a Billion Dollars 


























“WEDDING RINGS 

















Rings You Will Be Proud to Sell 





THE CHANGEABLE RING RAR 
432% A beautiful combination of the single 5 
row diamond guard ring with the various 
and more colorful calibre bands Of 
simple revolving construction—instantly 
NO STOCK TO CARRY adjustable for numerous occasions. Pat. 
i sae " 


Carry one initial ring as sample 
Electros Free 



















































2 DIAMONDS 4/100 each Overlays Baguette-Like 
mZ x Green or White Gold eee ee er, 
ee ie a sine! white om ge OE it meets ag ey 
Ne. 651 f ? 1 : teed to be the original ring or baguette wedding rings 
With large peo ; = ee ing and” stamping ~ in a OE 
amon Vv stroye: we 
sae tenes All emblems and initials en- KLASS & CO. 
No. 6188 crusted on ruby and onyx on Manufacturing Jewelers 
Pear hand at all times nm every finger Platinum yg re — Rings ! 
. n Speci ers. iF 
B15. Retail a oe 49 MAIDEN LANE _‘Tel. John 5892 NEW YORK : 
This <@3g> Reg. Trad sepley Embies ee — = 
is cyl ae ber Sous nore in original colors free upon 
OLD RINGS MADE NEW COLLECTIONS ADJUSTMENTS 
We repair and rebuild any ring, also encrust an 
’ y 
initial or emblem on any stone, or furnish new FINANCING 
stones in all sizes and shapes. _— i 
lilies - a P . Activities Restricted to the Jewelry Industry— : 
rices Reasonable. rompt Service. Try Us. 
Bonded Representatives from Coast to Coast 
ec me fl MAXIMUM SERVICE | MIMIMUM COST 
Genuine one piece, three color, double 
head cameo. Belais white gold (also i 
in green gold) 6746—$23.50 List. 
Next size larger stone, $2.00 additional JEWELERS ADJUSTMENT BUREAU 
BUFFALO JEWELRY COMPANY 17 JOHN STREET 
“The Mail Order House to the Jewelry Trade” 
501 Washington St. Buffalo, N. Y. CORTLANDT sees, NEW YORK are Se 
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Banking Service for the Jewelry Trade 
W E offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 

all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 
IRVING Trust COMPANY 
81 Fulton Street, New York 
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be launched shortly. This conference, 
held in connection with a luncheon at 
the Hotel Pennsylvania, was the first 
of a number of such functions to be held 
within the next few weeks all over the 
country. It was pointed out at the con- 
ference last week, that the next census 
will be more nearly complete than any 
census attempted and will include for 
the first time the important field of dis- 
tribution. Dr. Julius Klein, Assistant 
Secretary of Commerce, was the princi- 
pal speaker at the conference and in his 
remarks pointed out that the next census 
will give “a comprehensive picture of our 
population and in addition will furnish 
the only comprehensive picture of our 
agriculture, our manufactures and our 
mining.” John E. Palmer, chief in charge 
of census information of the Bureau of 
Census, Department of Commerce, pre- 
sided and explained how the government 
could be aided in the next census. 

Louis P. Marks, 170 Broadway, is 
offering his creditors a 25 per cent settle- 
ment. Assets approximate $21,800 and 
liabilities $14,700. 

Kruger-Gottlieb & Co., manufacturers 
of platinum jewelry, 64 W. 48th St., 
have assigned for the benefit of creditors 
to Nathan Frankel, 241 E. 18th St. 

Sara Singer, 49 Mount Eden Ave., 
filed a voluntary petition in bankruptcy 
last Friday, Nov. 22. The matter was 
referred by the Court to Referee Oscar 
W. Ehrhorn. 

Morris Randel of the Star Jewelry 
Co., Inc., manufacturer and importer of 
novelty jewelry, 307 Fifth Ave., returned 
on the Berengaria several days ago afte 
an extensive purchasing trip to the for- 
eign markets. 

Lillian Lambert, for the past eight 
years secretary to Richard Goldsmith of 
Goldsmith, Stern & Co., 136 W. 52nd St., 
has announced her marriage on Nov. 25 
to Max Lann, associated with W. J. 
Wollman & Co., bankers of New York. 

An involuntary petition in bankruptcy 
was filed last Friday against Harry 
Zakhem, dealer in diamonds and jewelry, 
70 Eldridge St., by Max Machlis, 
Nathaniel Israel and Samuel Machlis, 
with claims of $190, $435 and $160 
respectively. 

Maxwell Kramer, eastern represen- 
tative for the A. Hirsch Co., Chicago, 
has returned from a three weeks’ trip 
to Washington, Baltimore, Philadelphia 
and Atlantic City. After staying about 
two weeks in the East, Mr. Kramer ex- 
pects to start on a trip through New 
York State. 

Samuel Bernard, founder of Time- 
ology, 22 W. 48th St., was to give a 
talk at the Bedford Branch of the 
Brooklyn and Queens Y. M. C. A. on 
Thanksgiving Eve., taking as his topic, 
the motto of Timeology, “Time Is Life.” 
Mr. Bernard is also giving a series of 
talks on radio station WRNY in which 
he is aiming to popularize and modern- 
ize the subject of horology. 
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Distribution of assets of Samuel Sper- 
ber, diamond merchant, 5 S. Wabash 
Ave., Chicago, will be made on a basis 
of 17 per cent cash and 60 per cent in 
notes, it has been announced by Goldman 
& Frier, attorneys, 15 Maiden Lane, who 
acted in conjunction with their Chicago 
office as representatives of the creditors. 
Distribution of most of the estate will 
be made in New York, as all but a few 
creditors are in business in this city. 

A voluntary petition in bankruptcy 
was filed on Nov. 20 by Dolgov & Son, 
126 Maiden Lane. Schedules filed at the 
same time show assets of $2,408 and 
liabilities of $8,774. The latter con- 
sists of unsecured claims, $8,127, and 
notes and bills which ought to be paid by 
other parties, $647, while the former in- 
cludes machinery, fixtures, tools, etc., 
$400; cash in banks, $14; merchandise, 
$1,759, and debts due on open accounts, 
$235. 

A new class in jewelry case making 
has been started by the Institute for 
Crippled and Disabled and occupies the 
corner basement room, formerly used 
by the Sheltered Workroom at 245 E. 
23rd St. The instructor is Henry 
Schultes, who has taught for many years 
in the Murray Hill Vocational School, 
and is an expert in his line. The oc- 
cupation is suitable for persons needing 
a seated occupation at light work. Two 
good hands are required. 

Complying with a motion passed at 
the last meeting of the Executive Board 
of New York City Retail Jewelers As- 
sociation, Secretary Phineas Peters has 
sent to Police Commissioner Whalen a 
letter under date of Nov. 23 urging him 
to provide additional police protection 
for jewelers in all sections of the Me- 
tropolis during the next few weeks. Last 
year the extra protection given to the 
trade during the holidays was so efficient 
that not one robbery was suffered by 
members affiliated with the Board. 

A $500,000 necklace of 47 large dia- 
monds, set in gold and silver, which 
Napoleon I presented to the Empress 
Maria Louise on the birth of their only 
child, the Duke of Reich. -adt, is now in 
this country and has been shown pri- 
vately in a safe deposit vault of a Fifth 
Ave. bank by Mrs. C. F. Townsend. Mrs. 
Townsend, who represents the Arch- 
duchess of Austria, Marie Therese, 
born Infanta of Portugal, the owner by 
inheritance of the necklace, brought the 
treasure-piece here free of duty as a 
historic antique. 

Word has been received in New York 
of the death in Fort Myers, Fla., on 
Nov. 20, of Damon Coats, 76, a veteran 
diamond merchant. Mr. Coats had 
maintained a home in Fort Myers since 
1923, going there from Springfield, Mass. 
He was a great-grandson of Charles 
McKnight, one of the first presidents of 
Yale University, and was also related 
to Alonson Coats, the builder of the 
famous Albany-Syracuse Post Road and 
one of the builders of the Erie Canal. 
Mr. Coats, it is understood, traveled at 
one time for a Brooklyn concern which 
has since gone out of business. 
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Newark 


The Baker Platinum Co. lost by death 
last week, Lawrence Allen, one of its 
employes, who was asphyxiated by car- 
bon monoxide gas in the garage at his 
home. He was 25 years of age. Burial 
took place in the Baptist Church 
Cemetery at Flemington, N. J. He was 
a member of the South Park Presby- 
terian Church and was active in the 
Young Peoples’ Society. His widow and 
mother survive. 

Robert Howard Hyde, son of Mr. and 
Mrs. Theodore T. Hyde, 89 W. Kinney 
St., died Wednesday of last week after 
several months’ illness. He was em- 
ployed by L. Lelong & Bro., manufac- 
turing jewelers, Newark. Mr. Hyde 
was in his 22nd year. Rev. Dr. Philip 
H. Clifford, former pastor of the First 
Reformed Church of Newark, officiated 
at the funeral services. Interment was 
in Evergreen Cemetery, Elizabeth, N. J. 








Rudolph Kassler Sent to Sing Sing 
After Giving Worthless Checks 


Rudolph Kassler, who had _ pleaded 
guilty to a charge of grand larceny on 
Aug. 13, was sentenced by Judge Noit 
in Part IX, Court of General Sessions, 
New York, recently, to serve five years 
in State prison. Sentence was imposed 
after it had been twice delayed in order 
to have Kassler available for hearings 
in a bankruptcy action instituted on 
May 24 last. 

Kassler was first arrested on June 21 
through the work of Sergt. McGann and 
Detective Fleming of the Old Slip Sta- 
tion after Arnold Kleinhaus, diamond 
dealer, 87 Nassau St., charged that on 
June 3 Kassler secured a quantity of 
jewelry by giving a worthless check on 
the Bank of Manhattan, Washington 
Heights branch, for $820. The State 
submitted in evidence the fact that Kass- 
ler had served a previous term on an- 
other felony charge. 








Market Prices for Silver Bars 


The following are the quotations fo1 
silver bars in London and New York 
as reported for the past week: 

Selling Price 
London U.S. Gov’t New York 

Date Official Assay Bars Official 
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The Bureau of Foreign and Domestic 
Commerce reports that a Manilla, P. I., 
concern is seeking the agency for imita- 
tion jewelry, such as eardrops and hoops, 
necklaces, brooches, pendants and brace- 
lets, and silverware. Additional details 
can be obtained by writing the Bureau at 
Washington, D. C., mentioning File 
41633. 












Boston 


The Lenox Jewelry Co. has opened a 
store in Lynn. This makes the third 
chain store to be established by the 
Lenox concern, the others being located 
in Boston and Cambridge. 

Paul Donelan, advertising manager 
for A. Stowell & Co., this city, has be- 
come advertising manager of the Gor- 
ham Co., Providence, R. I., and will 
assume his duties on Dec. 1. 

The Kay Jewelry Co. has bought the 
business of H. E. Weston, Waltham. 
For the present the business will be car- 
ried on under the old name, but eventu- 
ally it will become the Waltham link in 
the chain of stores operated by the Kay 
Co. 

The Baird-North Co., Providence, has 
sold its stock and business to Jason 
Weiler & Sons, this city. Thirty-five 
years ago the Baird-North Co. was 
established in the Rhode Island capital 
and today the concern is nationally 
known as one of the world’s largest mail 
order jewelry and gift houses. The 
whole stock of the Baird-North Co. is to 
be disposed of at the retail rooms of the 
Weiler concern. 

The membership drive, conducted by 
the Massachusetts Retail Jewelers’ Asso- 
ciation, netted seventeen new members. 
This was the first report made by district 
captains and recorded by Secretary Louis 
Smith at a meeting at the Boston City 
Club. Former President Arthur Stern 
of Lynn was in charge of the drive. 
It was decided to continue the campaign 
indefinitely. It is expected that a good 
showing will be made by the time the 
annual convention is held in Boston, 
March 25-26. 


Philadelphia 


Henry Bouw, formerly employed as 
clockmaker by J. E. Caldwell & Co.. 
has opened an office at 424 Real Estate 
Trust building, this city, where he is 
equipped to repair clocks. 

Fred J. Cooper, jeweler and president 
of the Pennsylvania Retail Jewelers’ 
Association, was quoted in a lengthy 
interview on “The Jeweler” appearing in 
the Philadelphia Public Ledger on 
Nov. 19. 

Barkers and “ballyhoo men” in front 
of the fake jewelry and other auction 
places on the Boardwalk, Atlantic City, 
have been silenced by an order of Mayor 
Ruffu, who states it will be enforced to 
the limit. The “puller-in” feature of 
the auctions also has been abolished and 
arrests and heavy fines, with jail sen- 
tences, are threatened as penalties. 

The Jewelers Club of Philadelphia 
moved into its new home this week. For 
almost 10 years the club has maintained 
quarters in the building on Chestnut St. 
The structure is to be torn down im- 
mediately to make room for a new build- 
ing and the tenants were ordered to 
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vacate. 
fourth floor of 1010 Chestnut St. 

Jeweler members of the Chestnut 
Street Merchants Association took a 
leading part in the Thanksgiving dinner 
and smoker tendered to the foot and 
mounted traffic police officers on duty on 
the street last Tuesday evening at the 
Rittenhouse Hotel. Heads of all the 
retail establishments on the street were 
present and complimented the smoker 
committee of which Philip Kind of S. 
Kind & Sons, is chairman, on the dinner 
and entertainment. 

For the first time in more than 150 
years, the position of chief assayer at 
the United States Mint here, is not held 
by a member of the Eckfeldt family. 
Jacob B. Eckfeldt, who resigned re- 
cently after almost 60 years in the posi- 
tion, is succeeded by Chester W. Ziegler 
of East Lansdowne. Mr. Eckfeldt’s 
father and grandfather held the post 
before him, making it a family tradition. 
John Jacob Eckfeldt, the first assayer, 
came to America from Germany in 1764. 








Pittsburgh 


Herman Egar, Woodlawn, opened his 
new store there last week and did a good 
business. He has an attractive jewelry 
establishment. 

An automobile which is alleged to have 
been stolen last week crashed into 
Somers Jewelry Shop, Beaver Ave., 
North Side, ripping out the front and 
doing other damage. 

O. N. Williams has opened a new store 
in Greenville, Pa. He was formerly in 
business in Butler, Pa., under the firm 
name of O. N. Williams & Bro., where 
his brother is now carrying on the busi- 
ness. 

A dinner dance was given last week 
in the Fort Pitt Hotel by the members 
of the Credit Merchants Association, 
composed entirely of credit jewelers. 
About 175 persons including the mem- 
bers and their families were present. 
The affair was in charge of John Mat- 
hews of Mathews & Daleth, who was 
the chairman of the committee on ar- 
rangements. The event was purely a 
social affair. 

Herman Crown, New Kensington 
jeweler, played in hard luck here a few 
days ago, when his car was in a collision 
on Washington Boulevard, while he was 
returning home, injuring him so badly 
he had to be taken to a hospital, where 
nine stitches were placed in his head. He 
had previously had a puncture, later 
received a traffic tag and then the acci- 
dent, which he believes was too much 
for one day. 








W. W. Fritch, who has been a jeweler 
at Valley City, N. D., for over 20 years, 
is closing out his business and will retire 
from the jewelry trade permanently. 
Mr. Fritch will devote himself to his 
other business affairs, principally his 
farm interests. 


The club is now located on the 
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Washington, D. C. 


George F. Spier, located at 310 9th 
St., N. W., for 38 years, recently moved 
to 806 14th St., N. W. Mr. Spier reports 
an increase in business due, he believes, 
to his better location and attractive sur- 
roundings. 

Howard I. Dillingham, representative 
of the Gorham Co., was at Dulin & 
Martin’s store last week conducting an 
exhibition of Gorham silver. “The Un- 
finished Masterpiece,” a museum piece 
valued at $4,000, and the famous Queen 
Charlotte tea service were included in 
the period silver exhibited. Twenty- 
eight different patterns of sterling table 
silver were displayed as well as a wide 
selection of unique gift silver. 











Baltimore 


Jewelry valued at nearly $200 was 
stolen a few nights ago from the show 
window of the store of Emrich Matusky, 
1203 S. Charles St., by a window 
smasher, who, evidently had timed the 
movements of the policeman working the 
beat. More than a year ago Mr. 
Matusky’s store window was broken and 
a quantity of jewelry stolen by a window 
smasher. Patrolman Joseph Haupt 
passed the jewelry store and tried the 
door, finding it secure. Thirty-five min- 
utes later the policeman passed the store 
and found the window broken. A brick 
wrapped in a newspaper was found lying 
near the window. Mr. Matusky told 
police that a tray of rings and several 
watches were taken by the thief. 

Telegrams were received here last 
week by Captain of Detectives Charles 
H. Burns from San Diego, Cal., stating 
that Hunter Lewis, wanted here on a 
charge of being one of the bandits who 
staged a sensational robbery Aug. 15 
last, at the home and office of Raymond 
Hughes, diamond broker, had been or- 
dered delivered to Baltimore detectives 
by the Governor of California. Detec- 
tive Lieutenant J. H. Itzel and Detective 
Sergeant William Milholland, who were 
sent to California to bring Lewis here, 
are expected to arrive with their 
prisoner Nov. 30. For months detectives 
have been working on the Hughes’ rob- 
bery, jewels valued at $15,000 having 
been stolen. Lewis’ Bertillon picture, it 
is said, was identified by Mr. Hughes, 
by his wife, and by a young woman 
employe in the Hughes’ office in the 
Fidelity building. Details of the rob- 
bery have previously been published in 
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R. L. Averill, Bellingham, Wash., 
jeweler, has purchased the lease, stock 
and fixtures of R. H. Leach, 1334 Corn- 
wall St. Mr. Averill has moved from 
his former location at 128 W. Holly St. 
to the site just purchased. 
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Providence 


The Western Jewelry Mfg. Co. has 
removed its offices and plant from 72 
Elm St. to 226 Eddy St. 

The United Jewelry Co. has been in- 
corporated under the laws of Rhode 
Island to conduct a jewelry business in 
this city with an authorized capital of 
$5,000. The incorporators are Emil 
Ross, Morris Ross and Dana Eisenberg, 
all of Providence. 

On Dee. 1 Paul Donelan, advertising 
manager for A. Stowell & Co., Boston, 
Mass., will become the advertising man- 
ager of the Gorham Co. Mr. Donelan 
succeeds Harold J. Lance, who resigned 
after six years to become vice-president 
of the National Publicity Service, New 
York. 

The regular monthly meeting of the 
board of directors of the Manufacturing 
Jewelers’ Board of Trade was held the 
past week at the Turks Head Club, this 
city, with a good attendance. Routine 
business was transacted and several ap- 
plications for membership were favor- 
able considered. 

Fire which started one morning re- 
cently on a work bench in the plant of 
the Lyons Mfg. Co., in the Manufac- 
turers’ building, 101 Sabin St., wrought 
damage among stock and tools to the 
amount of several hundred dollars be- 
fore it was extinguished. Neighboring 
firms in the building, including the Art 
Craft Co., the Lancor Mfg. Co., and the 
Goldsmith Co., incurred severe losses 
from the water and smoke. 

State Commissioner of Labor Edward 
L. Byers the past week filed his monthly 
report covering the different industries 
in Rhode Island. In connection with the 
jewelry industry the report says that the 
number of persons employed by 24 of 
the establishments reporting was 1.2 per 
cent larger the end of October than at 
the end of September; 19 firms had 10.3 
per cent more workers than at the end 
of October, 1928, and several establish- 
ments report overtime work. 

Among the jewelry buyers reported in 
this city and vicinity during the past 
week were the following: Mr. Birnbaum, 
3irnbaum & Kasper, San Francisco, 
Cal.; Mr. O’Connor, McCurdy & Co., 
Inc., Rochester, N. Y.; Mr. Hill, S. S. 
Kresge Co., New York city; Mr. Karski, 
the Boston Store, Milwaukee, Wis.; 
Miss Johnson, James McCreery & Co., 
New York city; Mrs. Adams, the Davis 
Dry Goods Co., Chicago; Miss Birken- 
buhl, Miss Bagley and Miss Bailey, 
Marshall Field & Co., Chicago. 

The beautiful bronze plaque set with 
75 diamonds illustrated in the issue of 
Nov. 14, which was officially presented 
to the State of Nebraska through the 
Jeweler’s Guild of Omaha, was made by 
The Gorham Co. of Providence, and is 
25 by 20 inches mounted on an ebonized 
back. It contains 75 diamonds set in 
stars of 18 karat gold. As previously 
told in THE JEWELERS’ CIRCULAR, the 
tablet was placed in memory of the pio- 
neers on the occasion of the 75th anni- 
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versary of the State of Nebraska. The 
idea was conceived by R. C. Leydecker, 
promotion manager of the Retail Divi- 
sion of the Jewelers’ Guild, which organ- 
ization had it made by the Gorham Co. 
J. P. Byrne of the Byrne-Duff Jewelry 
Co., presided at the presentation of the 
plaque to Governor Weaver, Nov. 5. 








Attleboros 


Erford King, of the Watson Co., who 
recently underwent an operation at the 
Sturdy Memorial Hospital, is reported 
to be improving. 

The manufacture of jewelry in Massa- 
chusetts has been going on at the rate of 
between $26,000,000 and $27,000,000 an- 
nually for the past few years, according 
to a recent bulletin of the Massachusetts 
Department of Labor and Industries. 
The number of employes has been in- 
creasing 5000 for each of the several 
years and the distribution of wages has 
been about $6,500,000 annually. The 
value of materials used has been between 
$12,000,000 and $13,000,000 annually for 
four recent years. In 1919 the value 
of raw material was increased by man- 
ufacture by the amount of $16,000,000; 
in 1927 the increase by manufacture to- 
talled $14,000,000. 








Birmingham 


The Marchal Jewelry Co. has moved 
from 320 N. 20th St., to 218 N. 20th St. 
They have a most attractive store in 
their new location. 

Daniel Goodman, of the Montgomery 
Jewelry & Loan Co., Montgomery, was 
in Birmingham the past week attending 
the Shrine convention and calling upon 
jewelers. 

W. J. Kendrick, of Carbon Hill, was 
in Birmingham the past week calling on 
the wholesale jewelers and making pur- 
chases for his new jewelry store, which 
he is opening at Huntsville. 

It was announced last week that the 
retail store of the Jobe-Rose Jewelry Co., 
will continue under the management of 
John Griffin, who has been in charge of 
the business for some time. J. Neely 
Rose, president and founder of the busi- 
ness, died at a hospital here a few days 
ago. 

The following traveling salesmen were 
in Birmingham the past week: Joseph 
Mazer, of Joseph Mazer, Inc., New York; 
P. J. Eppenstein, of the Elgin American 
Mfg. Co., Elgin, Ill.; L. W. Herzog, Jr., 
of the Alvin Silver Co.; Mr. Huesgen, of 
Bowman Massa Co., St. Louis, Mo., and 
Mr. Posner, Star Watch Case Co., Cin- 
cinnati, Ohio. 

Linked with the recent plot to free 
Roy Dickerson, noted diamond thief and 
bank robber, from Kilby Prison near 
Montgomery, Tom Sexton, of Birming- 
ham, was returned to Kilby as a parole 
violator. Deputy Warden F. A. Boswell, 
who took Sexton back to prison, refused 
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to say what part Sexton had played in 
the attempted release of Dickerson or to 
discuss the case in any way. Some time 
ago Sexton was convicted of grand 
larceny and sentenced to Kilby Prison. 
When paroled last June 25 he still had 
one year and 10 months of his term to 


serve. 








Memphis 


Jewelers enjoyed good business before 
Thanksgiving in silverware and china, 
crystal and decorative goods. All antici- 
pate a reasonably good holiday trade. 
From all indications 1929 will round out 
well. 

Julius Goodman well known retail 
jeweler, 3 S. Main St., is conducting a 
closing out sale. Mr. Goodman con- 
templates a trip around the world, 
though it may require several months to 
liquidate and sell the stock on hand. 

For the second time in a week, Temple- 
ton’s jewelry store window at Chatta- 
nooga, Tenn., was robbed. About $400 
worth of watches, necklaces, bracelet 
sets and rings were taken. In the first 
window smashing the loss amounted to 
about $100. 








Atlanta, Ga. 


Among the visitors in Atlanta during 
the week were Alexander Fiesh, Bir- 
mingham, Ala.; William Wyatt, Rome, 
Ga., and H. S. Banta, Newnan, Ga. 

Irvin O’Shields, well-known in Atlanta 
jewelry circles, has become connected 
with McGee & Tomlinson, where he 
will be a member of the sales force. 

Guy Rogers, of the Waltham Watch 
Co., James H. Harkey, of the Oneida 
Community, Ltd., and Raymond Toler- 
ton, of the Elgin National Watch Co., 
were all in Atlanta during the week 
following trips through their respective 
territories. 








The estate of Sir Joseph Robinson, 
the pioneer diamond merchant of South 
Africa who died recently, is estimated at 
around $50,000,000, according to advices 
just received here. The bulk of the prop- 
erty goes to a daughter, the Countess 
Labia, who stands to benefit by some 
$20,000,000. There are wide divergencies 
in the bequests to family members, one 
daughter getting only $5,000. The inter- 
est on one-third goes to the widow, Lady 
Robinson, providing she supports two 
other daughters, and the interest on two- 
thirds of the estate goes to the son, 
Joseph. Countess Labia, the principal 
beneficiary and executor, is the wife of 
the Italian minister to the South African 
Union. No bequests are made to public 
institutions or charities, a fact that has 
created some criticism in South Africa. 
The countess explains this with the 
statement that her father gave away 
several hundred thousands dollars dur- 
ing his lifetime. 
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“A Wonderful Watch 
for the Money”’ 


A line of low priced, fast 

Ladies’ 6% Ligne—Chromium plated case. 6 selling watches that gives en- Ladies’ 6% Ligne—Chromium plated case. 6- 

jewels, lever escapement. tire satisfaction. Exception- | ‘ lever escapement, 

No. 721 with Marco Mesh Bracelet...$10.80 ally reliable six jewel move- No. 554 with Marco Expansible Brace 

No. 121 with Ribbon........... oe ments in nicely finished up-to- No. 154 with 

the-minute chromium cases. 
Good-looking, dependable, 

and priced for profitable Holi- a — 

day sales. Tt ets: 


eal | 
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es’ 6144 Ligne—Chromium plated case. 6- 


Ladies’ 6% Ligne—Chromium plated case 6 
jewels, lever escapement. els, lever escapement. 
- 


—s > 1 No. 555 with Marco Expansible Brace 
4 ith arco »s tracele a 
No. 724 with Mar Mesh Bra t 810.80 ' ble Brace — 


No. 124 with Ribbon.... oe 9.80 "ce er No. 155 with Ribbon.. 10.50 








Ladies’ 6% Ligne—Chromium plated case 
jewels, lever escapement. 


No. 150 with Ribbon as Shown 810.50 
No. 550 with Marco Expansible Brave 


let 2.50 


























; Men's 10% Ligne—Chromium plated case 6 
Men's Ne Ligne—Chromium plated case bs : ewels, lever escapement. 

-wels er escapement =) tif =” 

jew ever ipeme a af at be No. 718 with Marco Mesh Bracelet. .810.50 
No. 717 with Marco Mesh Bracelet $10.50 = ' No. 118 with Leather Strap........ 9.80 
No. 117 with Leather Strap..... , 9.80 


Ladies’ 6% Ligne—Chromium plated case 6 MARCO EXPANSIBLE 


jewels, lever escapement, 


MARCO MESH No. 152 with Ribbon as Shown $10.50 BRACELET 


am 


BRACELET No. 552 with Marco Expansible Brace 


Men’s 10% Ligne—Chromium plated case ; 
This finely woven, chromium mesh bracelet ac- eee othe clue en ae ‘ lhis beautiful chromium plated, pierced brace- 
centuates the beauty of the watch and makes . ; et will help sell the watch as well as add 
a highly salable combination Adjustable . % with Leather Strap as Shown.8 9.80 greatly to its value. Patented, quick working, 
length . with Marco Mesh Bracelet 10.50 safe center catch. 


[All Prices Keystone Key and Cash Discount} 


YOU CAN DEPEND ON IMMEDIATE SERVICE 
America’s Foremost Supply House 





BOX 773 - - - - CHICAGO 
Detroit Los Angeles New Orleans St. Paul 
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Chicago Notes 


H. R. Holzner, Chicago representative 
for the Bristol Seamless Ring Co., left 
this week for the South and will be away 
for several weeks. 

C. G. Abernathay, retail jeweler, 
Mayfield, Ky., spent several days of the 
past week in Chicago looking over new 
fall merchandise. 

Maurice Adler has engaged in busi- 
ness for himself as a wholesaler on S. 
Wabash Ave. Mr. Adler formerly con- 
ducted his business at his home. 

George Michalka, representing Quast 
& Olsen, left last week for his territory. 
This is his final trip of the year and 
he will be away for several weeks. 

George Boergerhoff, representing 
George Kollstede, of Providence, re- 
turned last week from the East where 
he spent several weeks visiting at the 
home offices. 

The trustee in the matter of Solomon 
& Greenwald passed away recently and 
a meeting of creditors will be held early 
in December to elect a new trustee. 
Execution of the estate should be closed 
thereafter. 

Harry Marks, Chicago manager for 
the Diamond Pen Point Co., has heen 
confined to his home for the past week 
on account of illness. As he did not im- 
prove he was removed to a local hospital 
for observation. 

Nathan Goldberg, who for many years 
was connected with the Chicago office of 
the Fox Mfg. Co., is now associated 
with Benj. E. Minturn & Co., brokers. 
Mr. Goldberg is connected with the office 
of this firm. 

In the matter of Samuel Sperber, 5 
S. Wabash Ave., a distribution of 77 per 
cent net settlement to creditors was 
made through the offices of Goldman, 
Allshouse & Healy, attorneys for the 
creditors’ committee. 

Ray Baker and Russell Carter of the 
home office of the International Silver 
Co., spent the past week in Chicago 
auditing the books of that office. They 
left here for Canada where they will 
visit their offices there. 

David G. Hay, western representative 
for the Traub Mfg. Co., was compelled 
to return home while on his western trip 
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on account of illness. He is confined to 
his home and will not be able to resume 
his duties for a couple of weeks. 

Walter Charles Bieda, Jr., of Bieda 
Bros., Buffalo, called on many of his 
friends while in Chicago last week. Mr 
Bieda came here to attend the wedding 
of his cousin. He recently became as- 
sociated with the company and is junior 
member of the firm. 

B. C. Allen, of Benjamin Allen & Co., 
returned to his desk last Friday after 
spending several months visiting his 
daughter in India and looking over the 
diamond markets in Europe. Mr. Allen 
had a fine trip and found his daughter 
enjoying her new home in India. 

William H. Low, of Bliss Bros., with 
Chicago headquarters at the Columbus 
Memorial Vaults, is spending several 
weeks in the East getting his new fall 
line. Before returning to Chicago Mr. 
Low will visit the wholesale trade in the 
South, returning to Chicago after 
Christmas. 

Milton Jackson, representing the Pot- 
ter & Buffinton Co., arrived at the con- 
cern’s Chicago office in the Heyworth 
building last Friday. He just completed 
a business trip through the East and 
after remaining in Chicago for a few 
days will leave for Milwaukee and the 
North West. 

J. E. Tetlow has made arrangements 
with the S. O. Bigney Co., to represent 
this concern from the Middle West to the 
Pacific Coast. Mr. Tetlow formerly was 
connected with the Parker Bros. & 
Rogers Co. James L. Wiggmore, Jr., 
who traveled this territory, will call on 
the trade through the South. 

EK. A. Lommatzsch, announces that he 
will be connected with J. R. Wood & 
Sons after Jan. 1. Mr. Lommatzsch has 
been associated with the North Amer- 
ican Watch Co. for the past seven years, 
six years at their home offices and the 
past year as manager of their Chicago 
office. He has tendered his resignation 
which will take effect on Dec. 15. 

Joseph Vogelsang, of Cincinnati, Ohio, 
visited the markets last week to pur- 
chase goods for his new store. Mr. 
Vogelsang will open up about Dec. 1 
at 208 E. Fifth Ave., Cincinnati. It is 
the same location that formerly was oc- 
cupied by O. R. Wise. Mr. Vogelsang 
is a diamond setter and jeweler by trade 
and this is his first venture in business 
for himself. 








Otto Kramer and Maurice Stauffer 
have entered into business under the 
name of Kramer & Stauffer, in Suite 
1546, Pittsfield building. They are both 
watchmakers and will work at this in 
connection with their retail jewelry busi- 
ness. Mr. Kramer formerly was con- 
nected with Axel Hammerberg, Chicago, 
and Mr. Stauffer with the Gruen Watch 
Co., Cincinnati. 

The Gem Shops was recently opened 
for business at 11355 S. Michigan Ave., 
Roseland. This business was_ incor- 
porated by Menz I. Rosenbaum, presi- 
dent, and Louis Bennett, secretary and 
treasurer, attorneys, 7 S. Dearborn St. 
William LaFountain, formerly connected 
with the Roseland store of Cousin’s, is 
also financially interested in the business 
and is manager. 

An involuntary petition in bankruptcy 
was filed last week against Edward 
Hahn and Frederick Hahn, trading as 
Edward Hahn, at 14 N. Franklin St. 
Liabilities are estimated at $40,000 with 
assets at about $18,000. Sam Howard 
has been appointed receiver. He will 
solicit bids for the sale of the property 
and if within 10 days no satisfactory 
bid has been received same will be sold 
out at auction. 

Ed. Bengston, Freeport, IIl., will cele- 
brate the opening of his new store on 
Saturday of this week. The new store 
is located in the new Hotel building at 
111 W. Main St. Mr. Bengston, for- 
merly was in the retail jewelry business 
in that city for many years but sold 
out early last spring. Mrs. Bengston 
who has gone into the interior deco- 
rating business will make her offices at 
the same address. 

Loftis Bros. opened their seventh Chi- 
cago store last Wednesday. The new 
store is located at 30 N. State St., and 
is beautiful in its futuristic setting. A 
color scheme of blue and orchid is car- 
ried out on the walls above wall cases 
and the furnishings are in mahogany. 
On the mezzanine floor are 12 booths to 
be used for customers who desire privacy 
in making their purchases. General 
and credit offices are also located on this 
floor. 

The entire trade was shocked last 
week when they learned of the sudden 
death of Jules Franklin, diamond im- 
porter of New York city, which occurred 


(Continued on page 98) 
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Chicago Notes 


(Continued from page 97) 


in Kansas City on Nov. 19. The remains 
were sent to New York and when they 
arrived in Chicago last Thursday a 
group of his old friends met the train 
and paid their last respects to a man 
they all loved. “Jim” Flateau escorted 
the remains to New York. Mr. Franklin 
and Mr. Flateau went to 
Springs about two weeks ago for a rest. 
On Tuesday they went to Kansas City 
to spend the day. While lunching with 
Mr. Flateau and a doctor Mr. Franklin 
suddenly slumped in his chair, dead. 








Cincinnati 


The Weidlich Pen Mfg. Co. renewed 


its lease for the second floor of the fac- 


tory structure on the northwest corner 
of Central Parkway and Jackson St. 
for one year at an annual rental of 


$900. The pen concern has been occupy- 
ing the loft for several years and will 
continue there until the end of 1930. 

Three veterans of the 
profession will serve as members of the 
committee to select candi- 
dates to be balloted on at the annual 
election of the Cincinnati Wholesale 
Jewelers and Manufacturers Associa- 
tion. The committee picked by President 
James W. Farrell includes: Arno Dorst, 
chairman; William W. Oskamp and 
“Uncle” Mose Schwab. It is likely that 
the committee will meet after Thanks- 
giving and report within a week or in 
plenty of time for the annual December 
meeting of the association. Both Mr. 
Dorst and Mr. Schwab are in the city 
at the present time but Mr. Oskamp is 
on a 10-day hunting trip. 

The register at Time Hill, headquar- 
ters of the Gruen Guild Watch Makers 
on McMillan St., shows a list of many 
prominent persons from all parts of the 
country. The watch establishment 
entertained more than the usual number 
of visitors during the fall season. Fred 
G. Gruen, president of the company, is 
Cincinnati returning from the 
factory of the watch concern 
Switzerland. He declared that 
appear to be very favorable 
now as the precision and other factories 
of the Gruen Guild are working to 
capacity. All of the departments at 
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Time Hill, here in Cincinnati, are work- 
ing overtime in order to take care of the 
pre-holiday business rush. 

Those retail jewelers who have been 
engaged in the credit business for some 
time now have an organization of their 

wn similar in scope to the Retail 
Jewelers Association of Cincinnati. It 
is called the Cincinnati Jewelers and 
Clothiers Credit Association and was 

rganized at the Hotel Metropole, 


Excelsior 
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Wednesday night. The credit jewelers 
were organized by J. F. Early, who is 
in charge of other associations of a 
similar nature in Cincinnati. He was 
the moving spirit in bringing about the 
organization and during the course of 
the meeting gave a minute description 
of the credit system and the mutual 
benefits to be derived by members. 
Officers elected by the new association 
include: Max Getzug, president; David 
Spritz, treasurer; Ben Goldstein, secre- 
tary and Mr. Early, executive secretary. 
The association will hold monthly meet- 
ings to discuss business problems. 


Ohio Notes 








The Henry Shaw Co., credit jeweler, 
Akron, is planning to open a store in 
Cleveland soon. The new store will be 
at Prospect and E. Fourth St. 

Nine leading retail jewelers of Canton 
have joined with some 100 other retai! 
merchants of that city in a cooperative 
promotion of holiday merchandising 
which campaign will be launched soon 
after Dec. 1. 

When the Cusack Jewelry Co., Can 
ton, moves back to its former location at 
Second and Cleveland Aves. N.W., next 
June, it will occupy a corner location in 
the new 13-story Hotel Onesto now unde} 
construction. In the new location th 
Cusack company will install a gift sho} 
which will be in the basement. 


Evansville 


Local retail jewelers report their trad 
is steadily increasing and they are look- 
ing for a good Christmas trade. Most 
of the local dealers have well assorted 
stocks for the Christmas season and say 
trade ought to be better than last year 

Earl F. McConnell, retail jeweler, 
Oakland City, Ind., has been elected dis- 
trict trustee of the Kiwanis Club of Oak- 
land City for the ensuing year. Mr. 
McConnell is a charter member of the 
Oakland City Club and takes a leading 
part in all of its activities. 

John Snyder, who owns and operates 
a retail jewelry store in the postoffice 
building at Tell City, Ind., is tearing 
out the old fashioned front of the build- 
ing and will replace the same with a 
modern glass front. This will enable 
him to better display his stock of goods. 

Two youths entered pleas of not guilty 
when arraigned in the City Court her 
on a charge of banditry. The 
each defendant was transferred to the 
Vanderburgh Circuit Court and bond 
was fixed at $10,000, which the de 
fendants were unable to furnish. When 
arrested one of the prisoners, is alleged 
to have confessed to the police that he 
and his companion smashed the front 
windows in the stores of Bitterman 
Bros. and Olsen & Ebann, local retail! 
iewelers, and secured considerable jewel 
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ry. The latter denied that he took part 
in either one of these robberies. 








Milwaukee 


Phillip Suran, jeweler, 1610 Vliet St., 
has reopened his remodeled store at that 
location. 

Erwin Kitzman, Eagle River, Wis., 
has purchased the jewelry business of 
T. H. Bennett, Weyauwega. He has also 
purchased the business block in which the 
jewelry store is located. Mr. Kitzman 
formerly conducted a jewelry store in 
the Rant building at Eagle River, but 
has moved his entire stock to the new 


store. 


Detroit 


The E. H. Pudrith Co., wholesale 
jeweler, is now settled following its ex- 








pansion activities that have extended 
over a period of several weeks. The or- 


ganization is now occupying nearly the 
entire eighth floor of the Metropolitan 
building. 

Detroit retailers, including the jewel- 


ers, are engaged in a campaign this 


week to raise $100,000, part of a na- 
tional fund of $1,750,000 being raised 


by the National Association of Credit 
Men through its local associations, to 
fight commercial credit dishonesty. 

With the announcement from Henry 
Ford that he will inaugurate a wage in- 
crease in his two Detroit plants, retail 
jewelers have more hope for a substan- 
tial Christmas business. There was fear 
that the Ford Industries in Detroit 
would be under curtailed production 
through most of December. With Mr. 
Ford’s cheering announcement it is be- 
lieved that other large manufacturing 
plants in Detroit will be stimulated to 
action giving a decided stimulating effect 
to all production. 


New Orleans 


Leopold Rosenson, formerly connected 
with White Bros., this city, has resigned 
and has left New Orleans to go with the 
Nectchez Jewelry Co., at Belmont, Tex. 

Business conditions in New Orleans 
are improving and local jewelers are 
preparing for an increased holiday trade. 
Most of the local jewelers hope to sur- 








pass the business done last year at 
Christmas. 
An extra thin model Ulysse Nardin 


watch was the one chosen by the Swiss 
Government for presentation to King 
Alphonso XIII on the occasion of the 
opening of the international exposition 
at Barcelona, Spain. The presentation 
was made on May 30. Bigalke & Eckert 
Co., 527 Fifth Ave., New York, are rep- 
resentatives in this country. 
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San Francisco 


Fred L. Lee, Sr., of Fred L. Lee & 
Co., has returned after visiting the east- 
ern factories, having been in New York 
for seven weeks. 

At the office of J. W. King it was 
stated that J. W. King has now passed 
the danger line and is definitely recover- 
ing from the results of a recent serious 
automobile accident. 

Edmund P. Randolph, formerly in 
business as a retail jeweler at Burbank, 
Cal., has opened a jewelry store at Lone 
Pine, Cal., where he is assisted by his 
son, F. R. Randolph. 

Ernest L. Reiding, jeweler, Watson- 
ville, Cal., opened his new store on Nov 
23. Some of the members of the San 
Francisco trade made the trip. to 
Watsonville, to be present at the open- 
ing. 

Among the retail jewelers from out- 
of-town calling on the trade during the 
past few days were: I. Tasem, Tonopah, 
Nev.; J. Ericksen, the Ericksen Jewelry 
Co., Fresno, Cal.; C. B. Bender, Santa 
Cruz; Joe Schell, Oakland; Charles 
Olsen Gridly; W. A. Furlong, Reading; 
J. Attell, Vallejo. 

Lew Stambler who travels in South- 
ern California for Sultan Bros., reports 
a good demand for crystals and pearls. 
John Linezer who has just returned 
from an Alaska trip for the same con- 
cern, reports that business in Alaska will 
be good for the next year, owing to a 
new gold strike, near Taku. 

Railsback & Dable have moved their 
business from the Bankers’ Investment 
building to the Mutual building, 704 
Market St. Their new offices are located 
in Suite 601 and 602, and were opened 
for business on Nov. 25. Leonard H. 
Railsback has returned from a 30 days’ 
trip to Southern California where he 
reports having done satisfactory busi- 
ness. 








Los Angeles 


J. J. Fiali, who formerly operated a 
jewelry store at Pomona, has gone to 
Oceanside where he has opened a new 
store. 

J. F. Mulcahey, formerly with David 
Miller, has opened offices on his account, 
at 910 Title Guarantee building, where 
he will deal in precious stones. 

Gilbert C. Keppler, formerly with 
Paul D. Walsh, Title Guarantee build- 
ing, has opened an upstairs retail jewel- 
ry establishment, in the same building, 
at Suite 515. 

A. G. Edmonds has left Los Angeles 
and taken a position as watchmaker at 
the store of Nathan Baranov, San Diego, 
to replace Ellis Swing who has em- 
barked in business there on his own 
account. 

Jesse Measer, head of Berson-Measer 
Jewelry Co., Jewelers Exchange build- 
ing, has returned from a brief trip 





‘could get some cartridges. 
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North and reports his November busi- 
ness as a little better than in 1928, for 
the same period. 

George Knapp, former wholesaler, has 
decided to enter the retail trade and has 
given up his salesroom in the Title Guar- 
antee building and gone to Santa Monica 
where at present he is associated with 
F. J. Mack. He intends to go into busi- 
ness for himself. 

Morris Thomas, buyer for the silver- 
ware and clock departments of Barker 
Bros., whose main store is located in 
Los Angeles, left this week via the 
Western Air Express for a buying trip 
to the Eastern markets. Barker Bros. 
report a splendid business in their vari- 
ous stores in Hollywood, Long Beach, 
San Diego and Houston, Tex. 

Harry Stoler, charged with robbing 
Harry Fiegenbaum of diamonds valued 
at $12,600 last September, an account of 
which appeared in THE JEWELERS’ 
CIRCULAR, suddenly changed his plea of 
not guilty to one of guilty. He also 
asked for probation and Judge Doran, 
of the Superior Criminal Court will rule 
on his application Dec. 2. Stoler 
changed his plea during his trial last 
week. 

More than $5,000 in diamonds and 
jewelry were recovered last week by the 
police through the arrest of Samuel 
Orman, 20 years old, and John Wilson, 
18, both of whom are charged with 
suspicion of robbery. Most of the booty 
found in the room occupied by the men 
has been identified by the owners of 
the Economy Jewelry Store, which, as 


stated last week in THE JEWELERS’ 
CIRCULAR, was robbed. 

Pentz & Guilliaum, Haas building, 
Seventh St. and Broadway, has _ been 


granted a pawnbroker’s license, in addi 
tion to several which have been given by 
the Police Commission after it had de- 
cided, several weeks ago, to allow no 
more brokers to operate in Los Angeles. 
Leon Solomon, 423 S. Main St., also was 
granted a license. Mr. Pentz formerly 
was with the Markwell Loan Co., which 
handled only precious stones and high 
grade jewelry. 

Jack Cahn, clerk for the Los Angeles 
Loan & Jewelry Co., 446% S. Main Si., 
was held up at the point of his own gun, 


the night of Thursday, Nov. 21, and 
robbed of two revolvers. Just after the 
supper hour a man entered the store 
and asked to look at a revolver. He 


said he would purchase the gun if he 
Mr. Cahn 
went to a back room to get some shells 
and the bandit followed. In the rear 
room, the bandit turned the gun on the 
clerk as soon as he had slipped a shell 
into the chamber. After taking another 
high-priced “gat” he departed. 








The N. B. Levy & Bro. Co., Scranton, 
Pa., moved on Nov. 26 from its old 
headquarters in the Traders National 
Bank building to its new store at 420 
Spruce St. The opening was a formal 
one, with guests inspecting the new 
premises between the hours of 11 a. m. 
and 5 p. m. and 7 p. m. to 9 p. m. 
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Cleveland 


79th St., 
store at 


J. Hanzay, formerly of E. 
has opened a retail jewelry 
12524 Buckeye Road. 

The Reliable Jewelry Co., 950 E. 152nd 
St., has opened a branch store at 1455 
Green Road, South Euclid, Ohio. 

Among out of town jewelers in Cleve- 
land recently were: Clarence Reynolds, 
Hibbard Jewelry Co., Akron; H. F. 
Pitkin and wife, Akron; Karl Schmidt, 
Warren, and J. B. Avery, Amherst. 

The Rogers Jewelry Co., Prospect 
Ave. and E. Fourth St., held its formal 
opening on Saturday. it is the largest 
of a chain of 12 credit stores in various 
Ohio cities. Herman Yossem, who has 
been with the company for several 
years, is manager. 


St. Louis 








Business in the downtown jewelry belt 
continues to show a healthy activity ac- 
cording to reports from leading stores 
There has been no slackening in the 
Christmas shopping which it was ex- 
pected would develop from the recent 
stock market slump. One of the largest 
stores in the city issued the statement 
that not a cancellation was experienced 
during the downward trend of the mar- 
ket. A survey of the leaders of the 
group indicated the Christmas business 
was starting eariier than usual which 
was observed as an optimistic trend for 
a good holiday business. 

J. S. Samesreuther, directing head of 
Jaccards, recently returned from a trip 
to New York where additional merchan- 
dise for the holiday trade was purchased. 
Outstanding in the buying were some 
colored diamond baskets retailing from 
$4,000 to $5,000. Jaccards will display 
during the first week in December an 
unusual collectien of rare jade pieces 
valued at $200,000. Snuff boxes, lamps 
and vases are included in the exhibit. 
The store has been decorated in holiday 
garb. Large holly wreaths fastened 
with red ribbons on the pillars through- 
out the interior are employed as the 
Christmas motif. 


Seattle 








The Silversmiths Co., Ltd., has opened 
a new shop at 1516 Second Ave., carry- 
ing a line of silverwares, diamonds and 
watches. 

Ben Tipp, pioneer jeweler, opened a 
new shop last week with 27 employes. 
The new shop is located at Third Ave. 
and Pine St., and has a total sales floor 
area of 1908 square feet. There are two 
entrances to the store, one on Third Ave. 
and the other on Pine St. The interior 
is finished in walnut with fixtures of the 
same material and full glass showcases 
are used extensively. The rear of the 
display windows is open allowing a full 
view of the store from each. 
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We actually recover 
every grain of value 






from sweeps, polishings, filled cases, plated 
scrap, obsolete yellow gold mountings, etc., 

























We do not and pay highest market price always, be- pes 
F employ cause we use the refined metal. 

raveling for your 
gold buyers O.K. 





THOMAS J. 


DEE. sCO. 


55 E.WASHINGTON ST. CHICAGO 























ovr Metallurgists tone 


OFFICE AND WorkKS,119 WesT TUPPER STREET. 
BUFFALO, N.-Y., U.S.A, 







































_ Precious Metal | 
| >S—ScrapS= | 


From SO. CAROLINA comes a letter 


which presents a reason why you 


The S. S. White Dental Mfg. ; ‘ 
ought to trade with H. & S.: 


| 

| Co. has always stood for 

the utmost fairness in the 
J 
| 


purchase of precious 


“Yours dated Oct. 3lst at hand, 
enclosing check for $72.33 for 
shipment of Jewelers’ sweeps. 
This is satisfactory. Thanks.” 


metal scrap. ~ ow 
Send us your next lot 
of scrap or sweeps 


| for assay and 
| be assured of a 


just return 





SS , 
| The S.S. WHITE DENTAL MFG. CO. 


Industrial Division 
152 West 42d St. New York, N.Y. 


Established in 1844 Member of J. B. of T. | 


We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell TRY US. Remember “It’s the 
Amount of the Check that Counts.” 














| HAVE YOU USED OUR SOLDERS AND ALLOYS? | CO/ pr, 
FSES==I_ = — nae —— ; a : a = - ——_ —— : — e , En Ru, = 
LE REFINERS & 


ARTHUR T. HAGSTOZ 


























Have you had trouble when 


Sizing Chromium-plated Rings? T. B. HAGSTOZ & SON 
5 GOLD, SILVER and PLATINUM 
Lots of jewelers have had trouble 
We, 


when repairing or altering chromium- Refiners and Assayers 
plated jewelry. Many articles have been =< 709 Sansom Street, Philadelphia 
ruined. When you heat chromium it aCe: \ 

turns black, solder won’t flow, and ordi- 
nary pickle does no good. 

We'll send you full information for 
handling this work. Three pages of 
facts. 

Return this ad with 10c. in stamps or 
coin. 








PRACTICAL COURSE IN ADJUSTING 


Price $1.50 








Jewelers’ Technical Advice Co. 
22 Albany Street, New York City 





JEWELERS PUBLISHING CORPORATION, 
239 West 39th St., New York 
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N this age of commercialism, when 

the dominant thought seems to be 
“get the dollar,’ it is to be hoped that 
the members of our ancient and, at one 
time, honorable profession of watch- 
making will not become so thoroughly 
imbued with the spirit that they will 


entirely forget the ethics and _ lofty 
ideals that raised watch-making to its 
original dignified position. Like many 


other professions, watch-making has its 
“quacks” and “fakirs.” This is to be 


regretted, yet it remains a fact. A fact 
that causes many a twinge of heart- 
felt sorrow, to say nothing of the 


financial distress, on the part of consci- 
entious workmen. Regardless of every- 
thing else, the legitimate watchmaker 
takes pride in his work, while the 
“quack” has but one thought in his nar- 
row mind and that is to get the money. 
What a blot on the reputation of a 
worthy profession some of these so- 
called watchmakers are. The _ things 
they will stoop to, that the job may be 
finished and the money for it safely 
tucked away. Too ignorant of the first 
principles of watchmaking to under- 
stand the unpunished crimes they com- 
mit; too lazy to even try and learn the 
right way from the wrong; these butch- 
ers rip and tear, mend and make over, 
the handiwork of better men than they 
ean ever hope to be. And they do it 
without a twinge of conscience. Hole 
jewels set in shellac; yes, even held in 
place with a gob of soft-solder. Pallet- 
bridges filed off so that the balance won’t 


rub on it! Brass pins used in lieu of 
jewel-pins; banking-screws bent and 
twisted to all angles; great gobs of 


shellac, spreading over the surrounding 
surfaces, to hold a jewel-pin or a pallet- 
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better V orkmanship 


By W. Sevrets 


stone; great gouges where screw-driv- 
ers slipped and tore over the tops of the 
plates; mainsprings out of all propor- 
tion to the barrels—oh, what’s the use 
of enumerating any more—you’ve all 
seen shining examples of the “quack’s” 
work. 





N every case, the “quack” is a cut- 
price artist, as well. He deliberately 
sets out to undermine the real workman 
by offering fo do the same job at much 


less. And you can’t blame the public 
much, if they fall for it. Who doesn’t 
want to save a dollar at every oppor- 


tunity? True, you and I know that they 
are taking chances with their watches, 
but they don’t. For instance, suppose a 
woman comes in and asks you what it 
will cost to fix her watch and you tell 
her $5. Now, to most people, $5 bulks 
quite large; it does seem like quote a 
price to pay for simply making the 
watch go again, especially since they 
know it always did run well until lately; 
and they never dropped it or anything 
like that. 

So they decide to look around; per- 
haps someone else will fix it for less. 
“Sure, I can fix it,” the “quack” assures 
them. “And he told you it would cost 
$5 to fix it? Why, the robber! You 
let me fix it and I’ll save you money. 
It’s about time people around here woke 
up to the high prices being charged 
them. I ean fix that watch as good as 
new for $3.” And in nine cases out of 
ten he gets the job. And you’ve got to 
admit that most anyone, with a little 
mechanical ability, can make a watch 
“tick.” And that just about sums up 
what he does do. But the fact remains, 
he does make the watch go, gets $3 for 


I know what you are going to say; 
you are going to say that the good work- 
man need never fear competition of this 
kind. But that is not so. 

AKE the man just starting in; he 

needs every job he can get in order 
to make both ends meet. If his com- 
petitor takes any one of them away from 
him, through deceitful advertising and 
false promises, it works a hardship on 
him. Not only that, but every time a 
botch job is turned out by a man calling 
himself a watchmaker, it remains as a 
blot on the name of the profession, as 
a whole. 

Every legitimate watchmaker suffers 
from it, in the lowering of the public’s 
estimation of the craft’s trustworthi- 
ness. In some cases, good workmen are 
actually forced out of business, simple 
because they cannot hold on long enough 
to prove to a suspicious public that good 
work is never high. How is the public 
to know that any great difference exists 
between you and your “quack” com- 
petitor; you both have a sign out that 
says “watchmaker.” And to the public, 
any man who can take a watch apart 
and put it together again is a watch- 
maker. 

If the good workman does succeed in 
holding on long enough to establish his 
worth, he has been through a long, up- 
hill fight. 


HE attitude that most jewelers and 
watchmakers take concerning their 
“quack” competitors is utterly wrong. 
They seem perfectly content to sit back 
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Hard Maple Top 
Work Benches 


Metal bottom pans and drawers, filing pin 
and arm rest, one to four-seat sections with 
detachable iron legs. 


LEIMAN BROS. 


Reversible Work Bench 


PATENTED 





The top is the same front and rear, so 
that the bench is really two benches in one. 
The transformation is complete whenever 
you want a new one for the old working 
front of your bench. 

Every worthwhile shop, large or small 
in the land uses them. The material is 
especially selected with its close-grain, hard 
maple for the top—and then heavily shel- 
lacked to allow for washing and cleaning. 
Altogether a most desirable bench for the 
factory, workroom, store or home. Get the 
catalog telling all about them. 








The bench that evolution has produced—the ultimate 
improvement—the comfortable, convenient work 
bench that is truly the jewelers’ companion. 

It took years of experience with practical working 
jewelers to evolve this bench—no other makers can 
offer it to you—it’s patented. It contains time-tried 
features, the convenient arm rest, the rigid file pin, 
the full width drawer and the non-rustable lower pan. 
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‘6 Jewelers who are interested in keeping in touch 
The Pulse with the industry, who want to know what is right 
in style, what is right in price and in merchan- 

of the dising, who want to be supplied with practical, 
profitable ideas from week to week, are regular 
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LEARN DIAMOND SETTING 


Become expert in this lucrative work under experienced q 
diamond setters. If you do not show natural ability 
within a month, your tuition fee will be returned. We 4 
teach through correspondence and maintain a residence 
eourse in New York also. Our students do actual diamond 4 


™Protection Ring Guard 


For thin rings get our num- 

ber 0. It is a new addition 

to our regular sizes. 

The Lion Safety Pin Clutch Co. 
20 W. 22nd St., New York pat. may 35, 1920 


setting for the trade when advanced. Write for terms. 


JEWELERS’ INSTITUTE OF NEW YORK 
48 West 48th St., N. Y. C. John W. Krisch, Instructor 































Practical Course in Adjusting 


SOLID GOLD AND GOLD PLATE 


Fountain Pens, Pencils Price $1.50 
from $.15 each and up 
Elgin, Waltham, Hamilton, Howard watches 7 to 21 JEWELERS PUBLISHING CORPORATION, 
jewels. Write for catalog. 


NASSAU PEN & PENCIL CORP. S00 as CD Oh, Cow ae 


111 NASSAU ST., NEW YORK CITY 



























WHOLESALE DISTRIBUTORS 


Genuine American Watch Material Prompt and Efficient Service 
Gruen and all Swiss Watch Material carried in stock Westclox and Ingersoll Watches 


GEO. J. DOEHRMANN 15 MAIDEN LANE, NEW YORK 
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and wait for things to come their way. 
In some cases they even get the idea in 
their heads that the only way to meet 
such competition is by reducing their 
prices. They seem to think that the 
“quack” is beneath their dignity; to be 
ignored. And all the time he is taking 
their bread and butter right from under 
their noses. There might be some ex- 
cuse for this laxness on the part of the 
trade, if the public were fully aware of 
the difference that exists between the 
competent workman and the “quack”; 
but the public does not know. When 
a man takes his watch in to be fixed and 
gets it back, running, that, to him, seems 
positive proof that the man who did the 
job knew his business. Before he learns 
the difference he has paid out quite a 
sum of money and lost any faith he 
might have held previously in the pro- 
fession as a whole. Automatically, you 
and every other watchmaker is classed 
with the man who did the original job. 
It’s pretty hard to convince a man that 
he should pay out $5 to have his watch 
fixed when he has already paid someone 
else at least that much, and inside of a 
month or so, at that. 

The trouble is, you and I and every 
other watchmaker have neglected to 
educate the public. To tell them what a 
delicate and sensitive piece of mecha- 
nism they carry around in their pockets 
or strapped on their wrists. We have 
been sadly lacking in any effort to ad- 
vise our customers against the dangers 
that exist in entrusting their valuable 
timepieces to the hands of those not 
competent to handle them. 

We have not, consistently, sought to 
enlighten them concerning the necessity 


of having their watches looked after 
regularly, the same as they do their 
teeth, their bodies, or even their auto- 


mobiles. If the public does not under- 
stand, and it does not, that it takes 
years of painstaking study and experi- 
ence to make a competent watchmaker, 
and that his services are valuable, we 
alone are to blame. It’s high time you 
and I and the rest of us get together 
and do something about it. There was 
a time when people looked on our craft 
as being in a class by itself 

Once the members of our trade walked 
with kings, literally as well as figura- 
tively. But now; why, the average per- 
son on the street has no more respect 
for the watchmaker, as a craftsman, 
than he does for the plumber, the mason, 
or the carpenter. As a class, the mem- 
bers of the trade of watchmaking are 
the poorest paid, according to the knowl- 
edge they must possess, of any class or 
trade in the world. And why? Simply 
because the public has been allowed to 
forget the things that go hand in hand 
with competent watchmaking. As one 
present-day figure in the jewelry world 
so aptly put it, “We have been grading 
down, instead of up.” 


E all know that the watch-repair 
department of the jewelry store is 
an important part of the establishment. 
In fact, in most instances it is the very 
backbone of the business. Were it not 
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for the watch-repairing, during the long 
quiet spells, a great many jewelers 
could not exist. And this being so, why 
then do we fear to do all in our power 
to make it pay? A lot has been said 
about the scarcity of good watchmakers. 
Make the trade of watchmaking attrac- 
tive enough, from a financial point of 
view, and it won’t lack fresh recruits 
in its ranks. In the city of Boston the 
average pay for watchmakers is_ be- 
tween $35 and $40 a week. And in the 
same city any number of empty-headed 
clerks in dry-goods establishments, or 
bookkeepers, or bus-drivers, or chauf 
fers, or electric car operators, or any 
number of other workers command the 
same, and more, salary. What induce- 
ment is there for a young man to spend 
a lot of valuable time and effort in 
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Last Tick of Cincinnati's Old Clock 


HE clock that told time in the down- 

town district of Cincinnati for two 
score years is no more as the Carew 
Building, southwest corner of Fifth and 
Vine streets, has disappeared under the 
hands of wreckers. This structure, to- 
gether with fourteen others, is being re- 
moved to make way for the largest im- 
provement that was ever made in a 
single operation in the Queen City. A 
group of buildings, including a 43-story 
office structure, 27-story hotel, 22-story 
garage, nine-story addition to Pogues 
and a merchandising mart, will be built 
by the Starrett Investing Corporation of 
New York city under a total valuation 
of $30,000,000. 

The clock in the Carew 


tower over- 


Old clock in Cinecinnati’s Carew Building, now being razed 


learning something if he can make more 
in some other line without half the study 
or expense? And until watchmakers get 
a reasonable return for the work they 
turn out, the same conditions will exist. 


HAT’S the answer, you ask? Just 
this—advertising. Local, State, and 
National advertising that will intelli 


gently inform the public about that “box 
of wonders” they call their watch. Ad- 
vertising that will educate the public 
into understanding why they must ex 
pect to pay a fair price for keeping it 
in condition. Advertising that will point 
out the difference between the compe- 
tent watchmaker and the “quack.” Ad- 
vertising that will build up the respect 
for and the dignity of the profession 
of watchmaking as a whole. Advertis 
ing backed up by and participated in 
by every legitimate jeweler in the coun- 
try. The same movement now on foot 
to raise the standards of the sales end 
of the jewelry business could well be 
utilized to raise the standards of the 





(Continued on page 104) 





looked Fountain Square for forty years. 
Its four huge dials proved the highest 
timekeeper in downtown Cincinnati, and 
its deep-toned chimes _ reverberated 
throughout the business section of the 
city to tell business men, clerks, stenog- 
raphers and shoppers the exact hour. 
The clock was illuminated from within 
at night, so that it was on duty from 
the time it was installed until recently. 
Then the wrecking crew, shown in the 
reproduction, completed its work. 

The wrecking of this structure along 
with the Emery Hotel and Arcade wiped 


out what was probably the largest 
retail jewelry center in the country. 
There were twenty-two jewelers and 


watch dealers in the Arcade, which was 
a covered thoroughfare extending from 
Vine to Race streets in the middle of 
the block between Fourth and Fifth 
Sts. These enterprises are now scat- 
tered in various parts of the city. A 
group of manufacturers, wholesale deal- 
ers, diamond and watch firms was also 
forced to move from the Andrews build- 
ing, Fifth and Race Sts., which is in- 
cluded in the improvement plan. 
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United States Patents 
issue of Nov. 19, 1929 
1,736,166. MESH BRACELET. 
W. NITTEL, Attleboro Falls, Mass., as- 
signor to M S Co., Attleboro, Mass. 
Filed Feb. 11, 1928 Ser. 253,639. 2 
claims 
In a watch bracelet, a filler 
a coiled spring of substantially 
cross-section having its coils closely 
a connecting member for each of the 


FREDERICK 


composed of 

rectangular 
related, 
ends of 


the filler centrally doubled upon itself to form 
2 7 6 2 
#46 Z 


an eye and having its ends abutting and se- 
cured within the interior of the spring, and 
a seamless mesh fabric covering for the 
spring of cross section conforming to that of 
the filler and having its ends abutting the 
respective eyes of the connecting member. 


FRANK E. 
Elgin, Ill, assignor_ to 
Illinois Watch Case Co., FE Igin, Ill. Filed 

Yee. 31, 1928. Ser. 329,370. 3 claims. 

In a vanity, the combination of a case within 
which is a main compartment surmounted by 
a platform having two openings distant about 
120 degrees, means below one opening defining 
a second compartment within the other, 
a sifter plate pivotally mounted to rotate 
on the platform and provided with two open- 
ings distant about 120 degrees, the openings 
n the platform being on a side of the center 
which is opposite 
the openings in the 


1,736,025. VANITY CASE. 


WAKEFIELD 


to that wherein are formed 
sifter plate, 


the relation- 





ship being such that the sifter plate may 
occupy any one of three rotative full posi- 
tions in the first of which one sifter plate 


opening is opposite an imperforate portion of 
the platform and the other opening is in 
register with the platform openirg leading 
into the main compartment, in the second of 
which one sifter opening uncovers the plat- 
form opening leading into the second com- 
partment and the other sifter plate opening 
Ss opposite an imperforate portion of the 
platform, and in the third of which one 
sifter plate opening is in register with each 


of the platform openings. 
DESIGNS 
79,942 COVERING FOR JEWELRY 
BOXES AND THE LIKE. JOHN M. 





to Bw. - 
Aug. 10, 


SHIELDS, Chicago, 
Noble & Ce Chicago. 


assignor 
Filed 


THE JEWELERS’ 


=e AAIENN 
TE DEDART MEN, <= 


CIRCULAR 


1929. Ser. 32,375. Tern patent 
years, 

79,943. COVERING FOR JEWELRY BOXES 
AND THE LIKE. JOHN M. SHIELDS 


ii 
mi 
sill its 











Chicago, assignor to F. H. Noble & Co., 
Chicago. Filed Aug. 10, 1929. Sel 
32,376. Term of patent 7 years 
79,919. SPOON OR SIMILAR ARTICLE 
THEODORE E. CAYER, Taunton, Mass., as 
= i) 
| 
a > 
signor to International Silver Co., Meri- 
den, Conn. Filed April 13, 1929 Ser. 


30,891. Term of patent 7 


United States Trade-Marks 
Issue of Nov. 19, 1929 


years. 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907 
Notice of opposition must be filed within 30 
days of this publication. 


Marks applied for under the 10-year “pro- 
viso” are registrable under the _ provisio1 
in Clause (b) of Section 5 of said Act 
amended Feb. 18, 1911 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 

Ser. 290,081. ParkK WaTCH ImMpPporT Co., IN‘ 


Buffalo, N. ZX. 


PARK 


For Watches 
Claims use since October, 1923 


Filed Sept. 21, 1929 


Ro 


Ser. 290,725. VICTOR 
Providence, R. I. 


SECOMETER 


For Watch Dials. 


Claims use since 


Trade Marks Registered Not Subject to 
Opposition 


RING TRAVELER Co 
Filed Oct. 5, 192 


July 2, 1929 


HOROLOGICAL IN- 
BuLovaA WaTCH COoO., 
C. Filed Sept. 21, 1929. 
Ser. 290 054. 


DUST-TITE 


or Watchcases. 


t ‘laims use since about August, 1923 


November 28, 1929 


























Trade-Mark Registrations Granted 


264,172. WATCHES. DB NATALE JEWELRY 
Co., New York. Filed April 26, 1929. 
Ser. 283,033. Published Sept. 10, 1929. 

264,127. WATCHES AND MOVEMENTS. 
GORBACH Bros., New York. Filed July 
13, 1929. Ser. 287,065. Published Sept. 


10, 1929. 








W atchmaker’s Plea for Better Work- 
manship 
(Continued from page 103) 








department. The same agency 
could formulate plans for covering the 
country in a campaign to isolate and 
hold up for the public to view, the price- 
cutting, incompetent element that has 
crept into the finest trade in the world— 
watchmaking. 

Personally, I’d like to see every watch- 
maker required to pass an examination 
before he could perform a major job on 
a watch, single-handed. I’m quite sure 
that if an examination were necessary 
before a man could hold down a watch- 
maker’s position, there would be fewer 
but much better watchmakers. Much of 
the menace of the “quack” would be au- 
tomatically eliminated. But since we 
have not compulsory examination, and 
there is no united effort, as yet, to edu- 
cate the public, the only hope for the in- 
dividual is to do just the very best work 
he knows how, on every watch that 
comes into his hands. Let the quality 
of your work be a weapon to wield 
against your “quack” competitor, and 
never lose an opportunity to explain the 
difference to your customers. If no op- 
portunity presents itself, make it. 


repair 


ALK, talk, talk, and say something 

helpful to the cause of better work- 
men and better prices. If you can, write 
up little articles for the columns of your 
daily paper, dealing with the troubles 
of watches, under your name. Circulate 
all the informative literature you can 
get hold of. Don’t be afraid to ask 
fair price. Show your customer wherein 
a dollar or two more, spent now, in put- 
ting the watch in condition, will mean 
dollars saved in the added life of the 
watch. Explain to your customers the 
length of time it takes to do a first- 
class job, and the knowledge necessary. 
Explain why a watch must do more 
than “tick” if it is to be a satisfactory 
timepiece. In short, unbend yourself; 
get down to the customer’s level and 
let him know you know what you are 
talking about. And some day your ef- 
forts and mine and the other fellow’s 
will surely bear fruit. 
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Special Notices. 

Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5c a word. 

Heavy type, 10c. a word; minimum 
charge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 
Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 
In answering ads, do not enclose original 
letters of recommendation, send duplicates. 
To avoid unnecessary correspondence 
kindly mention location in advertisement. 





Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 
Under this heading, 50c. for first 25 


words, 5c. for each additional word; 
minimum charge, 50c. 














RETAIL SALESMAN seeks position. Ad- 
dress “A., 220,” care Jewelers’ Circular. 
STENOGRAPHERS, bookkeepers,_ typists, 


clerks furnished, no charge. Fulton Agency, 
93 Nassau St., Cort. 5051, New York. 


AN EXPERIENCED SALESMAN, young 
man, desires connection with a reliable 
retail concern in the Maiden Lane vicinity. 
Address “P., 2,” care Jewelers’ Circular. 








FIRST CLASS modeler and designer for hol- 
lowware and flatware manufacturing, 20 
years’ experience, is open for a_ position. 
Address “L., 36,” care Jewelers’ Circular. 


EXPERIENCED RETAIL SALESMAN seeks 
position with reliable concern in _ New 
York City. Address “V., 148,” care Jewel- 
ers’ Circular. 








thoroughly ex- 
and accurate, wax 
for a position. Ad- 
Jewelers’ Circular. 


DIE CUTTER, 
artistic 

now open 

223,” care 


HUB AND 
perienced, 
modeler, 
dress “L., 


INVESTIGATOR, collector, 
with auto, 15 years’ experience, 
position Address “D., 269,” care 
Circular. 





tracer, 
desires 


Jewel- 


CREDIT 


ers’ 





AMBITIOUS YOUNG LADY, three years’ 


experience in a wholesale jewelry house, 
desires position in office; good references. 
Address “F., 271,” care Jewelers’ Circular. 





POSITION WANTED, watchmaker, jeweler, 


engraver and A-1 salesman; have experi- 
ence, tools and references L. R. Evick, 
1037 E. Philadelphia St., York, Pa. 





WATCHMAKER AND OPTOMETRIST, with 
years of experience, now open for position. 





Address “K.,”’ 1631 Holmes Ave., Racine, 
Wis. 

DESIGNER AND PATTERN MAKER, sev- 
eral years with one of largest Newark 
manufacturers of gold and piatinum jewel- 
ry, is open for position. Alfred Grimm, 


6072 Madison St., Brooklyn, N. Y. 


| 











YOUNG LADY, 
wholesale and 
A-l reference. 
Jewelers’ 


experience d 
rings, ete 
301,” care 


thoroughly 
retail, watches, 

Address ‘“‘J., 
Circular. 


WATCHMAKER, experienced on American 











and Swiss watches, wishes a position; ref 
erences Address “IL F..” 52 Kliot Ave 
Maspeth, L. IL, N. Y. 

CREDIT AND COLLECTION MAN, book 
keeper, five years’ credit jewelry store 
experience ; capable of taking charge Ad 
dress “X., 317,” care Jewelers’ Circular 

YOUNG MAN knowing salesmanship and 
creative window displaying seeks positio 


with reliable establishment Address 
310,’ care Jewelers’ Circular 

YOUNG MAN OF 19 wishes immediate con 
nection with wholesale or retail concer 
promising future; presently employed. Ad 
dress “Q., 311,” care Jewelers’ Circular 


ENGRAVER, 29, married, A-1 designer best 
of references, wants position at once Ad- 
dress R. Frendenberg, P. O. Box 204, Char- 
lottesville, Va. 


YOUNG MAN, 22, four years’ experience in 








precious and semi-precious stone houss 
two years’ outside selling experience Ad- 
dress “X., 319,” care Jewelers’ Circular 

HIGH GRADE WATCHMAKER, Swiss or 
American; thoroughly experienced; good 
appearance and salesman; references: 
New York only. “Watchmaker,” 3 W. 
101st St., New York. 

SALESMAN, 15 years’ covering South and 


Middle West. both large and small towns 
experienced both silver and jewelry: open 
January list: reside in territory. Address 
“N., 227," care Jewelers’ Circular. 





POLISHER AND COLORER, wants steady 
work; make and maintain all solutions; 
years of experience; will go anywhere: 


references. Address “Y., 204,” care Jewel- 
ers’ Circular. 





EXPERIENCE en- 
graver and die cutter, also experienced 
with Deckel die cutting machines, wishes 
to make change January Ist. Address “‘W.., 


TWENTY YEARS’ 


as 





197,” care Jewelers’ Circular. 
WATCHMAKER, front store man, take 

charge bench, make estimates; A-1 repair- 

man on Swiss and American watches: ref 


erences from employers and bank. Address 


“E., 178,”’ care Jewelers’ Circular. 


EXPERIENCED SALESMAN, watches. 
clocks, jewelry, also repairs; come on short 
notice: references; middle aged. married: 
$45 week. “Watchmaker,” care Payne, 904 
Lafayette St., Bridgeport, Conn. 


SALESMAN, 








extensive following, large and 





small towns, Middle West, South and 
Pacific Coast, desires connection; highest 
references Address ‘“Z., 240,” care Jewel- 
ers’ Circular 

WANTED, POSITION, January first as 
watchmaker. engraver, optometrist : Illinois 
preferred; best reference; can manage 
now employed Address “B., 62,” care 
Jewelers’ Circular. 





FIRST $60 OFFER and permanent position 
gets expert engraver only, or any com- 
bination you need, watches included; South 





preferred. Address “C., 268,’ care Jewel- 
ers’ Circular. 
FIRST CLASS WATCHMAKER, 20 years’ 


seeking 


experience in all grades and sizes, 


opening for winter in South Florida best 
references. Address “S., 279,” care Jewel- 


ers’ Circular. 


WATCHMAKER, plain engraver, salesman, 


with credit experience: 29 vears of age 
married; salary to start, $45; references 
Address “M., 284, care Jewelers’ Circu 


lar. 


ENGRAVER, JEWELER and diamond set 


ter, first class, 25 years’ experience, wishes 
permanent position at once retail pre 
ferred. Address “W., 316,” care Jewelers’ 


Circular. 


YOUNG MAN, two years’ experience, desires 
position with diamond or jewelry concern ; 


can furnish best of references; willing to 
travel Address “O., 308,’’ care Jewelers’ 
Circular. 


RETAIL SALESMAN, several years’ experi- 
ence, desires new connections for 1930 
with large New York retailer; permanent; 
best references. Address “B., 294,” care 
Jewelers’ Circular. 





JUNIOR SALESMAN, young man, 23, fa- 
miliar with Middle West territory, seeks 
connection with wholesale house; whole- 
Sale, retail and credit jewelry selling ex- 
perience. Address “W., 318,” care Jewel- 
ers’ Circular. 

SALESMAN, 12 years’ experience, excellent 
New York and suburban following, desires 
new connections for 1930 with large jewel- 
ry or watch house; best references. Ad- 
dress “A., 293,” care Jewelers’ Circular. 





JEWELER, German, 16 years’ experience, 
in repair all kinds of watches, especially 





Swiss wrist watches; also diamond setting; 
steady position desired. L. Hoppenberg, 
l } De Kalb Ave., Brooklyn, N. Y. 
YOUNG MAN, 25, with retail experience, 
desires to connect with wholesale house in 
inv capacity salary no object; best of 
Tlerences Address L. Heller, 1311 Com- 
nonwealth Ave Bronx, N. Y. 


SETTLED MAN with 15 years’ experience 








Wishes permanent job as watchmaker; es- 
pecially good on bracelet watches; can go 
anywhere William L. Etheridge, General 


Delivery, Tampa, Fa. 








HUBCUTTER, designer and modeler, desires 


position; original, modern ideas for all 
jewelry ; expert in building rings of every 
newest character Address “A., 332,’”’ care 
Jewelers’ Circular. 


BOOKKEEPER, SECRETARY, stenographer, 
thoroughly experienced, desires position 
with diamond importers; can take com- 
plete charge stock and records; best ref- 
erences. Address “K., 4140,” care Jewel- 
ers’ Circular. 


YOUNG LADY, trustworthy, 
thorough knowledge diamond 
business, desires position with 
jewelry concern as_ bookkeeper, 
rapher; best references. Address 








capable, 
importing 
reliable 
stenog- 
"an. 20, 


care Jewelers’ Circular. 
YOUNG LADY, trustworthy, capable, five 
ears’ experience in manufacturing busi- 
ness bookkeeping, stock clerk, manage- 
ment, general office work; excellent refer- 
ences Address “E., 270,” care Jewelers’ 
Cireular 
SUPERSALESMAN, © nine years’ Eastern 


traveling experience, well acquainted job- 
bers, premium, syndicate and department 
tore buyers, open for immediate engage- 
ment Address ‘‘Well-Known, 277,” care 


Circular 


Jewelers’ 


WATCHMAKER with 20 years’ practical ex- 
perience on all size watches, would like 
vear around position in central Florida; 
salary or percentage; only best of work 
turned out D. L. Calvert, 132 E. Colvin 
St., Syracuse, N. Y. 


OPTICIAN, 14 years’ experience, desires con- 


nection with established jewelry firm; will- 
ing to assist as clerk; registered in and 
prefer states of Ohio, Iowa, Kansas and 


Missouri. Address “‘L., 283,” care Jewelers’ 


Circular 
SALESMAN, 


diamonds, 


18 years’ experience, selling 
watches and jewelry, ten years 


in credit; age 35; can take charge of ad- 
vertising and window display; permanent 


only. Address “R., 


Circular. 


considered 


position 
291,’ Jewelers’ 


4] care 


EXPERIENCED CREDIT MAN, at present 
employed, would consider a _ position at 
and sell, as well as 


once; can manage, buy 
credits and collections; experienced in all 
branches of credit business from A to Z. 


Address “O., 287," care Jewelers’ Circular. 


SALESMAN, established, desires connection, 
gold jewelry, diamond goods, rings, novel- 


ties; department stores, jobbers, retailers, 
New York City, road; drawing account, 
expenses Address “R., 312,” care Jewel- 


Circular. 


SALESMAN of 
pleasant personality, 
with reliable jewelry 
tional; exceptional 
ability and qualifications. 
303,” care Jewelers’ Circular. 


ers 


character, integrity and 
is seeking connection 
house; territory op- 
references as to his 
Address “K., 





YOUNG MARRIED MAN, brought up in 
jewelry business, desires permanent posi- 
tion Jan. list with reliable concern, as 
watchmaker, light jewelry and clock re- 
pairs; best reference. Address W. H. Max- 
well, Elberton, Ga. 





FIRST CLASS jeweler and setter, 32 years 
of age, married, raised in jewelry business, 
can sell, trim windows, repair clocks, etc., 
desires position in Southern store: A-1 
references. Address “B., 334,’ care Jewel- 
ers’ Circular. 
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SITUATIONS WANTED—Continued 








SALESMAN, traveling South and all of 
West, considering change January 1 for 
strong line of reputable platinum manu- 
facturer; clientele of best accounts and 
leading instalment operators, calling on 
them over twenty years. Address “C., 
4168,” care Jewelers’ Circular. 





WATCHMAKER, dependability, dispatch, ex- 
perience, all sizes, grades, makes; mod- 
erate engraver; optics; $55 absolutely 
permanent, favorable conditions; unques- 
tionable references; American; Eastern; 
married. Address “Optico, 292,’ care 
Jewelers’ Circular 


”, 





SALESMAN, ability and good following, 12 
vears traveling Middle West and East, 
seven years selling watches, two years cos- 

Jan 1st; watch or 





tume jewelry, open 
manufacturers’ and importers’ costume 
jewelry line Address “G., 299,’’ care 
Jewelers’ Circular. 

YOUNG MAN, eight years’ experience as 
assistant manager, salesman with Swiss 
watch importer, thoroughly conversant 
with office routine, picking and following 
up orders, supervision of watchmakers, 


and knows materials; honest and conscien- 
tious worker; best of references. Address 
“B., 116,” care Jewelers’ Circular. 





EXECUTIVE AND SALESMAN, 46, twenty- 
five years’ retail jewelry store experience, 
invites offers; can take complete charge 
of store or department; expert knowledge 
of mechanical end of the jewelry business ; 
only interested in a proposition with good 
future; can start on very short notice. 
Address “L., 155,”’ care Jewelers’ Circular. 





TRAVELING SALESMAN with experience 
in watches, diamonds, platinum and white 
rings and regular 


gold ring mountings, 

jewelry lines, now ready to make new con- 
nection for Southern territory; only first 
class lines and manufacturers of good 


reputation need apply; good reference fur- 





nished. Address “T., 195,” care Jewelers’ 
Circular. 

WATCHMAKER, SALESMAN and jewelr) 
repairman, ten years at bench, three years 
as front man; young man, thoroughly 
capable: pleasant personality ; good educa 
tion; wishes to make change; only first 
class store advancement; front job pre 
ferred; finest references. Address “H 
300,". care Jewelers’ Circular 

DESIRING TO MANAGE a retail jewelry 
store 20 years’ experience in managing 
my own store best references furnished 


states of Pennsylvania, Maryland, Virginia, 


West Virginia, North Carolina, Tennesse: 
Kentucky, or Georgia preferred; state de- 
tails in first reply and salary offered. Ad- 


dress “P., 328,” care Jewelers’ Circular. 





SALESMAN, ten years’ road experience 
with watch importer, capable producer, 





known to trade, seeks connection 
reputable concern; references; now 
employed; at liberty January 15th. 
Address “*V., 314,” care Jewelers’ Cir- 
cular. 

FOREMAN, WATCHMAKER, good me- 
chanic, Swiss. 45: for 11 years in complete 
charge of the repair department of one 
of the leading watch importing houses of 
New York; previously seven years man 
ager f a jewelry store; speaks French 
and Spanish: seeks postion with a reliable 
concern: New York City preferred Ad 
dress “C., 295 


”’ care Jewelers’ Circular. 








WATCHMAKER, 15 years’ experience. 
ten years in charge of repair and sales 
in first class stores; pleasing person- 
ality and appearance; excellent sales- 
man; capable workman; excellent ref- 
erences. Address “E., 298,” care 
Jewelers’ Circular. 


MAN OF PLEASANT CHARACTER and 


keen salesmanship, many years of experi- 
ence in the watch trade, desires to affiliate 


with large concern as watch salesman, 
estimator on repairs and the fixing of 
prices; chances for opportunities would 


also consider mauagement of medium sized 
stores; best references as to character and 
abilitv. Address “P., 4216,"" care Jewelers’ 
Circular. 














formerly 
now mov- 
for 


SALESMAN, 30 years’ experience, 
connected with well known firm, 


ing to Los Angeles, desires connection 

the entire Pacific Coast, with Swiss im- 
ported, watch bracelets, or legitimate kin- 
dred lines; commission basis only: prefer 
lines sold to jobbers, department stores or 
installment dealers; excellent trade and 
bank references. Address “T., 280,” care 


Jewelers’ Circular. 


Lines Wanted. 


5c. a word; minimum charge, $1.25 














WANTED, SIDE LINE FOR 1930; covering 
South, Southwest, for number of vears call- 
ing on jewelers only: with one of the 
strongest display concerns in the business 


traveling all year as member of firm; I 
inspire confidence ; am interested in a real 
live side line with attractive commission 


Address ‘“Q., 289,” care Jewelers’ Circular 


MANUFACTURERS’ 
with established New York office, 
25 years’ experience among the 
wholesale trade, desire an additional 
line for New York and eastern terri- 
tory on commission basis; have large 
following and good reputation, and will 
consider only a line that will maintain 
this. Address “W. O. R., 297,” care 
Jewelers’ Circular. 





representatives 








Side Lines. 


5e. a word; minimum charge, $1.25 





ALL TERRITORIES OPEN; also Metropoli- 


tan; 10% plus bonus; no advances; no 
drawings; references’ investigated; real 
amber beautiful goods; little competition 


Address “O., 229,” care Jewelers’ Circular 





SALESMAN to represent Eastern manufac- 
turers’ popular priced solid gold ring line 
to the retail trade through the Middle 
West : commission basis. Address ‘“J., 276,” 
care Jewelers’ Circular 


NEW YORK wedding ring specialty house 
desires representatives in all territories 
including Metropolitan district, to carry 
fast selling wedding ring line, popular 
priced and expensive, for retail and de- 
partment store trade; ten per cent 
commission. Address “X., 326,” care 
Jewelers’ Circular. 

tal 

ent 


SALESMAN WANTED, calling on re 
jewelers, installment houses, to repres 
a manufacturer of platinum mountings and 
wedding rings, also 18K bunch rings and 
wedding rings; commission only 
state territory and reference. Address “P 
288,” care Jewelers’ Circular. 


MANUFACTURER of new _ improved 
liquid silver polish wants high class 
salesman in Southern territory to carry 
it as side line and introduce to jobbers, 
department stores and retailers; prod- 
uct is trade-marked, and company re- 
sponsible; interesting proposition and 
liberal straight commission; in reply 
state cities covered and lines now 
carried. Address “B., 172,” care Jewel- 
ers’ Circular. 





basis 














Belp Wanted. 


5c. a word; minimum charge, $1.25 





SALESMAN: live wire retail salesman, for 
the holidays: one with instalment experi- 
ence preferred. saer, 6 Maiden Lane, or 
503 Fifth Ave., New York. 





TRAVELING SALESMAN WANTED; good 


territory, good line; well known houss 
Henry Paulson & Co., 37 S. Wabash Ave 
Chicago, Ill 

MATERIAL MAN, prefer one who is willing 
to buy in as partner; don’t answer unl 
you mean. business Address “‘N 2385.” 


care Jewelers’ Circular. 























SALESMAN, experienced, for jewelry store; 
good salary and commission Rundback’s 
Inc., 2232 Third Ave., near 122nd St., New 
York. 


WANTED AT ONCE, experienced watch- 
maker, for first class store; steady posi- 
tion; send references and state salary ex- 
pected. Address D. Fortin, 57 Main St., 
Waterville, Maine. 








EXPERIENCED jeweler and engraver; one 
capable of diamond setting; give full par- 
ticulars; reference, salary expected: im- 
mediate position. J. M. Clawson, Potts- 
ville, Pa. 


WANTED AT ONCE, experienced watch- 


maker, jeweler, engraver; permanent posi- 
tion to the right man; state age, salary 
expected. Hill’s Jewel Box, 952 Broad St., 


Augusta, Ga. 





SALESMAN for Southern territory, to rep- 
resent leading manufacturer of plated hol- 


low-ware and _ novelties Address, own 
handwriting, giving experience, age, ‘“‘H., 
274,’ care Jewelers’ Circular. 

WANTED AT ONCE, watchmaker, jeweler 
and engraver; permanent positior send 
full particulars in first letter Keebey's 
Incorporated, 111 W. Fifth St., Little Rock, 
Ark. 





SALESMEN to carry a large and attraec- 
tive line of imported jewelry; applicant 
to mention states in which he has a 
strong following. Milton Jewelry Co., 


Inc., 307 Fifth Ave., New York. 


FOR DECEMBER, all or 
experienced selling watches 
trade; apply by 
experience, salary 


Lane, New York 


SALESMEN 
time; men 
jewelry to better class 
ter only, stating age, 
Mears & Co., 2 Maiden 


part 
and 


let 





SALESMAN, Greater New York territory, 
acquainted with retail jewelers and de- 
partment stores, to represent promi- 
nent manufacturing jeweler and silver- 
smith; only capable, high class man 


considered; give full particulars re- 
garding age, experience, ete.; com- 


munications confidential. Address “N., 
183,” care Jewelers’ Circular. 








WANTED, A CHASER who 


s able to cut 
for enameling; state experience, age, mar- 
ried or single, salary expected and where 
in the past employed nfidential ve! 
good position for the right party Address 
“M., 306,” ‘ircul 


care Jewelers’ Circular 


SALES MANAGER; a well known manu- 
facturer of medium and high grade 
plated hollowware is in the market for 
a high class man who thoroughly knows 
the plated hollowware game; must 
have an acquaintance with the jewelry 
and department store buyers, particu- 
larly in the central Middle West; on 
salary, with bonus on increased sales; 
for January Ist; all answers held 
strictly confidential. Address “F., 68,” 
care Jewelers’ Circular. 





AN EXCEPTIONAL OPPORTUNITY is open 
for first class platinum fancy ring maker 
who can work from designs and has crea- 
tive ability in sample ring work; none but 
a strictly high grade man need apply and 
references must be submitted with applica- 
tion Address “A., 320,” care Jeweler 
Circular. 


SILVERWARE SALESMAN; we are de- 
sirous of obtaining the services of a 
high class and capable salesman for 
an established line of high grade plated 
hollowware in the Middle and Central 
West; must know plated hollowware 
and have covered the above territory 
for at least the last five years; must be 
able to show volume of sales for the 
two years previous; on salary and ex- 
penses, or commission and drawing 
account; do not answer if you have not 
the above qualifications. Mulholland 
Silver Co., Aurora, Illinois. 
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HELP WANTED—Continued 





WANTED, combination watchmaker and 
optician; licensed in Kentucky, or West 
Virginia; must be young man; have all 
necessary optical equipment; state referen- 
ces and salary expected; a splendid op- 
portunity for the right man; permanent 
position and liberal bonuses. L. E. Hertz, 
610 Hamilton Street, Allentown, Pa. 








OPPORTUNITY ; large wholesale and manu- 
facturing jewelry concern is contemplating 
going into the manufacturing and import- 

¢ for 


ing of Swiss watches, and are open 
negotiations with man over 30 years of 
age to take complete charge; must under- 


thoroughly ; 
Address “‘G., 


stand Swiss watch business 
answers strictly confidential. 
273,” care Jewelers’ Circular. 





SALESMAN WANTED January Ist; ex- 
perienced man who has clientele and 
experience, who has travelled out of 
neighboring city into Central West 
territory; his following and what we 
have should make a desirable mutual 
proposition; we feature American 
watches and a new exclusive trade 
marked diamond ring line; also fast 
selling jewelry specialties; splendid 
opportunity for aggressive man; salary 
and commission. The A. F. Smith 
Company, Inec., Omaha, Nebr. 








Hor Sale. 


Stores, Stocks and Businesses 
5c. a word; minimum charge, $1.25 











THE BEST JEWELRY STORE in Texas; 
$20,000 cash; invoices about $40,000. 
Address “M., 85,” care Jewelers’ Circular. 

SELLING OUT all novelty jewelry; calibre, 
onyx, emeralds, beads, tubes, eng. crystals, 
chokers. Chaunard, Inc., 62 W. 47th St., 


New York. 
FOR SALE, on practically your own terms, 
one of the best jewelry stores in small 
town in the State. For particulars, write 
H. T. Blank, Fowlerville, Mich 


LONG ESTABLISHED, prosperous jewelry 








store for sale, in one of the best cities in 
the South. Address “B., 290,” care Jewel- 
ers’ Circular. 

ESTABLISHED, good paying watch repair 


shop, good location, plenty repairs, reason- 
able rent, for sale cheap. Apply Mr. Kass, 
Drug Store, 45 Whitehall St., New York 


OLD ESTABLISHED jewelry and repair 





business, $500; highest class trade; good 
location: $60 month L. M. Piccard, 1264 
Brooklyn, N. Y 


Pacific St., 


SMALL JEWELRY STORE in town of 30,000 


population ; 90 miles from New York; won 
derful opportunity for watchmaker; low 
rent. Address “B., 267,” care Jewelers’ 


Circular. 


JEWELRY AND NOVELTY STORE on 125th 


St., New York, established ten years; re 
tiring; small stock; good lease; imme 
diate possession if desired ; $2,500 required 
Address “K., 282,” 


care Jewelers’ Circula! 


SMALL, attractive, fully equipped, nice show 


window, fifty feet from main street, pros- 
perous city of 20,000 established trade 
plenty repairs: without stock $250; stock 


optional; cheap rent. Address “T., 313, 
care Jewelers’ Circular 


in Mil- 


FOR SALE, up-to-date jewelry store i 
waukee, Wis can buy with or without 
building; has railroad inspection up-to- 
date fixtures clean stock rood income 
established in 1914; located on good busi- 
ness street: selling because of ill healtl 
For further particulars write “A., 266,” 
care Jewelers’ Circular 


For Dale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 


Acme, 44 
Lacka- 








SAFES, new and used, cheap. 
West 29th St., New York. 
wanna 3305. 





COMPLETE jewelry store fixtures, horse- 
shoe effect, genuine mahogany, original 
cost $15,000; wall cases, counters, 
trays, workbenches, two safes, optical 
room, etc.; your opportunity; very 
reasonable; delivery Jan., 1930; must 
be seen to be appreciated; act quickly. 
Address “M., 304,” care Jewelers’ 


Circular. 








Business Opportunities. 


5e. a word; minimum charge, $1.25 








EVERY EFFORT is made 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade references. 
Announcements must pass the strict censor- 
ship requirements of the Jewelers’ Circular. 


by The Jewelers’ 








HIGHEST CASH PRICES PAID for dia- 
mond and diamond jewelry; bank ref- 
erences given. I. Efrus, Inc., 12 John 
St., New York. 


MR. JEWELER, do you want cash for your 





stocks and fixtures. Write or wire, J. A. 
ae. 415 Swetland Building, Cleveland, 
oO. 





ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 
Boston, Mass. 





DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 


I HAVE PAID the highest eash price for 
jewelry stores for 40 years; I am a 
positive buyer if you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 








HIGHEST CASH PRICES PAID for your 
surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 
bank references; all business strictly con- 
fidential. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 


WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St., 
Chicago, II. 








ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures; 
communicate with us, it will be to your 
advantage: rating and references of the 
highest order. Van Praag & Co., 653 
Broadway. New York, established 1889. 


WE PAY MORE; before selling your 
jewelry stock or fixtures, see us; small 
or large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail); best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 





| 





| 
| 
| 


ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 
Bldg., Chicago, Ill. 





DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out completely to us, get your cash and 
retire; it is the only logical way: you can 
profit from our many years’ experience 
in the jewelry market by receiving our 


appraisement quickly and accurately; all 
correspondence kept in strictest confidence; 
ship your dead or surplus stock to us, 
express collect and realize the cash by 
return mail; remember that you are under 


no obligation to keep the check if it is 
not satisfactory; but others have been 
satisfied, so no doubt you will be too; 


bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and receive your cash. 
Gordon Bros., 333 Washington St., Boston, 
Mass, 








Watch Work for the Trade. 


5c. a word; minimum charge, $1.25 








GUARANTEED WATCH REPAIRING; only 
genuine materials used; experienced on 
railroad work; no trash wanted. Ss. G. 


— 120 West Hollingsworth St., Lakeland, 
vila. 








QUALITY-SERVICE railroad and bracelet 
watch repairing; 35 years as watchmaker 
and factory foreman and formerly head 
instructor of watchmaking for the College 
of the City of New York. Wm. Bold, 551 
W. 152nd St., New York City. 





JEWELERS’ GOOD WATCH WORK, eight- 
day service; watch repairing to the trade: 
not how cheap, but how good; mail orders 
promptly taken care of; price list on re- 
quest; estimates cheerfully given. Mem- 
bers National Jewelers Board of Trade. 
Chas. Rudnick & Co., Successors to S. A. 
Peck & Co., 22 E. Madison St., Chicago, Il. 


ALL MAKES electric clocks, self winding 
or battery, repaired; work guaranteed 
for twelve months; batteries for all 
makes electric clocks carried in stock; 
no work called for or delivered. Electro 
Magnetic Clock Corp., 580 Fifth Ave., 
New York City. Phone Bryant 6576. 











Special Order Work and 
Repairs for the Trade. 


5e. a word; minimum charge, $1.25 








GUN REPAIR WORK for the trade; expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 








Co Let. 
Se. a word; minimum charge, $1.25 








TO LET, small light office suitable for bench 
work Address Room 1404, 64 West 48th 
St., New York. 





BENCH ROOM FOR RENT; good for en- 
graver or diamond setter, watchmaker or 
diamond dealer. Room 805, 74 West 46th 
St., New York. 
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TO LET—Continued 








WILL SUBLET PART OF OFFICE, fur- 
nished or unfurnished; unobstructed north 
light, suitable for diamond dealer. Apply 
Rudolph Schweiger, Room 1609, 48 West 
48th St.. New York. 








##liscellaneous. 


5e. a word; minimum charge, $1.25 








R. PLASTINO of the Horological Labora- 
pa 36 W. 47th St., announces to the 
rade that he has no connection whatsoever 
with anyone of the same or similar name 
in New York or elsewhere. 





WATCHMAKERS, increase your. ability 
through the highly recommended books 
“Rules and Practice for Adjusting 
Watches,” and “Practical Balance and 
Hairspring Work;” circulars on request. 
Walter Kleinlein, Waltham, Mass. 


Legal Notices. 


5c. a word; minimum charge, $1.25 














THB CREDITORS, MEMBERS, CERTIFICATE- 
HOLDERS AND ALL OTHER PERSONS IN- 
TERESTED IN THE AFFAIRS OF THE GOLDEN 
SPAL ASSURANCE SOCIETY: 
NOTICE IS HEREBY GIVEN 

I. That the undersigned, ALBERT CONWAY, 
as Superintendent of Insurance the State 
of New York, has been directed an order 
of the Supreme Court, made and entered and 
filed in the office of the Clerk of the County 
of Delaware, on the 16th day of November, 
1929, to take of the property and 
liquidate the business of the Seal 
Assurance Society under and pursuant to the 
laws of the State of New York and particu- 
larlv Section 63 of the Insurance Law, on the 
ground that said Society is insolvent, that 
its General and Benefit Funds are exhausted 
and its Mortuary, New Mortuary, Endow- 
ment and Assurance League Funds are in- 
solvent; that the undersigned has, pursuant 


To 


of 


by 


possession 


Golden 


to said section, duly appointed CLARENCE C 
FoOwLER, Chief of the Liquidation Bureau, a 
Special Deputy Superintendent of Insurance, 


as his agent to liquidate the business of said 


Society. 


II. That said order provides that the said 
Golden Seal Assurance Society shall be dis- 
solved and its charter forfeited and annulled, 


and that all liability of said Society for bene- 
fits under its certificate of insurance and all 


its contracts, obligations and liabilities shall 


cease at twelve o’clock, midnight, Eastern 
Standard Time, between the 8rd and 4th 
days of December, 1929. 

III. That said order further authorizes and 
permits the undersigned to execute and 
perform (1) a contract with the Metropolitan 
Life Insurance Company for the benefit and 
protection of holders of certificates of life 
insurance payable from the Mortuary, New 


Endowment and Assurance League 
(2) such other agreement which, 
and discretion of the Super- 


Mortuary, 
Funds and 
in the judgment 


intendent of Insurance of the State of New 
York may be for the best interest of the 
certificateholders and all other persons in- 
terested in the business, property and affairs 
of the Golden Seal Assurance Society, and 
pursuant to such order the undersigned has 
made two contracts; one, with the Metropoli 
tan Life Insurance Company for the benefit 
and protection of the holders of life insur- 
ance certificates: and, the other with the 
Chicago Fraternal Life Association for the 
benefit and protection of the holders of 
health, accident, and funeral benefit certifi- 
cates. 

(1) A copy of the contract made by the 
undersigned with the Metropolitan Life In- 
surance Company for the benefit and protec- 


tion of holders of the life insurance certificates 





Society, to- 
insurance 
under the 


Golden Seal Assurance 
with a statement of the life 
offered and the pro rata share 
contract, of each certificateholder as shown 
by the books and records of the Society in 
the appropriate Fund, will be served upon 
each of such certificateholders by United 
States mail as soon as possible, with a copy 


the 
gether 


¢ 
oO 


of this notice. 

2) A copy of the contract made by the 
undersigned with the Chicago Fraternal Life 
the benefit and protection of 
health, accident and funeral 


Association for 
holders of the 


benefit certificates of the Golden Seal As- 
surance Society, together with instructions 
for the acceptance of such contract by the 


accident and funeral benefit 
Seal Assurance 
each of such 


holders of health, 
certificates of the Golden 
Society will be served upon 
certificateholders by United States mail 
soon as possible, with a copy of this notice 

IV. That all persons indebted to said 
Society or otherwise having their posses- 
sion any property or effects of said Golden 
Seal Assurance Society are required, and 
demand is hereby made upon them, to render 
an account of all such debts and sums of 
money owing by them respectively to said 
Superintendent of Insurance, and to pay such 
debts and to deliver such property and effects 
in their Fowler 


as 


in 


possession to said Clarence C 


as Special Deputy Superintendent of Insur- 
ance on or before the 30th day of November, 
1929. 

V. That all creditors of said Golden Seal 
Assurance Society, and all persons having 
any unsatisfied claim or demand of any 
character against said corporation which 
shall have accrued prior to midnight of 
December 3rd, 1929, and all persons holding 


open or subsisting contract of such cor- 
poration are hereby required to file with and 
present the same in writing and in detail 
duly verified under oath Clarence C 
Fowler, as Special Deputy Superintendent of 
Insurance in charge of the liquidation of 
said corporation at his office, 75 State Street, 
Albany. N. Y., on or before the 31st day of 
December, 1929. Proof of claim for every 
unsatisfied claim, debt or demand claimed 
to be due from said Golden Seal Assurance 
Society must be filed and presented in writ- 
ing within the time limit set herein. 

Blanks for filing proofs of claim 
furnished upon request. 

VI. That all communications and 
tions relating to the said corporation and 
the liquidation thereof shall be addressed to 
and had with said Clarence C. Fowler as 
Snecial Deputy Superintendent of Insurance 
at his office as aforesaid. 


any 


to said 


will be 


transac 


VII. That all claims and liabilities against 
said Golden Seal Assurance Society will be 
determined and paid, and its assets and funds 
will be distributed on the 30th day of 
January, 1930, as provided for in said order 
of Court, without further notice to persons 
failing to comply with the directions herein 


contained. 
Albany, N. Y., 


ALBERT CONWAY, 
Superintendent of Insurance 
of the State of New York. 


CLARENCE C., FOWLER, 
Attorney for Superintendent of Insurance, 
75 State Street, 
Albany, N. Y. 


DATED, November 20th, 1929. 





180 Broadway 
New York City 
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An 
Exceptional 
Opportunity 


is open for a first class 
platinum fancy ring mak- 


er who can 


designs and has creative 


ability in samp 
None but a s 


grade man need apply and 
references must be sub- 
mitted with application. 


Address 


Care Jewelers’ Circular 


“A., 320” 






















work from 


le ring work. 
trictly high 











We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 
records 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 


same}; 


est character ; 
your advantage 
cate with us. 


BROOKLYN 


PURCHASING 
FRANK WALKER, 
610 Broadway 


32 Years at the 








show we 






















it will be to 
to communi- 


SYNDICATE 


PROPRIETOR 
Brooklyn, N. Y. 
Same Address 








THE WASHBURN 


MAGIC 


fer EAR STUDS—SCARF PINS, ete. 


8H 


Now Ma 
18K. WHIT 


Platinum—18K.—14K.—14K. R.P.—Sterling 


Also 
r CATCH — J 


= 


Open 
18K. White. 18K.., 
Descriptive Circu 
Pearl 


SAFETY 


lar 
Dril!ing, Stringing 
Special Order 


C. IRVING WASHBUR 


For Brooches, 
14K., Large and Small Size. 


Work and Repai 

























NUT 





de in 


E GOLD 


Closed 


etc. 


on Application 
Adj. 


and a Specialty 


ri ng 
108 Fulton St. 
NEW YORK 




















Beaded, Silk and Leather Bags 


Repaired and 


AN UNUSUAL SHOP for the r 


framing and remodeling 


of every description. French bags a specialty. 
Sterling Frames in stock or made to 


A. L. WORKMAN, 
Est. 20 Years 


Refintshed 

epairing, 
of high grade bags 
order. 


1 West 34th St. 
New York City 





























110 THE JEWELERS’ 


CIRCULAR November 28, 1929 





WARREN 








W. H. BROKAW 


W. H. BROKAW, 14 Maiden Lane (°° ‘iifns’), New York 


H. BROKA 


Auctioneer for high class legitimate retail jewelers only. 
Integrity and ability unquestioned. Satisfactory results always. 


I am fortunate in having a connection with two Jewelry Auctioneers of 
national reputation and with this combination of talent am able to conduct 
the sales of the largest and finest stocks. 


References furnished from leading jobbers, wholesalers, manufacturers, 
retailers, Jewelers’ Circular, and members of the Jewelers Board of Trade. 


If you want the best results, write or wire. 


The Leading Auctioneer 
for the Jewelry Trade 











When you are on a buying visit to | 
PFORZHEIM, do not forget to view | 
my Large Collection. 


Specialties: 


EARRINGS CHOKERS 








Bijouterie Factory 


AUGUST BLEYER 


Neuenbiirg bei Pforzheim 


GERMANY 
Founded 1868 





Inspection and Enquiries Invited 





Reduce your 
stock 


Why carry so much drift- 
wood? A short snappy Her- 
man L. Art Auction Sale 
will make cash and new 
customers for you? I have 
letters of thanks from many 
jewelers for the idea and 
personally conducted | sales. 


HERMAN L. ART 
Auctioneer and Appraiser 
458 Douglas Street 

AKRON, OHIO 





Write, Phone or Wire 


If you want to sell your busi- 
ness, I will pay you spot cash. 

















BRAXMAR BADGES 


STANDARD FOR FIFTY YEARS 
Police—Fire—Municipal 


Badges in All Metals 
FRATERNAL JEWELRY 


C. G. BRAXMAR CO. 
242 W. 55th ST. NEW YORK 

















EXPERT PEARL RESTRINGING 


Rosemarie Pearl Co. 


132 Nassau Street New York 
Phone Beekman 6881 
PEARLS and STONE NECKLACES 


BEADS of ALL KINDS 



































DIAMANTCLUB ANTWERP 


M. B. RENNEL 


Cables: GERBOBELLA ANTWERP 
SOUTH AFRICAN CONNECTIONS 











| <p SEND US YOUR SPECIAL ORDERS FOR ary 





Peet Peete eee re rrr 








SAMUEL “STERN 


71 Nassau St., New York 
"Phone Cortland 4346 





Only ring that will mount 








ene DATS oGES 


SCHOOL COLLEGE & FRATERNITY Ss. 
INTERBORO MEDAL & BADGE CO., 303 4th Ave., New York 











Buyers’ Directory 
$1.00 Postpaid 
Jewelers Publishing Corp. 











Manufactures Fine 
J 


Platinem 
round stones appear square w—Spectal Order Work. 









THIS SELLING PLAN will make 


your Wallace Dresser Silver sales 















even larger a 


Dresser Silver is ever popular as a Christmas gift. 
That means a lot of extra business for you in and around 
Christmas. 

So much depends on the right designs, so much in 
offering a real variety that you cannot afford to be with- 


out the Wallace line of Dresser Silver. Designs refresh- 


2 NIE RECUR IS RENMEI AE P 


ingly modern, and others in the more conventional mode; 
dignified and practical sets for men; and, too, juvenile 


sets for the youngsters. 


BUT most important of ry: 


aa 


We have made up illustrated plates size 312” x 82”, 
each one illustrating a design one side and retail price on 
the other. A number of these are supplied with each 
rm pattern ordered. They can 
eo be passed over the counter 
to prospects—they can be 
mailed out to your custom- 
ers. And enclosed in the 
handy little jacket supplied, 
they are nothing less than a 
made-to-order catalogue of 


; \ 
Three lovely designs in hand mirrors typical of the 
variety of design in Wallace Sterling Dresser Silver. 
Those shown here (going from left to right) are: 


CLASSIC, DUCHESS and DEBUTANTE. 


the patterns you are selling. 


Ask*Wallace Merchandise 


THE PICCADILLY. a 3-piece man’s set in Wallace Service” for other ways to 


Sterling, suitable either for home or traveling use. 
There is a hair brush, a clothes brush and comb, all in 
a compact brown leather case. 


R. WALLACE & SONS MFG. CO. 


oa Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
111 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. ] 10 Geary St. 


use these business-getters. 





Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 


in Silver Plate; Early American reproductions in Pewter Founded in 1835. 


MEMBERS OF 7, HE Sf FB RLIENG Sony Boe SM it ws Ct bb dD O F AMERI¢C« 
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g- 
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or Brides and Wives and brides. lobe 





-, a *, 


‘ wedges 
sa bag 


iw 
— 





New 
Bridal Chest 


HEY are “simply thrilled” over the free gift of this 





Bridal Chest. It has so many possibilities that every 





) woman at once visions it in use — for handkerchiefs — 
gf ji as a stocking box—or for lingerie. Desire for the silverware it 
holds is heightened by admiration for the container. doubly 


desirable because you can give it free. Free, because we give it to you without cost. 


Furnished with 26-29 piece. 34 piece. 42 piece. 50 piece and 5] piece assortments 


[2% 872 Bin BREAD. BA. 3 


ONEIDA COMMUNI 


COMMUNITY PLATE 




















